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Home Reports Gains 
In Assets, Surplus, 
Net Income In 1954 


President Black Says Assets Were 
at New High of $452,602,733, 
an Increase of $55,581,119 


NET PREMIUMS EARNED RISE 





Home Indemnity Reports Favorable 
Results With Gains in Assets, 
Surplus, Underwriting Results 


In 1954 The Home Insurance Co. of 
New York increased its assets to a 
high of $452,602,733 a gain of $55,581,119 
over 1953. Net premiums earned in- 
creased to*$187,252,245 compared with 
the 1953 figure of $182,736,637. Net 
investment income for the year, before 
Federal income taxes, was $20,146,784 
an “igi of $7,982,677 over the 1953 
tota 

Net income from underwriting and 
investments, before Federal income 
taxes, was $9,570,033 as compared with 
$15,437,748 in 1953. Policyholders’ sur- 
plus in 1954 increased to $219,512,218 
from $169,364,450 the previous year. 


Black on Great Services in 1954 


“The year 1954 was one of the most 
eventful in recent property insurance 
history” according to Kenneth E. Black, 
president of the company in his annual 
report to stockholders. “It was a year,” 
he added, “when the Home and its 
casualty subsidiary, the Home Indem- 
nity, performed their greatest service 
to policyholders—in prompt, realistic 
assistance to property owners who suf- 
fered damages in individual losses or 
in large scale disasters; in accelerated 
efforts toward the broadening of prop- 
erty insurance coverages for home- 
owners and in continued development 
of services and facilities to better meet 
the needs of policyholders and repre- 
sentatives.” 

In 1954 the Home’s underwriting 
operations, materially influenced by the 
company’s substantial participation in 
hurricane and crop-hail losses, showed 
a loss of $10.707,237 as compared with 
an underwriting profit of $3,265.756 in 
1953. Mr. Black noted that with the 
exception of the company’s extended 
coverage and crop-hail writings, the 
underwriting results in all other classes 
written by the Home were satisfactory. 

He also called attention to the “dra- 
matic demonstration of team work” on 
the part of employes and agents in 
Providing “swift, effective service to 
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OLD SUPERSTITIONS 


and what they mean 





When two forks are acciden- 
tally set at one place at the 
table, it is supposed to 
mean that whoever sits 

there will marry twice. 


Silverware, by the way, 
is just one of the 
many items co 7 
by “L & L’s"ynew “VEY 
comprehensiwé , 
dwelling Paty. 
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London & keneosbire 
GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LID. # ORIENT INSURANCE COM- 
PANY ¢ LAW UNION & ROCK INSURANCE COMPANY, LID. © SAFEGUARD INSURANCE 
COMPANY OF NEW YORK . STANDARD MARINE INSURANCE COMPANY, LID. 
LONDON & LANCASHIRE INDEMNITY COMPANY OF AMERICA 


lI 


A WELL-BALANCED COMPANY 


THE 


LONDON S 


LANCASHIRE 
GROUP 


ey ae 





(Fire Department) e 








from 





New Pension Trust Policy 
Offers Unusual Flexibility 


In this new policy you may have insurance protection 
and retirement income in any desired proportion. Each 
benefit stands separately although in the same policy. 


A *‘stop-and-go”’ feature makes this policy 
of particular interest to the buyer. 


The plan is provided at a very low cost. Cash value 
is 90% of reserve the first year; 95% the second; 
and 100% the third. Annual dividends. 


‘*Redistribution’’ commission scale. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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John Hancock’s 1954 
New Insurance Issue 
Nearly Two Billions 


President Clark Reports Million-a- 
Day Benefit Payments; Fine 
Investment Results 


ASSETS ARE $4.232 BILLION 


Ordinary Exceeded Billion, New 
Group $637 Million, Industrial 
Issued $292 Million 


By CLareNce AxMAN 


Boston—The John Hancock Mutual 
Life crossed the four billion dollar mark 
in assets in 1954 and paid in benefits 
more than one million dollars every 
working day, according to the annual 
report to policy owners made by Presi- 
dent Paul F. Clark at the company’s 
92nd annual meeting on Monday of this 
week. 

“Life moves more smoothly and se- 
curely for thousands of American fami- 
lies and individuals,” stated President 
Clark, “as a result of benefits received 
through John Hancock payments. John 
Hancock’s rugged, growing assets—over 
four billion dollars soundly invested to 
guarantee fulfillment of its pledges to 
over nine million policy owners—are 
helping to build homes, industries, rail- 
highwavs, public utility services, 
schools all through the 











roads, 
hospitals and 
land.” 

Payments to living policy owners 
amounted altogether to over $198 mil- 
lion, and the beneficiaries of over 65,000 
Tohn Hancock policy owners received 
$87 million during 1954. Total benefits 
of more than $285 million paid during 
the year were $30 million more than in 
1953. Livine policy owners’ payments in- 
cluded $41 million in accident and health 
benefits; $21 million in matured endow- 
ments; nearly $21 million in annuity 
benefits; $46 million in surrender bene- 
fits: and dividends amounting to $69 mil- 
lion. 


Has 9,300,000 Individual Policy Owners 


Total Tohn Hancock life insurance in 
force at the end of the year, cover- 
ing 9,300,000 individual policy owners, 
amounted to $15,832,000,000, an increase 
of 8% over 1953. Since the end of World 
War II, the company’s total life insur- 
ance in force has more than doubled. 
Ordinarv life insurance in force at the 
end of the year was $8,635,983,000. Group 
insurance was $4,313,524,000. Industrial 
insurance amounted to $2,882,782, 

New paid-for life insurance during 
1954 amounted to nearly two billion dol- 
lars, the largest amount in the history 
of the company. For the second year, 
sales of Ordinary insurance exceeded a 
billion dollars, new Group insurance 


(Continued on Page 3) 
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New horizons, nation-wide, through John Hancock payments 


averaging more than ‘1,000,000 
every working day 


For thousands of American families and individuals, life 
moves more smoothly and securely as a result of benefits 
received through John Hancock payments. Nation-wide, 
an average of more than one million dollars in benefits 
flows out from John Hancock every working day. 

And John Hancock’s rugged, growing assets — over 
four billion dollars soundly invested to guarantee ful- 
fillment of its pledges to over nine million policy owners 





—are helping to build homes, industries, railroads, high- 
ways, public utility services, hospitals and schools all 
through the land. 

Life insurance — more available now than ever through 
John Hancock’s great new program of lower costs — is 
good for the individual, and it’s good, too, for these 
United States. 





STATEMENT OF FINANCIAL CONDITION, DECEMBER 31, 


ASSETS 
Bonds. . . + + « «© « «© « +$2,768,473,117 


United States of America 
Treasury bonds . 
Treasury bills 

Dominion of Canada . 

State and other civil 
division . . . . . 146,265,918 

Railroad 246,060,672 

Public utility . 1,108,713,809 

Industrial and 


.$ 352,077,138 
67,833,001 
6,402,538 


Miscellaneous 841,120,041 
Stocks. 2 2 5 6+ «© «© «© « « «» 9677967,439 
Preferred or Guaranteed . 75,212:161 
Common 192,755,278 
Mortgage loans on real estate . 854,221,292 
Residential and Business . 693,856,453 
Farm ... . . . 160,364,839 
Real estate 73,948,574 
Home office, Housing and 
other properties acquired 
for investment 73,695,455 
Foreclosed properties. . 253,119 
Loans and liens on Company’s policies . 112,355,100 
Cash in banks and offices 51,866,524 
Premiums due and deferred . 59,089,517 
Interest and rents due and accrued . 34,816,002 
Other assets . 10,006,042 
Total Assets -$4,232,743,607 





1954 


OBLIGATIONS 


Statutory policy reserves 
he amount determined in accordance 
with legal requirements which will, with 
future premiums and interest, assure pay- 
ment of al] future policy benefits. 

Policy owners’ and beneficiaries’ funds . 
Proceeds from death claims, matured en- 
dowments and other payments, including 
dividends left with the Company at in- 
terest. 

Dividends payable to policy ownersin1955 60,430,924 

Policy benefits in process of payment 30,282,218 
Including claims in process of settlement 
and an additional sum for claims not yet 
reported. 

Other policy obligations 
Premiums paid in advance of due date 
$38,094,587 and reserve for ultimate 
changes in policy valuation standards 
$45,500,000. 

Mandatory security valuation reserve 
As required by the National Association 
of Insurance Commissioners. 

Accrued taxes payable in 1955 

Other obligations, — accrued 
expenses ge tier “ss 
Total Obligations. 


SURPLUS TO POLICY OWNERS 


-$3,252,775,366 


287,417,149 


83,594,587 


90,128,557 


16,017,000 


. «31,594,454 
. 3,852,240,255 


Contingency reserve for Group Insurance 12,211,000 
Contingency reserve for fluctuation in 
security values. 62,100,000 
General surplus . 306,192,352 
Total Surplus . “ 380,503,352 
Total Obligations and sie. - $4,232,743,607 


All securities are valued in conformity with the laws of the several States and as prescribed by the National Association of Insurance Commissioners. 
Securities carried at $710,672 in the above statement are deposited for purposes required by law. 


DIRECTORS 


Paul F. Clark 
William M. Rand 
Edward Dane 
Daniel L. Marsh 


Charles L. Ayling 
Guy W. Cox 

Carl P. Dennett 
Albert M. Creighton 
Joseph E. O’Connell 


Byron K. Elliott 
John M. Hancock 
Ralph Lowell 
Thomas D. Cabot 


Edward B. Hanify 
Georges F. Doriot 
Lloyd D. Brace 
Lee P. Stack 

Earl P. Stevenson 


Merrill Griswold 
Samuel Pinanski 
Philip H. Theopold 
E. Taylor Chewning 





MUTUALYZ LIFE 


tect Ne aed 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 






A COPY OF THE COMPLETE ANNUAL REPORT WILL BE SENT ON REQUEST 
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President Clark's Report 


(Continued from Page 1) 


reached a record $637 million, and new 
industrial issue amounted to $292 million. 
Assets to $4.232 Billion 

By the close of the year, the assets of 
the company amounted to $4,232,744,000, 
an increase of more than $380 million or 
about 10% over 1953. Of the Hancock’s 
investment of $854 million in mortgage 
loans, $590 million or more than 69% 
represents financing of homes. Commer- 
cial and industrial loans comprise 12%, 
and farm loans 19% of the total. 

Policy loans and liens of $112 million 

at the year end were in the aggregate 
$10 million higher than a year ago, but 
comprised only 2.65% of total assets, a 
new low ratio in the company’s experi- 
ence. ‘ 
During the year, the company invested 
$556 million at an average gross yield 
of 4.13%, which compares with a yield 
of 4.28% in 1953. 

The net rate of interest earned in 1954 
on total invested funds, after deducting 
all investment expenses except Federal 
income tax was 3.38% as compared with 
320% in 1953. Net investment gains 
from all sources aggregated $69 million. 

Obligations and contingency reserves 
stood at $3,926,551,000, and general sur- 
plus was $306,192,000, or 7.95% of the 
obligations it protects. 

Investment Earnings 

In his comments on investment earn- 
ings President Clarke said: 

“The net rate of interest earned in 
1954 on total invested funds, after de- 
ducting all investment expenses except 
Federal income tax, was 3.38% as com- 
pared with 3.29% in 1953. The net rate 
for 1954 was reduced by income tax to 
317%, the corresponding rate for 1953 
being 3.09%. In computing these rates, 
the return on securities has been related 
to book values and hence they are not 
affected by changes in year-end market 
values. The rate earned before tax in 
1954 was the highest since 1938; and 
after tax, the highest since 1942. 

“Since the early months of 1946, which 
marked the lowest levels ever recorded 
in the United States, interest rates have 
fluctuated around a slowly rising trend 
with the ebb and flow of business ac- 
tivity. In the latter months of 1954, 
there was evidence of recovery toward 
this trend from the sharp decline which 
began in the autumn of 1953 coincident 
with recession in business activity and 
reinforced by the action of the mone- 
tary authorities. Over the last two years, 
the alternate restriction and expansion 
of funds in the money market with the 
purpose of moderating or stimulating 
husiness activity has in fact exaggerated 
the prevailing tendency toward firmer 
or easier money rates. But despite the 
complexities added thereby to the man- 
agement of life insurance funds, flexible 
monetary policy may be commended as 
heing in the broad public interest, espe- 
cially when compared with the policy of 
artificially low rates so relentlessly pur- 
sued for so many years regardless of 
circumstances or consequences. The ob- 
jective of present authorities to lengthen 
the average maturity of the Federal debt 
by refunding or borrowing at long-term 
rather than at short-term, as conditions 
may permit, is also in the best interest 
of life insurance policy owners and, by 
the same token, in the interest of the 
Nation. 

Investment Gains and Reserves 

“Security markets were active and 
buoyant during 1954; prices rose per- 
sistently throughout the year. Our net 
Investment gains from all sources aggre- 
gated $69 million. Of this amount, more 
than $63 million represents unrealized 
gains, reflecting the adjustment of vari- 
ous securities to year-end market values. 
Realized gains arising from actual sale 
or redemption of securities during the 
year amounted to $6 million. 
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“Since 1951, life insurance companies 
have accumulated a_ specific reserve 
against possible future loss on securities, 
as prescribed by the National Associa- 
tion of Insurance Commissioners. It be- 
came mandatory to set aside annually 
for this purpose net capital gains (real- 
ized and unrealized) together with addi- 
tional amounts, until the reserve should 
equal a total of 1% of the statement 
value of amortizable bonds and 20% of 
the statement value of other bonds and 
of all stocks held by the company. At 
the end of 1953, this mandatory security 
valuation reserve amounted to $30 mil- 
lion; bv the end of 1954, it had reached 
$90 million, the maximum amount re- 
quired under the prescribed formula. 

Some years prior to this requirement 
of the regulatory authorities, the John 
Hancock established voluntarily a con- 
tingency reserve for fluctuations in se- 
curity values. This has been increased 
this year from $49 million to $62 million. 
Altogether, these reserves aggregated 
$152 million on December 31, 1954, as 
compared with $79 million at the end of 
1953, an increase of $73 million. In view 
of the wide fluctuations in investment 
values experienced in the past, such pro- 
vision can only be considered prudent 
in administering funds, which for the 
vast majority of policy owners are the 
cornerstone of their own financial se- 
curity and that of their dependents as 
well.” 

Common Stocks 


Discussing common stocks Mr. Clark 

said: 
_ “After careful assessment of the risks 
involved, the John Hancock embarked in 
1949 upon a formalized program of in- 
vestment in common stocks. Its pri- 
mary objective was to obtain a higher 
rate of return than available on alterna- 
tive tvnes of security. During the last 
six years, accordingly, the company has 
gradually acquired, within the limits 
permitted by the regulating statutes of 
the various states, a widely diversified 
= broadly balanced portfolio of equi- 
ies. 

“The cost of common stock holdings 
at the end of the year was $106 million, 
a net increase of approximately $16 mil- 
lion during the year; the yield on the 
cost of the entire portfolio was 6.91%. 
The market value at year-end was nearly 
$193 million; the yield on market value, 
3.82%. Over the six-year period, net 
gains realized on sales have exceeded 
$12 million and dividend income has 
been more than $10 million above what 
would have been received from conven- 
tional investments. Both realized gains 
and unrealized market appreciation, to- 
taling $98 million for the six-year pe- 
riod, have been set aside for policy own- 
ers as provision against possible loss or 
fluctuation in market values.” 


New Investments 


During 1954, the John Hancock in- 
vested $556 million (of which approxi- 
mately $313 million represented  re- 
investment) at an average gross yield of 
4.13%, which compares with a yield of 
4.28% in 1953. These figures exclude 
policv loans as well as United States 
Treasury bills and Discount notes held 
as an operating reserve or in lieu of 
cash pending payment for new securi- 
ties. Of the total, $324 million was 
placed in bonds; $27 million in common 
stocks; and $195 million in mortgage 
loans, including $33 million in farm 
mortgages. Real estate acquired for in- 
vestment approximated $7 million. 

Of the total investment in bonds, $148 
million was placed in industrial and $106 
million in public utility issues. Ap- 
proximately $37 million was invested in 
municipal. and $33 million in railroad se- 
curities. Mortgage loans on residential 
and business properties included $109 
million in new loans on nearly 10,000 
one-family houses, an average loan of 
$11,264, and $43 million on 256 multiple 

(Continued on Page 4) 





John Hancock Annual Meeting In Boston 


Promotions Made By John Hancock . 


New Titles 


for Collier, Bleicken, French, Lombard and 


McCrea; Advance Miner, Houghton, Lee, Ladd and 
Waters to Second Vice Presidents 


At the meeting of John Hancock’s 
board of directors this week five men 
were elected second vice presidents. 
They are Reginald B. Miner, H. Arnold 


Houghton, Robert L. Lee, Charles N. 


Ladd and Richard P. Waters, Jr. 


A. F. Lydiard 
ABRAM T. COLLIER 


At the same time, the company an- 
nounced a realignment of the functions 
of certain of its executive officers, with 
promotions. Abram T. Collier, vice presi- 
dent, personnel, was elected vice presi- 
dent and general solicitor. Elmer L. 
French formerly secretary, was made 





A. F, Lydiard 
ELMER L. FRENCH 


vice president of home office services. 
Gerhard D. Bleicken, second vice presi- 
dent and counsel, becomes secretary of 
the company. Asa P. Lombard, second 
vice president, claims, becomes vice 
president, claims. Admiral John L. Mc- 
Crea, second vice president, client rela- 
tions, becomes second vice president, 
client and personnel relations. 

A summary of the careers of the men 


figuring in the changes this week fol- 
lows: 


Abram T. Collier 


Abram T. Collier is a graduate of 


Harvard University and Harvard Law 
School. He practiced law for two years 
before joining John Hancock as assis- 





A. F. Lydiard 
GERHARD D. BLEICKEN 


tant counsel in March, 1939. In 1944 he 
became associate counsel and was elected 
second vice president in 1950. He was 
elected vice president in 1953. 

From May, 1944, to August, 1945, Mr. 
Collier was granted war leave for serv- 
ice with the Office of Scientific Research 





ASA P. LOMBARD 


and Development, and also served in 
Paris, France. At time of his promo 
tion this week his title with the John 
Hancock was vice president-personnel. 
Mr. Collier belongs to the Boston and 
American bar associations. 

Elmer French and Asa P. Lombard 

Elmer L. French, the new vice presi- 
dent of home office services, has been 
with the Tohn Hancock during his en- 

(Continued on Page 4) 
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Expansion in New Markets 
Seen by R. Radcliffe Massey 


R. Radcliffe Massey, vice president 
of John Hancock’s general agency de- 
partment, reported this week that in 
1954 the company had an all-time high 
in the sale of Ordinary insurance. 

Se hes ae " 

The sensitivity of the life insurance 
market to general business conditions 
became increasingly apparent during 
1954,” Mr. Massey said. “Sales reached 
a high point during the early part of 
the year, took a downward trend as 1954 
reached its midpoint. By fall, however, 
stimulated by an increase in economic 
activity, life insurance sales began to 
show rapid gains which have continued 
into 1955. This strengthening market is 
evidence of a continuing growth in un- 
derstanding, on the part of the public, 
of the uses for life insurance, particu- 
larly its use for business purposes. 
Such growth justifies plans for expan- 
sion into markets not hitherto covered, 
and greater intensification of effort on 
those already partially developed.” 





Hancock Group Premiums in 
1954 Passed $200 Million 


Clarence W. Wyatt, vice president, 
John Hancock said this week thot the 
volume of Group insurance in 1954 ex- 
ceeded any previous vear. Total pre- 
miums passed $200 million for the first 
time and now represent more than one- 
third of the company’s entire premium 
income, 

“Group accident and health claim loss 
ratios appear to be leveling off, evi- 
denced in the fact that there was little 
variation from 1953 in the loss ratios of 
either Group life, or accident and health 
claims,” said Mr. Wyatt. “Also, the 
ratio of operating expenses, other than 
commissions and taxes, to premium de- 
creased. A number of factors combined 
to produce this result. Among them are 
improvements resulting from constant 
work simplification studies, improve- 
ments in mechanical office equipment, 
and increasing utilization of mechanical 
methods in the performance of routine 
operations.” 

Mr. Wyatt also announced that, in 
order to extend the use of Group insur- 
ance to fulfill expanding needs, a plan 
for underwriting amounts of Group life 
insurance in excess of normal maxi- 
mums was undertaken during the year. 
The financial experience for participants 
in the plan will be pooled to spread the 
risk of loss ratio fluctuations. 





Hancock Mortality Facts 

Heart disease and cancer were main 
causes of death among John Hancock 
policy owners in 1954, the former ac- 
counting for 41% and the latter 17% of 
total death claims. The incidence of 
cancer was higher than in 1953, 17% as 
against 16%. 

Deaths from tuberculosis among John 
Hancock policy owners declined in 1954 
to less than 1%, a new low loss ratio. 
Deaths from pneumonia also hit a new 
low of 1.6%. 

During the last ten years, the John 
Hancock Mutual Life has paid _ total 
benefits of more than two billion dollars 
to policy owners and beneficiaries. 





Promotions on Home Office Staff 


(Continued from Page 3) 


tire insurance career which has been of 
43 years duration. He was appointed 
assistant secretary in 1937 and secretary 
in 1943. In his new position he will con- 
tinue to oversee many of the home of- 





Alan F. Lydiard 
ADMIRAL JOHN L. McCREA 


fice functions which formerly came un- 
der the office of secretary. 

Asa P. Lombard, who becomes vice 
president, claims, is a graduate of North- 





Alan F, Lydiard 
MINER 


REGINALD B. 


eastern Law School. He joined John 
Hancock as a home office Group repre- 
sentative in 1928; was made manager of 
the claim department in 1948 and second 
vice president in 1951. He is a member 
of the International Claim Association. 


Gerhard D. Bleicken 
Gerhard D. Bleicken, the company’s 
new secretary, is a graduate of Gettys- 
burg College, Boston University College 
of Liberal Arts and Boston University 


Alan F. Lydiard 
RICHARD P. WATERS, JR. 


School of Law. He was editor of Boston 
Law Review and is a member of the 
Massachusetts bar, Federal bars and the 
bar of the Supreme Court of the U. S. 





Alan F. Lydiard 
H. ARNOLD HOUGHTON 


He served on joint war problems sub- 
committee of Life Insurance Association 
of America and American Life Conven- 
tion. 

After being in private practice follow- 


(Continued on Page 5) 





President Clark's Report 


(Continued from Page 3) 


apartment buildings. These broad cate. 
gories can only suggest the wide diver. 
sification by industry and geographic 
location of the investments into which 
the funds of policy owners have been 
placed. 


1954 Changes in Hancock Policies 


In the John Hancock’s annual repor 
of last year it was stated that in the 
light of broad social and economic 
changes, consideration was being given 
to fundamental aspects of the com. 
pany’s operations. More particularly, jt 
embraced a critical review of individual 
insurance policies with relation to the 
varying needs of people in all walks of 
life; and of methods of operation with 
special reference to the services ren- 
dered to policy owners. 

On the basis of these studies of needs, 
costs and methods to which were de- 
voted the company’s highest technical 
skills, sweeping changes were made in 
contracts offered beginning May 1, 1954. 
Mr. Clark said there were introduced: 

(1) a series of new Ordinary policies 
known as Multiple Protection policies, 
issued in amounts of insurance under 
$3,000 and including as automatic fea- 
tures such benefits as waiver of pre- 
mium disability, double indemnity an 
loss of sight or limb. These policies 
provide the maximum protection pos- 
sible in relation to their moderate size; 

(2) Select Ordinary issued at the 
higher minimum amount of $3,000 of 
insurance; and 

(3) Preferred Risk policies having as 

a minimum $7,500 instead of $5,000 as 

formerly. 

All of these policies offer insurance at 
eventual lower net cost, thus enabling 
people to provide for their needs more 
adequately. 

Coincidentally, the company inaugu- 
rated a plan to centralize at its field 
offices various services to policy owners 
previously rendered at the home office, 
including issue of certain policies, pay- 
ment of certain death benefits and sur- 
render values, and the making of certain 
loans of policies. 

“This transfer will not only give 
prompter service to our ever growing 
number of policy owners throughout the 
country,” said Mr. Clark, “but it is an- 
ticipated will also mean reduced cost o! 
insurance. Completion of this program, 
which is now well under way, it may be 
expected during 1955.” 

Fortifying Security of American Family 

In concluding his annual report Presi- 
dent Clark said: . 

“America may be symbolized in terms 
of great cities and fertile farms; or rich 
mineral resources and vast power facili- 
ties; or magnificent industries and fabu- 
lous output. But what makes America 
truly great is the American family, to 
whose independence and freedom the 
John Hancock Mutual Life is dedicated 
We are proud of the fact that during 
1954 another hundred thousand Ameri- 
cans joined the company as policy own- 
ers. They have fortified their security 
by pooling risks of life or disability with 
other millions of their fellow citizens. 
With vision to look beyond today they 
have buttressed the venture of national, 
no less than individual growth.” 
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John Hancock Annual Meeting 





Careers on Promotions 


(Continued from Page 4) 


ing his leaving college he joined John 
Hancock in 1939 becoming attorney in 
1941, assistant counsel in 1941 and asso- 
ciate counsel in 1946, At time of his 







Alan F. Lydiard 
ROBERT L. LEE 


promotion this week he was second vice 
president and counsel. During World 
War II he was on active duty in U. S. 
Naval Reserve. He is a graduate of 
Naval Air Training School, Quonset 
Point, and of U. S. Armed Forces In- 
dustrial College. In the Navy he served 
on staff of Rear Admiral S. M. Kraus. 


Admiral McCrea 


Rear Admiral John L. McCrea retired 
from the Navy on June 1, 1953, and 
joined John Hancock a month later, the 
company’s announcement at the time 
saying that he would direct and facilitate 
the services of the company in the inter- 
ests of those concerns with which the 
company has client and financial rela- 
tionships. 

A graduate of the Naval Academy he 
was on USS New York during World 
War I. Soon after Pearl Harbor he was 
appointed naval aide to President Roose- 
velt and accompanied him to the Casa- 
blanca Conference. During his command 
of the USS Iowa the battleship trans- 
ported the President and Joint Chiefs 
of Staff to Oran for the Cairo and 
Teheran conferences. The Iowa, under 
Admiral McCrea’s command, partici- 
pated for some eight months in the 
central Pacific campaign against the 
Japanese. For battle action in the Pa- 
cific he was twice awarded the Legion 
of Merit with Combat “V.” Shortly be- 





Hancock Districts Made 
Large Gains in 1954 


Record writings of more than $315 
million during the first 11 weeks of 1954 
by the John Hancock’s district agency 
department set a pattern for a year of 
outstanding production, exceeding all 
Previous accomplishments. A high spot 
Was the writing of more than $365 mil- 
lion during the summer months. 

A new program was initiated by the 
department for the placing of greater 
emphasis on training. Based on the con- 
cept that the training assignment of a 
home office representative is a special- 
wed activity Vice President Frank B. 
Maher announced the division of du- 
tes among the regional supervisors into 
tither field training or administrative 
Tesponsibilities, District agency develop- 
Ment activities were also stepped up 
uring the year, resulting in an increase 
of 95 in the total number of debits at 
year’s end. 


February 18. 1955 


fore V-E Day Admiral McCrea held 
the titles of Director of Central Divi- 
sion, Office of the Chief of Naval 
Operations; assistant chief of Naval 
Operations and deputy chief of Naval 
Operations. From January, 1948, until 
June, 1949, he served as deputy com- 
mander in chief of the Pacific Command 


Alan F. Lydiard 
CHARLES N. LADD 


and the U. S. Pacific Fleet. He returned 
in June, 1949, to Washington as director 
of staff of the Personnel Policy Board, 
Department of Defense. In February, 
1952, when he relinquished the rank of 
vice admiral and assumed that of rear 
admiral he came to Boston as com- 
mandant of the First Naval District. He 
is a member of the Bar of District of 
Columbia and has been admitted to 
practice in the U. S. Supreme Court. 


Miner, Houghton and Lee 


Reginald B. Miner, who has been di- 
rector of the John Hancock’s city mort- 
gage department since 1953, and be- 
comes second vice president, city mort- 
gages and real estate, is a graduate of 
Dartmouth College and Massachusetts 
Institute of Technology. He joined John 
Hancock in 1928 as a city mortgage loan 
analyzer. He was appointed assistant 
manager of the city mortgage depart- 
ment in 1947 and manager in 1952. Be- 
fore joining John Hancock in 1928 he 
was associated with Monks & Johnson 
as structural designer and inspector. 

H. Arnold Houghton is a graduate of 
Andover Academy and Harvard Col- 
lege. He joined the company’s under- 
writing department in 1924, was ap- 
pointed manager of that department in 
1939 and in 1953 was named associate 
underwriting director. 

Robert L. Lee, second vice president, 
bureau of investigation, has served as 
legislative counsel and legislative agent 
for John Hancock since 1950. An alum- 
nus of Harvard Business School he 
joined the company’s law department in 
1932 as a junior inspector, was made 
assistant manager of the bureau of in- 
vesigation in 1944, and director of the 
bureau in 1945, 


Ladd and Waters 


Charles N. Ladd, second vice presi- 
dent, home office services, has been as- 
sistant secretary of the John Hancock 
since 1943. A graduate of Harvard Col- 
lege he joined the company in 1919, was 
appointed employment manager in 1928 
and assistant manager of the personnel 
department in 1933. 

Richard P. Waters, Jr., has been di- 
rector of John Hancock public relations 
since 1952. A graduate of Harvard Col- 
lege he spent five years as a newspaper 
reporter on the Bangor Daily News. of 
Bangor, Me., and the Boston Transcript. 
Then he went into the advertising and 
sales promotion field for three years 











John L. Allen (left) and H. J. Boyce. 


The oldest living graduate of Brown 
University, Henry J. Boyce of Provi- 
dence, celebrated his 96th birthday on 
February 9. On hand to offer congratu- 
lations was John L. Allen, general 
agent, John Hancock at Providence, 
who presented Mr. Boyce with a check 
for $1,500. Mr. Boyce collected $500 
over and .above the face value of a 
$1,000 poliley which matured as an 
endowment today. Mr. Bovce’s only 
hobby is his home and keeping a 
weather eye on his business interest, 
the Boyce-Page Funeral Home in Provi- 
dence. He was born in Providence and 
attended the local schools and Brown 
University where he was a member of 
the class of 1880. Immediately follow- 
ing graduation he entered into business 
with his father in downtown Provi- 
dence. 





Luncheon to J. J. Melly, Jr. 


Associates of Joseph J. Melly, Jr., 
CLU, in the Wheeler H. King Agency 
of New England Mutual Life gave him a 
farewell luncheon February 4 at the 
Brass Rail Restaurant, New York. As 
previously announced, Mr. Melly has 
joined Mutual Life as director of bro- 
kerage sales. For the past seven years 
he has been brokerage manager in the 
King agency. 

As a farewell gift Mr. Melly received 
from his former associates and General 
Agent Wheeler King a set of matched 
luggage. Mr. King was toastmaster and 
Lewis D. Ziedler, Jr. arrangements chair- 
man. They joined with other close 
friends in tribute and best wishes. 





Manufacturers Life Lowers 
Policy Rates; Other Changes 


The Manufacturers Life has  an- 
nounced that lower premium rates are 
now in effect, at most ages, for all 
standard and special needs plans. In 
addition, rates have been lowered for 
extra benefits such as family income, 
disability waiver of premium, etc. 

The changes also include occupational 
ratings which have been greatly sim- 
plified, with many classifications elimi- 
nated or improved. 

Manufacturers Life reports sales in 
January were the greatest for any month 
in the company’s 68-year history. Total 
paid-for business for the month was 
$29,258,667, with the United States divi- 
sion contributing $9,667,314 of this 
amount. Division leadership went to the 
Chicago office with paid business of 


$1,650,000. 





and joined John Hancock in 1945. Dur- 
ing World War II he served as a lieu- 
tenant commander in the U. S. Naval 
Reserve, three years of that time being 
in the Pacific war theatre, including one 
vear on the famous aircraft carrier, the 
Enterprise. 
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J. Stanley Edwards, 
NALU Ex-Head, Dead 


PROMINENT DENVER CITIZEN 





General Agent for Aetna Life Nearly 
Half-Century; One of Great Leaders 
of National Association 





J. Stanley Edwards, for nearly a half- 
century general agent for Aetna Life in 
Denver, a former president ef Nationa! 
Association of Life Underwriters, au- 
thor of two books on life insurance and 
one of Denver’s leading citizens, died 
last week in a Denver hospital at the 
age of 82. He was one of the oldest 
living letter men of Denver University 
and such a staunch alumnus that he 
usually followed the football squad to’ 
out-of-town games, took an active part 
in his alma mater’s athletic program 
and was active in promoting the coti- 
struction of the DU Stadium. 

Mr. Edwards was one of a group of 
early life insurance leaders who are 
credited with making NALU the strong 
organization it is today. He held many 
offices and served on all important com 
mittees over the years including the 
NALU presidency in 1919-20. He was a 
past president of the Community Chest, 
and a director of the Denver Chamber 
of Commerce. He was a member of 
First Plymouth Congregational Church, 
Sons of the American Revolution, [1 
Jebel Shrine, the Masons, Beta Theta Pi 
fraternitv and the Denver Athletic Club. 

Surviving are a son, Walker Edwards 
of Denver; a daughter, Miss Beatrice 
G. Edwards of Boston, and three grand- 
sons. 


Dr. Richard B. Cattell 
State Mutual Director 


Richard B. Cattell, M.D., director of 
Boston’s Lahey Clinic, has been elected 
to the board of directors of State Mu- 
tual Life of Worcester. 

A graduate of Mt. Union College in 
Ohio and of the Harvard Medical School, 
Dr. Cattell has been associated with 
the Lahey Clinic since 1927. He is also 
on the staff of the New England Deacon- 
ess Hospital, Robert Breck Brigham 
Hospital, Massachusetts Women’s Hos- 
pital, Booth Memorial Hospital and is 
surgeon-in-chief of the New England 
Baptist Hospital. 

He is currently president of the Amer- 
ican Goiter Association; Director of the 
American Cancer Society, Massachusetts 
Division; and a Fellow of the American 
College of Surgeons. Among the many 
other national and state medical organi- 
zations in which he is active are: the 
American Medical Association; Massa- 
chusetts Medical Society; New England 
Surgical Society; American Surgical 
Association; Boston Surgical Society and 
the Southern Surgical Association. From 
1942 to 1952 he was honorary consultant 
for the Bureau of Medicine and Surgery 
of the U. S. Navy. 





Conn. General Announces 


Three Group Appointments 
Connecticut General Life announced 
the appointment of three of its Group 
insurance representatives to new posts. 
William H. Welch, Jr., former assis- 
tant district Group manager in Chicago, 
has been named manager of the com- 


pany’s Group insurance operations in 
the John Street, New York City, 


branch office. 

John D. Chapman, Group insurance 
manager in Newark, has been named as- 
sistant to Mr, Welch at the New York 
office. 

Joseph H. Walton, former Group in- 
surance service representative in Des 
Moines, has been named district Group 
insurance manager in the company’s 
St. Louis branch office. 

Mr. Walton is a graduate of St. Am- 
brose College, Davenport, Iowa. Mr. 
Welch and Mr. Chapman were gradu- 
ated from Yale University. 
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New Assn. Changes Its 
Name at Organization 


150 COS. AT ATLANTA MEETING 





Claude Poindexter, Coastal States, Is 
Elected President; Other Trade Asso- 


ciations Send Representatives 


Atlanta, Feb. 10—The formal organi- 
zation: il meeting of the National Insti- 
which had its 


tute of Life Insurers, 

preliminary meeting last month, was 
held at the Biltmore Hotel, Atlanta, 
today. The association immediately 


changed its name. The new name of the 
organization is the National Association 
of Life Companies, Inc. Officials said 
the name change was made in order to 
avoid confusion with other associ: ations 
whose titles might be somewhat similar. 


Approximately 150 companies were 
represented at the meeting, most by 
officials, and a few by proxies. Also 


attending were representatives of other 
life insurance trade associations. Sev- 
eral of these men took part in the dis- 
cusions, and pledged non son cooperation. 


Officers Elected 


Claude H. Poindexter, president of 
Coastal States Life, Atlanta, who ‘had 
been named temporary president, was 
elected president of the new organiza- 
tion. Ellis Arnall of Newnan was 
named chairman of the board, and 
acted as chairman of the organizational 
meeting. Mr. Arnall, a former governor 
of Georgia, is president of the Dixie 
Life of Newnan. 

Other officers are J. Herbert Graves, 
vice president, National Old Line, Lit- 
tle Rock, Ark., secretary; B. L. Carter, 
president, Pioneer Life & Casualty, 
Gadsden, Ala., treasurer; and Dr. Pierce 
P. Brooks, National Bankers Life, Dal- 
las, vice president. 

These five officers, Arnall, Poindexter, 
Graves, Carter and Brooks, comprise 
the executive committee of NALC. This 
committee is empowered to act for the 
association between periods. 

State directors elected at the organi- 
zational meeting are: 

Georgia: Mr. Poindexter Mr. 


Arnall. 

Alabama: S. H. Longshore, Preferred 
Life, Montgomery, and B. L. Carter, 
Pioneer Life and Casualty, Gadsden. 

Arkansas: J. Herbert Graves, ae al 


Old Line Life, Little Rock, and W. 


and 


Stannus, First Pyramid Life, L iiic 
Rock. ; 
Texas: Dr. Pierce P. Brooks, National 


Dallas, and Lon C, Cowl- 
Houston. 
Citizens Na- 


Bankers Life, 
ing, Southern States Life, 
Indiana: John Wilkins, 
tional Life, Indianapolis. 
Louisiana: D. Roy Domingue, 
ington Life, Lafayette. 
Nebraska: Mrs. Clara B. Cassidy, Su- 
preme Forrest Woodmans Circle, Omaha. 
Washington: J. R. Cissna, Federal Old 
Line Life, Seattle. 
Colorado: William P. White, Profes- 
sional Business Men’s Life, Denver. 
North Carolina: Waldo Cheek, Inde- 
pendence Life, Charlotte. 
Missouri: Vaughan Moore, St. Louis. 
The first annual meeting of the new 
Life Association will be held the second 


Wash- 


Monday in May, probably in Atlanta, 
which is the headquarters city for 
NALC. Directors from many other 


states are expected to be named at that 
time. 

Devereaux F. McClatchey, Atlanta at- 
torney, is general counsel for the asso- 
ciation, and Robert B. Hensley, of Hen- 
sley & Logan, Louisville, was named 
assistant counsel. 


Trade Association Men There 


Five representatives of other trade 
associations who attended and took part 
in the discussions at the Atlanta meeting 


are: Holgar J. Johnson, president, In- 
stitute of Life Insurance; Henry R. 
Glenn, associate general counsel, Life 


Insurance Association of America; Mar- 
tin B. Williams, executive director, Life 
Insurers Conference, Richmond; Ralph 
H. Kastner, general counsel, American 
Life Convention; Carlyle M. Dunaway, 


Rejoins Lincoln National; 
Elected Vice President 





STAGG 


RONALD G. 


Ronald G. Stagg has been named a 
vice president of Lincoln National Life 
and will rejoin the company’s home 
office organization the middle of this 
month, Walter O. Menge, president, has 
announced. Formerly second vice presi- 
dent and actuary of Lincoln National 
Life, Mr. Stagg now returns after an 
absence of eight years during which time 
he served successively as president of 
Northwestern National Life and a vice 
president of The Prudential. 

Originally from Toronto, Mr. Stagg 
began his insurance career there with 
the Canada Life in 1925. He first came 
to Lincoln National Life in 1927 and 
remained for 19 years. He was promoted 
to actuary in 1944 and to second vice 
president a year later. He has _ been 
chairman and a member of various joint 
committees of American Life Convention 
and Life Insurance Association of Amer- 
ica, and served for three years on the 
board of directors of the latter organi- 
zation. An honor graduate of the Uni- 
versity of Toronto, he is a Fellow of 
both Society of Actuaries of this coun- 
try and Institute of Actuaries of Great 
Britain. He has served the Society of 
Actuaries as vice president and also as 
a member of its board of governors. 





counsel, National Association of Life 
Underwriters. 

Mr. Poindexter said the new associa- 
tion is a “forum to discuss problems now 
facing many of the life companies in 
the nation.” Also to emphasize the re- 
sponsibilities of life insurance compa- 
nies with the public whom they serve. 

It was emphasized that a definite com- 
mon interest exists, and thus the estab- 
lishment of the life trade association 
was timely. 

Mr. Poindexter said the problems are 
those which have been “unnecessarily 
manufactured and magnified to a large 
extent,” and this can be met and con- 
trolled through an organization of “pro- 
gressive companies.” 

Chairman Arnall, addressing the new 
group, deplored certain press interpre- 
tations following the preliminary meet- 
ing of the group, in which “tontine” in- 
surance policies were mentioned. Mr. 
Arnall stressed that there is “not one 
tontine writer among the members of 
the National Association of Life Com- 
panies, Inc.” 

Former Insurance Commissioners, now 
associated with the industry, indorsed 
the aims of the new organization and 
the business philosophy of its member 
companies. They stressed the need for 
such an organization for the proper re- 
flection of their problems before regu- 
latory and legislative bodies. 

Voicing this opinion were J. Herbert 
Graves, formerly Commissioner of Ar- 
kansas, and Waldo C. Cheek, past Com- 
missioner of North Carolina. 


State Mutual’s Record 
Production for 1954 


GAINED 72% OVER ’53 PAID - FOR 





President Plumley Reports Net Interest 
Rate of 3.59% Earned; Policy Pay- 
ments $700,000 a Week 


Last year State Mutual Life of Wor- 
cester sold $334,457,579 of Ordinary and 
Group life insurance, the largest produc- 
tion total in its history, a gain of 72% 
over similar paid-for business of 1953, 
it was reported by President H. Ladd 
Plumley at the company’s 109th annual 
meeting. Life insurance in force for 
both individual and Group reached an 
all-time record and at the end of the 
year was just under the two billion dol- 
lar mark. 


Policyholders and beneficiaries were 
paid $37,229,068 in 1954, an average of 
over $700,000 a week. Total death claims 
amounted to $15,635,521. More than 
three-quarters of the policies on which 
claims were paid during 1954 were on 
deaths caused by diseases of the heart 
and circulatory system, and_ cancer. 
Death rates experienced for the year 
continued at substantially the same fa- 
vorable level as in 1953. 

Premium income increased $3,028,043 
to a total of $56,831,247 and net income 
from investments was $1,605,703 yarger 
than in 1953. Total assets increased $36,- 
413,403 to $513,266,149. Mortgage loans 
and bonds accounted for 89% of the 
company’s invested assets with guaran- 
teed veterans’ loans showing a substan- 
tial increase. 

During 1954 the net interest earned 
on mean ledger assets before Federal 
income tax was 3.59%. Five years ago 
this figure was 3.21%. Reserves for 
changes in market value of investments 
were increased by $6,692,675. In con- 
clusion, Mr. Plumley pointed out that 
surplus had been increased by $3,527,- 
822, the largest yearly contribution ever 
made to surplus by the company. In 
the last five years, State Mutual’s sur- 
plus has nearly doubled. 





Business Men’s Assurance 


Has All-Time Record Gains 


J. C. Higdon, president, Business 
Men’s Assurance, in his annual message 
to stockholders and directors, reported a 
year of all-time record gains and also a 
new record of service to policyowners 
and beneficiaries. 

During 1954 a total of 115,614 benefit 
payments were made by BMA. These 
benefit payments amounted to $18,095,- 
336, which brings the total benefits paid 
since organization to $173,863,440. The 
company’s new paid life insurance for 
1954 was an all- a record of $203,397,- 
053, which represents a gain of 9.2% 
over 1953. The increase in life insurance 
in force was $134,121,670, which brings 
the total of life insurance in force to 
$864,048,466. 

In addition the $203,397,653 of new 
paid life insurance does not include $36,- 
118,226 of Federal employes Group in- 
—— which was added during Decem- 
er, 

The company’s accident and_ health 
premium income was $18,085,421, a gain 
of $1,437,957 over 1953. Life insurance 
premium income was $17,783,763, a gain 
of $1,132,492 over 1953. Total income 
reached the new all-time high of $43,- 
100,475 which was an increase of 9.1%. 

Admitted assets are now $132,162,566 
which represents a gain during 1954 of 
$11,591,196, an all-time high increase. 
After the allocation of all reserves and 
dividend payments there still remained 
a sum of $2,364,680 to be added to un- 
assigned surplus. The brings the total 
unassigned surplus for protection to 
policyowners, including $8,000,000 capi- 
tal, to $13,341,492. 

The capital structure was increased 
this year from $4,000,000 to $8,000,000 as 
a result of a 100% stock dividend. 
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Brokerage Supervisor for 


H. D. Josephson Agency 


ARTHUR F. KRAMER 


The Halsey D. Josephson agency, 
production leader of Connecticut Mutual 
Life, announces the appointment of 
Arthur F, Kramer as brokerage super- 
visor. He will share the work of an ex- 
panding brokerage department along 
with Herb Righthand who has headed 
the department during the past three 
years. 

Mr. Kramer’s life insurance experi- 
ence began in 1924 when he became 
associated with Equitable Life Assur- 
ance Society. He spent over 30 years 
with that company until -his recent 
resignation. Starting as a clerk in the 
home office, he was advanced to senior 
medical reviewer. He then devoted his 
time to agency work and became agency 
cashier, office manager and assistant to 
manager, under the late Abraham 
Rosenstein. He later became associated 
with the Leo Eisen agency, devotirig 
his time to new business matters, service 
of business in force, and the recruiting 
and training of new agents. 

Mr. Kramer’s connection with the Jo- 
sephson agency is the first step in an 
expansion program prior to its move to 
new quarters at 555 Fifth Avenue in the 
spring of this year. 





Connecticut General Field 
Organization Appointments 


Three staff appointments in Connecti- 
cut General Life’s field organization 
have been announced by Vice President 
Stuart F. Smith. 

Robert F. Grund, formerly assistant 
manager in the company’s Detroit branch 
office has been named manager of the 
Cincinnati branch office. 

Dale W. Harding, former manager at 
Cincinnati, has been placed in charge 0! 
the company’s district office in Long 
Beach, Calif. 

Joseph S. Cannava, who has been with 
the Detroit branch office since 1951, has 
been named assistant manager of that 
office to succeed Mr. Grund. 

Mr. Grund joined Connecticut General 
in 1944 after extensive experience 1 
business analysis, finance and _ sales 
work. 

Mr. Harding has been with the com- 
pany since 1946, having served as all 
agent and assistant manager of the Los 
Angeles branch office and an_ agency 
assistant in the company’s Hartforl 
home office. 

Mr. Cannava is an agent and staff 
assistant with special duties in the train- 
ing of new men in the Detroit branch 


office staff. He is a member of the na- 
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FINANCIAL STATEMENT 
December 31, 1954 








ASSETS 

TEEN SAIO Wilber et ie Sorh a a {Lent A tay any oe, eee $226,294,240.40 
HEU ARTTED ACS ORES AN a en ode secs cagte cacsececplcncencerctclesseste: | DEMARIO 
PLES) ANY CG) SS I ST ah ar 7 10,540,376.97 
Me hetia gas ARAN ANTE OI ecac secs ovscecntteczeneeravenucteceurnsnedeceeseace- 8,208,593.78 
ERTL er sae oe ee Se Mec OF per Sn Get Rs Ae a ee eee 25,002,431.67 
Pe rte IUD NNT NNN inn accent pmepectgenenrnnecntenmtneses 10,326,679.00 
PN i ick a secscryt tannic Pea PRMD oR ences ST Mee eee CE een 18,628,259.88 
ara RN 0 5s or ca cpausdeiata cedars hoeadoahcagte tone owesnces 280,000.00 
ee re NI ipo et ea SOP Oe Te 2,876,931.17 

I 0 Ae a a catty ncieaianlneednnerammtnasens $526,367,111.82 

LIABILITIES 

Legal Reserve, Life and Annuity Contracts....222.222.2.0020..020.0.02.0eeeeee eens. ee re $445,152,559.00 
Reserve, SU hag neon mecpgenasecbaagnients sapit seeeenesa 3,883,090.00 


Investment and Mortality Contingency Fund............................ BF Se SAR Oe er 10,000,000.00 
Gross Interest and Premiums Paid in Advance..........................2.....22..-.20.0-00000--020000--- 2,004,559.41 
a ts cu ecice xcnaneasladnnid stn devivincwnsdandemnasisuasonssie 3,759,360.72 


Sr rr asa as se Sascha cccen deca tescccmactacnscnccane 816,935.21 
Reserve for Policy Claims in Process of Payment........................2.......22-22.2---220-----0--++ 2,183,669.67 
Commissions Accrued to Agents and All Other Items........2....0.0.20.0200202002. 22222022 eee 1,455,153.31 





Liabilities Other Than Capital and Surplus... ..2.222220.2.0202000..20.000.cseceeceeeeeeees- $469,255,327.32 
Ee LS Se NRE eT ORTON 





en as a mae seteeveg oe steiesSnemduenvhdqnebgemsteanns $526,367,111.82 





Gain in Life Insurance in Force During 1954. $ 291,735,149.00 
Total Life Insurance in Force December 31, 1954 3.917,009,945.00 
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~ Aetna Life Makes Promotions 


Frederick B. Rentschler Elected a Director; John A. Blanch- 
field, Donald E. Hanson, Lawrence M. Cathles, Jr., Assistant 
Vice Presidents; Edward H. Warner, V. P., Mortgage Dept. 


At the annual meeting of Aetna Life 
Affiliated Companies last week, Frederick 
B. Rentschler, chairman of United Air- 
craft Corp., was elected a director of 
each of the companies. 

In Aetna Life, John A. Blanchfield 
and Donald E. Hanson were promoted 
to assistant vice presidents; Edward H. 
Warner to vice president, mortgage 
loan department; and Lawrence M. 
Cathles, Jr., to assistant vice president, 
Group division. Arwood Henderson, G. 
Albert Lawton, Roe A. Maier and Ed- 
win H. Snow were advanced to director 
of agencies, and Timothy W. Goodrich, 
Il, was promoted to assistant secretary. 

New officers appointed included Mrs. 
Arline P. Downs, R.N., who was named 
welfare officer of the Aetna Life, the 
second woman ever to be appointed an 
officer of the company. Others ap- 
pointed in the Aetna Life included: 
Raymond J. McNamara and F. Gilbert 
Swanson, assistant actuary; Gordon N. 
Farquar and David M. Irwin, assistant 
secretary, Group division; and Harold 
E. Ross, assistant manager, mortgage 
loan department. 


Careers of Those Appointed 


John A. Blanchfield, promoted to as- 
sistant vice president, received his law 
degree from Hartford College of Law. 
He has been engaged in claim work 
since joining the company 31 years ago 
and served as assistant superintendent 
and superintendent of the life claim 
division before being appointed assis- 
tant secretary, life claim division, in 
1939. He later was advanced to assistant 
secretary, life department, and three 
years ago was promoted to assistant 
secretary of the Aetna Life. He is a 
former president of the International 
Life Claim Association. 

Donald E. Hanson, advanced to as- 
sistant vice president, is a graduate of 
the University of Wisconsin. He joined 
the Aetna Life in 1926 and was as- 
signed as a Group representative at 
Cleveland, where he rose to associate 
general agent and later became a part- 
ner in the general agency. In 1947, he 
came to the home office as assistant 
superintendent of agencies, being pro- 
moted to superintendent of agencies in 
1948 and to director of agencies two 
years ago. 

Edward H. Warner, promoted to vice 
president, mortgage loan department, 
joined the company in 1922 and has 
spent his entire career in the mortgage 
loan department. In 1940 he was ap- 
pointed assistant manager and six years 
later was advanced to manager, being 
promoted to assistant vice president in 
1949, 

Lawrence M. Cathles, Jr., advanced 
to assistant vice president, Group divi- 
sion? is a graduate of Princeton Univer- 
sity. He joined the company in 1935 
and after managerial experience at sev- 
eral Group field offices came to the 
home office in 1948. The following year 
he was made assistant secretary of the 
Group division and three years ago was 
promoted to secretary. 

Arwood Henderson, promoted to di- 
rector of agencies, entered the insurance 
business after his graduation from Ar- 
kansas College and joined the Aetna 
Life in 1943. After three years as acting 
general agent at Columbia, S. C., he 
came to the home office and was named 
field supervisor in 1947. He was then 
advanced to assistant superintendent of 
agencies and in 1953 became superin- 
tendent of agencies. 

G. Albert Lawton, advanced to di- 
rector of agencies, was educated at Uni- 
versity of Notre Dame. He joined the 


company in 1939 and after field experi- 
ence in Cleveland came; to the home 
office in 1943, being appointed field su- 
pervisor three years later. In 1949, he 
was promoted to assistant superintend- 
ent of agencies and in 1950 went to New 
Haven as general agent, being recalled 
to the home office last October as su- 
perintendent of agencies. 

Roe A. Maier, promoted to director 
of agencies, joined the company in 1923 
as a member of the home office life un- 
derwriting department. He later went 
to the New York general agency as 
brokerage supervisor and for seven 
years was assistant general agent at De- 
troit. In 1949 he was recalled to the 
home office as assistant superintendent 
of agencies and two years ago was ad- 
vanced to superintendent of agencies. 

Edwin H. Snow, advanced to director 
of agencies, was graduated from North- 
western University and joined the Aetna 
Life in 1931. After field experience, he 
came to the home office and _ subse- 
quently was appointed field supervisor. 
He then went to Des Moines as gen- 
eral agent, but in 1950 returned to the 
home office as assistant superintendent 
of agencies, being promoted two years 
ago to superintendent of agencies. 

Timothy W. Goodrich, II, promoted 
to assistant secretary, has been with the 
company since 1930 when he was grad- 
uated from Yale University. After ex- 
perience in the life claim and personnel 
department, he went to the policy loan, 
policy dividend, renewal and addresso- 
graph departments and in 1951 was ap- 
pointed assistant secretary, life depart- 
ment. 

Mrs. Arline P. Downs, appointed 
welfare officer, was graduated from the 
Hartford Hospital School of Nursing 
and was a head nurse there before join- 
ing the Aetna Life in 1946 as visiting 
nurse. 


Hemberger Heads Colonial 
Branch at Atlantic City 


Lawrence Hemberger has been ap- 
pointed manager of the Atlantic City, 
N. J., branch office of Colonial Life. Mr. 
Hemberger was graduated from Atlantic 
City High School where he was a mem- 
ber of the basketball and football squads. 

He became associated with Colonial 
Life as an agent in 1939. During World 
War II he served with the Coast Ar- 
tillery as a technical sergeant and saw 
active service in the South Pacific. 
He rejoined Colonal Life in November, 
1945 and later was promoted to field 
manager. 

Mr. Hemberger qualified for Colonial 
Life’s top sales club in 1947 and 1948. 
He became manager of the New Bruns- 
wick, N. J., branch in 1950 and served 
in that post until his appointment to the 
Atlantic City office as manager. 


Jefferson Standard Life 
Sets Production Records 


New life insurance sales in 1954 of 
$165,985,224 established a new company 
record. for Jefferson Standard Life, ac- 
cording to Howard Holderness, presi- 
dent. Insurance in force increased by 
$89 million to $1,324,440,513 at year-end. 

Payments to policyholders and bene- 
ficiaries during the year amounted to 
$17,278,425, bringing total payments since 
organization to $259,495,937. 

Jefferson Standard earned a net in- 
terest rate on its assets of 4.41% as 
compared with 4.34% in 1953. Payment 
of 4% interest on dividends accumulated 
and policy proceeds left with the com- 
pany at interest will be continued in 
1955. 





ALAN R. WILLSON 


Following the 109th annual meeting of 


State Mutual Life of Worcester, the 
directors announced five title changes 
with re-alignment of home office execu- 


tive responsibilities and the elevation of 
three men to officer status. 

Alan R. Willson, secretary of the 
group division for the past three years, 
was elected a second vice president and 
will continue to be in charge of the 
over-all management of the group divi- 
sion. A graduate of Cornell University, 
he joined State Mutual in 1946 after 
overseas Navy service. He had previ- 
ously been with the Travelers Insurance 
Company. 

Robert A. Miller, who joined the 
company last year as director of field 
office administration, has been advanced 
to associate controller. A graduate of 
Colgate University and a Certified Pub- 
lic Accountant, he has had more than 
20 years’ experience in business manage- 
ment, control, budget and audit work. 

Abbott P. Allen was advanced to an 
assistant secretary of the group division 
from manager of the group term and 
casualty underwriting department. An 





ROBERT A. MILLER 


overseas Army veteran, he first joined 
State Mutual 17 years ago. 

Everett R. Walker, who was elected 
an assistant secretary in 1953, has been 
placed in charge of the field office ad- 
ministration branch. He is a graduate 
of Brown University and while com- 
pany purchasing agent between 1942 
and 1952 served a term as president of 
the New England Insurance Buyers 
Association. 

Melvin E. Wilson, a graduate of 
Manhattan College, becomes _ senior 
planning analyst. He joined State Mu- 
tual in 1946 following Army Air Corps 
service. 

Harold E. Ahlquist, Jr. Vincent A. 
Piucci and Harrison G. Taylor, Jr. were 
elected company officers. Mr. Ahlquist, 
a former Army Air Force pilot, is 
manager of the insurance records de- 
partment. Mr. Piucci, a graduate of 
Northwestern University, is manager of 
the costs and budgets department and 
Mr. Taylor, who graduated from Am- 
herst College and received an M.B.A. 
degree from Boston University, is assis- 
tant manager of the securities depart- 
ment. 





FAA Goimmaitene Chairmen 


R. R. Davenport, president of the Life 
Insurance Agency Management Associa- 
tion and vice president and agency di- 
rector with Southwestern Life, has an- 
nounced appointment of LIAMA com- 
mittee chairmen for the coming year. 
Committee members are being selected 
and will be announced soon. 

Chairmen are: Agency Costs, Wallis 
Boileau, Jr., second vice president, Penn 
Mutual Life; Annual Meeting, William 
B. Stannard, vice president in charge of 
agencies, Occidental of California; As- 
sociate Member Companies, Arthur F. 
Williams, vice president and superin- 
tendent of agencies, Crown Life; Audit, 
John W. Sayler, vice president in charge 
of sales, Business Men’s Assurance; 
Canadian Companies, H. E. Lumsden, 
asistant general manager, Northern of 
Canada; Compensation, Robert A. Par- 
ish, agency secretary, Connecticut Gen- 
eral; Cooperation With Other Organi- 
zations, Frank F. Weidenborner, agency 
vice president, Guardian; Education and 
Training, Harold W. Gardiner, director 
of education and field training, North- 
western Mutual; Membership, Frank L. 
Whitbeck, Jr., vice president and di- 
rector of agencies, Union Life of Arkan- 
sas; Public Relations, Charles F. Robin- 
son, vice president and manager of 
agencies, Columbian National; Quality 
Business, Sherman M. Southard, gen- 
eral manager, agencies service depart- 
ment, Prudential of America; Relations 
With Universities, A. Rogers Maynard, 


second vice president, Metropolitan; Re- 
search Advisory Executive, W. R. Jen- 
kins, first vice president, Northwestern 
National; Research Advisory Technical, 
Brent N. Baxter, director of agencies 
research, Prudential of America. 

Four of the LIAMA committees elect 
their chairmen at the spring conference. 
Serving until spring, 1955, are these 
chairmen elected last year; Accident and 
Health, Harry J. Shaffer, agency vice 
president, Acacia Mutual; Agency Man- 
agement Conference, Kenneth D. Ha- 
mer, vice president and agency director, 
Pan-American Life; Agency Officers 
Round Table, James H. Cowles, vice 
president and manager of agencies, 
Provident Mutual; Combination Compa- 
nies, David F. S. Johnson, vice president 
and manager of agencies, Interstate. 

Joint committees will be headed by: 
Advisory Council on Life Underwriter 
Education and Training, Homer 
Chaney, second vice president and di- 
rector of agencies, New England Mu- 
tual; Agency Management Training 
Advisory, Karl Ljung, vice president in 
charge of agency operations, Jefferson 
Standard; Life Underwriter Training 
Council, Edmund L. G. Zalinski, vice 
president in charge of sales develop- 
ment, New York Life. 

Committees of the board of directors 
have the following chairmen: Finance, 
John W. Sayler, vice president in charge 
of sales, Business Men’s Assurance; 
Ways and Means, Robert H. Denny, 
vice president, State Mutual Life Assur 
ance. 
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A New England Mutual General Agent answers some questions about 


what makes a life 


insurance policy liberal 





Archie B. Carroll, CLU, is a leader and a builder. 
Seven years ago when he took over as General Agent 
for New England Mutual in Charlotte, North Carolina, 
his agency ranked 62nd out of 71. Today, it’s in 18th 
place out of the company’s larger total of 83 general 
agencies. In seven years he’s tripled his manpower. 
In 1949, he won the coveted President’s Trophy. 











We hear a lot about the liberality of the New England 
Mutual contract. What’s behind it? 


““Here’s a specific example. We analyzed the contracts 
of 23 major companies and totaled up 32 provisions. 
Twenty-seven of these provisions are on the most 
liberal basis in our contract. That’s 8 more than the 
next highest total and about twice as many as in the 
average contract.” 


Some provisions are a lot more important than others, 
aren’t they? 

“Yes. But how do you know just what provisions will 
be the most helpful to a policyholder? Will he need 
money and turn to the resources accumulated from 
our liberal cash values? Will he have to lapse and later, 
if insurable, take advantage of the opportunity we 
give to reinstate within 7 years? Or will a change in 
his situation mean that he will want to change to 
a higher premium form? If he does this with us, he 
simply pays the difference in reserves instead of the 
difference in premiums plus interest. 

*““No one or two provisions can tell the story. It takes 
a broadly flexible and balanced contract to provide 
true liberality for all policyholders.” 


Where do you stand on cost? 
“You can talk all around this subject, as you know, 
but let me give you a simple illustration which will 
show you we're in line, and favorably so. Take 


$10,000 of Ordinary Life at age 35... .” 





TOTALS FOR 20 YEARS 





Cash Value after 20 Years 





Excess of Total 


Gross ao : — Total Cash Value 
Premiums us Termina Annua Cask Value p 
Dividend Dividends over Premiums 
$5,114.00 $3,724.40 $1,840.00 $5,564.40 $450.40 








Annual Dividends and Terminal Dividends illustrated above are computed on the 1955 





dividend scale and are neither estimates nor guarantees for the future. 





MUTUAL 


Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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Anderson President 
‘North American Life 


BRYDEN V.P., GENERAL MANAGER 





Norman Robertson Becomes Chairman 
of Toronto Company; Ryrie Asst. 
General Manager 





Toronto—William M. Anderson, C.B.E., 
F.S.A., has elected president of 
North American Life Go. 
succeeding Norman S. Robertson, Q.C., 


been 
Assurance 


who continues as chairman. John T. 
3ryden becomes vice president and gen- 
eral manager and George Ryrie, vice 


president and assistant general manager 


Mr. Anderson has been associated 





Shelburne 
BRYDEN 


JOHN T. 


with the company since 1924 and became 
its general manager in 1945 and a di- 
1946. In 


president and managing director of the 


rector in 1950 he became vice 
company. He is also a vice president of 
the Society of Actuaries and chairman 
of the executive committee of the Cana- 
dian Welfare Council. He is also a past 
Life Insur- 
the Life 
In 1945 
the 


president of the Canadian 
ance Officers 
Insurance Institute of Canada. 
he was acting director general of 


National Housing Administration. 


Association and 


Mr. Bryden joined the company in 
1929 and held successively important 
managerial positions until appointed 


general manager in~ 1950. He is chair- 
man of the Institutional Advertising 
Committee of Canadian Life 
Officers chairman of 
the Executive the 
Chamber of Commerce and past presi- 
dent of Citizen’s Institute of 
Canada. He is also an immediate past 
president of Dominion Mortgage and In- 


Insurance 
Association, vice 
Council of Canadian 


Research 


vestments Association. 

George Ryrie joined the company in 
1924 and became assistant general mana- 
ger and chief actuary in 195]. 
director of the Kiwanis Club and _ past 
president of Canadian Association of 
Actuaries. Norman S. Robertson, Q.C., 
whose firm is Robertson, Lane, Perrett, 
Frankish and Estey has been associated 


He is a 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











WILLIAM M. ANDERSON 


with the company since 1928 carrying on 
the legal work and became solicitor for 
the company in 1935. He was elected di- 
rector in 1941 and became company 
president in 1940, 





Mutual Trust Progress 


At the recent meeting of the Mutual 
Trust board of directors, President Ray- 
mond Olson announced that the com- 
pany had made _ substantial progress 
during 1954. Insurance in force increased 
to $489,270,000. Assets increased to $156,- 
433,000. Surplus was increased to $13,- 
523,000. 

At the policyholders’ annual meeting, 
Ned H. McCormack of Chicago was 
elected to membership on the board of 
directors to fill the vacancy created by 
the death of A. B. Slattengren. 

The following official changes were 
made: T. Hallberg was named assistant 
vice president and manager accounting 
division; Charles H. Kiefer and J. Evans 
Whiting were named managers of agen- 
cies; Joseph R. Goggin was named assist- 
ant treasurer and C. H. Davison was 
named assistant secretary. 

During 1954 the companv developed a 
new career contract for full time agents, 
new mortgage and juvenile policy con- 
tracts, and brought out a completely new 
streamlined sales portfolio for the field 
force. : 

Additional agencies were added dur- 
ing the year in the states of California, 
Mlinois, New Jersey and New York. 
Continued agency expansion and devel- 
opment will be the keynote for 1955. 
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is the catalogue 
of more than 200 field- 
tested sales aids created to 
assist the field underwriter 
secure and maintain quality 
business and build personal 
and Company prestige. De- 
veloped in 1940, the Guide 
is revised annually. It clas- 
sifies, lists and describes 
each item, and provides a 
cross-index to facilitate the 
selection of the appropriate 
sales aid to be used in each 


situation. 


KEYED FOR 
CAREER LIFE 
UNDERWRITERS 


| 
EQUITABLE LIFE 


INSURANCE COMPANY OF IOWA 





Founded in 1867 in Des Moines 








LIFE 


IS GOOD WITH 


BERGEN-EIBER 


MUTUAL TRUST LIFE 


MAin 4-5444-5-6-7-8-9 














Atlantic Life Makes Sharp 
Manager at Richmond 





HORACE F. SHARP 


Horace F. Sharp, formerly manager 
for Virginia, Atlantic Life, has been ap- 
pointed manager of the company’s Rich- 
mond branch office, Ordinary division. 


James E. Hubbard will be assistant 
manager. President Robert V. Hatcher 
announced . simultaneously that _ the 


Richmond agency will move to its new 
offices at 306 E. Main Street. The prop- 
erty was acquired by Atlantic last year 
and the entire inside of the building has 
been rebuilt to meet the anticipated 
needs of the Richmond office. 

Mr. Sharp began with Atlantic Life in 
1909 as a home office employe; was ele- 
vated to assistant secretary of the com- 
pany but left in 1920 to become execu- 
tive assistant to the late Angus 0. 
Swink, then head of Atlantic’s Virginia 
agency. In 1929 Mr. Sharp was elected 
president of Atlantic Agency, Inc., and 
was named manager for Virginia by the 
company in 1942. He is a past president 
of both Life Agency Managers Associa- 
tion of Richmond and Virginia Assoctia- 
tion of Life Underwriters; also is on At- 
lantic Life’s board of directors. 

A former Air Force fighter pilot, Mr. 
Hubbard was an agent for Massachu- 
setts Mutual from 1948 until July, 1953, 
when he embarked on a management 
training program with his company. Te 
was supervisor in Richmond until his 
appointment with Atlantic, Mr. Hub- 
bard was graduated from University ©! 
Richmond in 1946 and later studied law 
at University of Virginia. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
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Made Peoria General Agent 
For Washington National 


G. A. ARNOLD 


Washington National Insurance Co. of 
Evanston, Ill., has appointed G. A. 
Arnold, general agent in downstate IlIli- 
nois with offices at 300 Central National 
Bank Building, Peoria, Ill., it was an- 
nounced by P. W. Watt, company presi- 
dent. 

Mr. Arnold entered the insurance 
business as an agent. In 1942 he was 
appointed general agent in Chillicothe, 
Ill, for Wisconsin National. For the 
past two and a half years he has been 
associated with Franklin Life as general 
agent and regional director in Peoria. 
He has been a member of the Chillicothe 
Park Board for the past nine years, 


member of the Chamber of Commerce, 
Local Life & Accident & Health Asso- 
ciation and past president of the Acci- 
dent & Health Association and Chamber 
of Commerce. He is an active member 
and president of the board of trustees 
of = First Methodist Church, Chilli- 
cothe, 





Spring Conferences of 


LIAMA To Be Held Jointly 


In a move to consolidate its meetings 
and cut down on executive travel time, 
LIAMA announced that two of its spring 
conferences will be held jointly, with 
total session time reduced by a day over 
last year, 

Meetings of the agency management 

conference (formerly known as_ small 
companies) and the accident and health 
committee are scheduled from March 
lf through 17 at Chicago’s Edgewater 
Beach Hotel. The agency management 
conference opens with a general session 
o March 14, and continues for two 
and one-half days. Included in the pro- 
gram are workshop sessions similar to 
those which proved so popular last year. 
he traditional fellowship dinner is 
scheduled for March 14. 
_ To shorten total session time over 
‘ast year, the accident and health meet- 
ing will open Tuesday afternoon, thus 
werlapping with the agency management 
conference. An A. &H. general session 
to be followed by workshops and a 
‘orum discussion on Wednesday. The 
meeting concludes with a morning ses- 
sion Thursday. 

Chairman of the agency management 
conference is Kenneth D. Hamer of 
an-American Life. 


Accident and Health chairman is 


ary J. Shaffer, recently appointed vice 
President of Acacia Life. 

Speakers, their topics and other pro- 
sram details will be announced at an 
tarly date. 








Massachusetts Mutual Sets 
January Production Record 
Just a year to the month after setting 

a new mark, Massachusetts Mutual Life 

again broke its all-time monthly record 

for the production of Ordinary life in- 


surance with new sales of $64,474,745 in 
the month of January. This new record 
surpassed by 47.9% the previous monthly 
high of $43,643,608 established in Janu- 
ary, 1954. 

The Newark Agency, headed by Des- 


mond J. Lizotte, delivered over $5,904,- 
000 to set a new monthly high for an 
Twenty-one 


agency of the company. 


Massachusetts Mutual agencies reported 
over $1 million of new business, nearly 


double the former record which was 
made in March, 1954. In addition to 
Newark, four other agencies had deliver- 
ies of over $2 million for the month. 
They were Yates-Woods Agency, Los 
Angeles; Jordan Agency, Chicago; Si- 
mon Agency, New York and Rosborough 
Agency, Jacksonville. 














Katzen Leads Mutual Trust 
Mutual Trust 
nounces that Howard M. Katzen of the 


Life of Chicago an- 


Brooklyn, ‘has 
qualified for membership in the 1955 
Million Dollar Round Table. Mr. Kat- 


zen was the company’s leading producer 


Bergen-Eiber Agency, 


for 1954 and was vice president of the 
President Club for the same period. 
the second time Mr. Katzen 
was the company leader and a qualifier 
for the Million Dollar Round Table. 


This is 

















There was marked progress in all phases of the Company’s operations 
during 1954. New business (which included the Company’s share of the 
United States federal employees’ group plan) was up 26%. 
of interest earned on all investments was 3.93%—an increase over the 
The Company now administers 2,500 group welfare plans 
Accident and Health premium income 


previous year. 
covering 300,000 employees. 


Expanded services now 
cover 710,000 policyholders 


in Canada and United States 


increased 24%. 


The following comparative figures illustrate the Company’s growth 


during the past year: 


1954 1953 
Insurance and Annuities in Force 
$2,685,000,000 $2,370,000,000 
New Insurance and Annuities 
393,000,000 313,000,000 
Assets 
513,900,000 477,000,000 
Liabilities 
485,000,000 452,000,000 
Capital, Contingency Reserve, and Surplus 

27,900,000 25,100,000 

Paid or Credited to Policyholders and 
Beneficiaries 

77,000,000 68,800,000 
Accident & Health Premium Income 

14,700,000 11,800,000 
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Converting Sterling 
-Into Canadian Dollars 


EXPLAINED BY SUN LIFE 





Reduction Made in Its Book Rate of 
Exchange for Sterling Group 
of Currencies 





Because his company does a_ world- 
wide business comments made _ by 
George W. Bourke, president of Sun 
Life of Canada, relative to how it han- 
dles the currency situation—the con- 
verting into Canadian dollars of other 
currencies is of more than passing in- 
terest. Mr. Bourke made this statement 
on the subject in his annual report of 
1954 business. He said in part: 

“This is an appropriate place to re- 
port to you on certain important 
changes in our statement. The life in- 
surance companies have cooperated with 
officials of the Canadian Insurance De- 
partment in developing a revised form 
of annual statement which is now in 
effect. Appropriate reference will be 
made in the course of my remarks 
where these changes significantly af- 
fect our figures. 


Book Rate Changes 


“In addition, changes are being made 
in the rates of exchange at which 
Sterling and related currencies are con- 
verted to Canadian dollars. For our an- 
nual statement, which is prepared in 
Canadian dollars, and for bookkeeping 
purposes, transactions outside of Can- 
ada are converted into Canadian dollars 
at book rates of exchange which are 
fixed at the end of successive years. 
Changes in these book rates are made 
only after significant changes have taken 
place in currency rates, and only when 
they appear to be of a permanent na- 
ture. When Sterling area currencies 
were devalued in 1949, our book rate 
of exchange for the £1 was changed to 
$4, with corresponding changes in the 
exchange rates for related currencies. 

“At that date, and at intervals there- 
after, the possibility of Sterling becom- 
ing convertible has been a matter of 
discussion between governments and in 
the business world. Since, in a period of 
five years, this goal has not been at- 
tained, it has now been deemed advis- 
able to reduce by approximately 10% 
our book rates of exchange for the 
Sterling group of currencies. Carrying 
Sterling and related currencies at book 
rates of exchange higher than the cur- 
rent market rates has been a conserva- 
tive practice in the over-all company 
statement. We plan to make a further 
reduction in this rate at the end of 
1955, unless there is any change in ex- 
change rates substantial enough to re- 
quire reconsideration of this decision.” 





Prudential District Awards 

The Whittier, California district of 
The Prudential was named the top dis- 
trict in all-round accomplishment during 
1954. In recognition of its achievement 
it will be awarded the President’s 
Trophy, Prudential’s highest award for 
field performance. 

Given annually by Carrol M. Shanks, 
Prudential’s president, the trophy goes 
to the district which leads all others in 
total points scored in production, per- 
sistency, and conservation. 

William R. Wilson, CLU, who has 
headed the district since 1953, led the 
West Coast organization in its prize- 
winning year. To earn the trophy it out- 
pointed more than 450 districts in the 
United States and Canada. 

Closest contenders for the trophy re- 
ceived a President’s Citation—47 of 
which will be awarded this year. The 
Oshkosh, Wisconsin district under the 
managership of Norbert C. Landgraf, 
headed the citation winners. It was fol- 
lowed by Aurora, Illinois, under Wilbur 
Lamond. 

Also awarded was a_ President’s 
Trophy for pioneer districts. It was won 
by Yakima, Washington, under Manager 
Ruben L. Nelson. Boise, Idaho, under 
Arthur L. Freeman was runner up in 
this class and will be awarded a citation. 


Bishop Named by Am. Gen’! 

Wayne S. Bishop has been appointed 
director of sales promotion for Ameri- 
can General Life of Houston, according 


to announcement by Ford Munnerlyn, 
vice president and agency director. 
Formerly associated with the Pacific 
Mutual he has had experience as agent, 
advertising manager, sales promotion 
and agency managemenf. He is a gradu- 
ate of University of Iowa where he 
majored in journalism and advertising. 


PROMOTE LESLIE L. HARMS 

Leslie L. Harms, staff manager for 
The Prudential in the Pomona, Calif., 
district agency, has been promoted to 
manager of the company’s Bakersfield, 
Calif., district agency. 

Mr. Harms who succeeds Roscoe K. 
Ferrel as manager, joined The Pruden- 
tial staff in 1947. He was the first dis- 
trict agent appointed in the Bakersfield 
office which was established at that 
time under the management of J. Don- 
ald Geiger. 





Theoe Keys 


TO MORE A & H SALES 





selling easier 


Income Replacement Plans with 
following features: 


Lifetime Accident and 
Sickness benefits from 
first day. 


Accidental Death and 
Dismemberment benefits, 


Hospital, nurse's care, 
and ambulance expenses. 


Sales folders that eliminate 
use of a rate book. 


Folders have application, 
rates, benefits, sales 
proposal in one brochure. 


HIGH FIRST YEAR & 
RENEWAL COMMISSIONS. 





A full program with accident and 
health, hospital expense, and pay- 
check plans to go with a complete 
portfolio of Life insurance. 


“Providing sound coverage at reasonable 


1 
Dit, 





cost through competent representatives” 
470) NATIONAL LIFE 





Insurance Company ‘hh 





Interested? We'll be glad to send you the sales material. See for yourself. 


Do the keys fit your agency plans. 





Name 


: Please send me your A & H sales material. No 
obligation of course. 





Address. 





City 


State 








General Agencies open in Ohio, Va., 
W. Va., Mich., Kentucky. 





President Furey Reports 


Record Berkshire Business 
Berkshire Life at the end of 1954 at. 
tained an all-time high of life insurance 
in force amounting to $470,629,972, an 
increase of $22,601,173 during the year 
New life insurance sales for 1954 totaled 
$46,573,003. The 103rd annual report to 
policyholders was presented by President 
W. Rankin Furey at the annual meet. 
ing, February 8, over which Harrison I, 
Amber, chairman of the board, pre. 
sided. 

According to the report, Berkshire 
policyholders and beneficiaries received 
a total of $8,809,544. Of that amount 
$1,333,657 was for payment of annual 
dividends, $3,640,716 went to beneficiaries 
in the settlement of death claims, living 
policyholders received $2,452,879 (excly- 
sive of dividends), and annuity -contract 
payments amounted to $1,382,292. 

Assets increased during the year by 
$8,040,620 to a new record high of $155- 
602,209. Surplus and contingency funds 
were increased from $6,836,561 to $7,484- 
980—a gain of $648,419. Premium income 
amounted to $14,575,996. Investment in- 
come $5,401,738. 

President Furey announced the pro- 
motion of M. G. Roy Wallace to the 
post of assistant actuary. Mr. Wallace. 
a native of Canada, is a 1938 graduate 
of University of Western Ontario. He 
served in the Canadian Army during 
World War II and came to the Berk- 
shire Life in 1948 from Equitable Life 
of Canada. In 1952 he was elected as- 
sistant secretary to organize and _ head 
the new department in the company 
known as the Policyowners’ Service De- 
partment in which capacities he_ has 
served until recently. Mr. Wallace is a 
Fellow of the Society of Actuaries. 





Mutual Benefit Mortgage 
And Realty Investments 


Mortgage and real estate investments 
of Mutual Benefit Life of Newark, N. J, 
reached a total of $580,000,000 in 1954 it 
was announced by W. Paul Stillman, 
chairman of the board. This total, the 
highest in the company’s 109-year his- 
tory, was the result of the company’s 
continued expansion of its mortgage an( 
real estate portfolio. It was accompanie( 
by a favorable interest collection recor 
and higher interest rates. 

Including 1954 mortgage and real es- 
tate investments of $110,000,000, total 
investments of this type of security 
represent slightly more than one-third 
of the company’s assets. 

According to Mr. Stillman, expansion 
of Mutual Benefit’s mortgage and real 
estate investment program was de- 


Signed to meet the increasing demands 


for financing the nation’s business and 
industrial growth. Because of its highly 
favorable experience, he said the com- 
pany will continue to increase the pro- 
portion of its assets in this type invest- 
ment. Mutual Benefit has expanded its 
city mortgage and real estate activities 
to 145 major cities in 41 states, includ- 
ing the District of Columbia. Its farm 
investment activities have been ex 
panded in 26 agricultural states. 

Of the total amount of money 1 
vested, loans on residential properties 
account for $310,000,000, of which ap- 
proximately $220,000,000 are insured by 
the Federal Housing Authority or guar 
anteed in part by the Veterans Admin: 
istration. . 

Loans on business, commercial and 1- 
dustrial properties total $110,000,000; ree! 
estate purchased for investments @& 
count for $45,000,000 and the balance 
of approximately $115,000,000 represen 
farm loans. ca 

Milford A. Vieser is financial vice 
president of the company. Paul A, Ne 
len is vice president in charge of “tt 
real estate mortgages and investment 
and Ira S. Hoddinott is vice preside” 
in charge of farm mortgage investments 
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The 1955 consumer advertising pro- 
gram of the Security Mutual Life of 
Binghamton, N. Y., is a most unusual 
one: an original painting broken up into 
eight sections, each of which have been 
or will be printed in the New York 
Times Sunday Magazine. The first ap- 
peared on January 23, followed by one 
published on February 13 (St. Valen- 
tine’s). Others will appear February 27, 
March 13, March 27, April 10 (Easter); 
May 8 (Mother’s Day), June 19 
(Father’s Day). The painting is by 
David Stone Martin. This is the fourth 
year of Security Mutual advertising in 
consumer media. 

Len Watson, sales promotion manager 
of the company, said to The Eastern 
Underwriter: “Believing that it is only 
in amount of space and numbers and 
kind of media that a giant advertiser 
has the advantage over a small adver- 
tiser we are trying to make the most of 
what we put into the space we buy. 
3ecause of this theory, we_ sacrifice 
additional space in favor of the best art 
and copy we can buy.” 

Commenting on the art work Mr. 
Watson said: “More than 3,600 letters 
from readers last year proved that the 
public actually prefers finer art in ad- 
vertising. Another innovation was the 
elimination of display headlines and the 
conventional display signature or logo- 
type.” 

As theme for the 1955 painting for 
Security Mutual Mr. Watson wanted 
people shown as they might be any- 
where; people of all ages and interests; 
people as they actually are. He vis- 
ualized sections of the painting—a scene 
in the waiting room of railroad station— 
being reproduced, a section at a time. 
Each section would be the subject of a 
black and white advertisement with a 





brief message by, about and for down- 
to-earth people. Then a final advertise- 
ment in full color would show the entire 
painting. That is the program as it is 
being carried out. During the time the 


painting was conceived and executed 
technical skill was injected by Lenny 
Karsakov, art director of the Bresnick 
Co., Boston advertising agency which 
has the account of Security Mutual. 
Both Watson and Karsakov spent con- 
siderable time with artist Martin in ‘his 
studio, checking details and watching the 
drawing develop. 

The drawing of one of the sectional 
ads is reproduced here with. Text of 
this ad reads: “In each of his children 
—whether first born or part of a grow- 
ing family—every father has another be- 
ginning of his own. And so you marvel 
—as you watch the slow unfolding and 
wonder of growth, the unmistakable 
signs of personality, the early hints of 
an individual will. Because we under- 
stand both the happiness and awe of 
your responsibility—we can help you in 
planning the future of yourself and your 
family. Security Mutual Life Insurance 
Co., Binghamton, N. Y.” 





Bankers National Life 
Introduces New Policy 


Bankers National Life, Montclair, 
N. J., announces the introduction of a 
new policy, The Champion, with a mini- 
mum issue of $25,000. Designed for 
competitive purposes, The Champion, life 
paid-up at age 85, will be issued from 
ages 15 to 65, inclusive, both standard 
and sub-standard. Premium per $1,000 
at age 25 is $16.95; and at age 35, $22.97 
and the policy shows a return over cost 
after twenty years (premiums less divi- 
dends less cash value) of $1.20 per 
$1,000 at age 25; and 38 cents per 
$1,000 at age 35 

Dividends on the policy are payable 
at the end of the first year, depending 
on the payment of the second year’s 
premium, and dividends may be accumu- 
lated and premiums paid in advance at 
3%. Waiver of premium, monthly in- 
come disability and accidental death 
benefits may be added. 

Easy to use illustrations, including 
rates, cash values and dividends, have 
been introduced to the agency force 
for use in offering The Champion policy. 

The company reports the response to 
the introduction of The Champion policy 
has been overwhelming and ‘has contrib- 
uted heavily in making the month of 
January the biggest month the company 


has ever experienced. 


New Prudential 2nd V.P. 


% 


THOMAS ALLSOPPFP, II 


Thomas Allsopp, IJ, who has been 
elected second vice president of The 
Prudential, is a native of Newark. At 
Princeton University he was a cum laude 
graduate in political science, getting an 
A.B. degree and also winning a scholar- 
ship to study in Germany in 1938. Since 
joining Prudential his work has included 
duties in methods and research, and per- 
sonnel administration. 

In 1948 he was made general manager 
of the Ordinary policy department. 
When Prudential established its Cana- 
dian head office in 1950 he went to Tor- 
onto as director of administration. From 
Toronto he was transferred to Jackson- 
ville where he has been executive gen- 
eral manager of the South Central home 
office. 

In World War II Mr. Allsopp was an 
infantry captain in Europe. Mr. and 
Mrs. Allsopp have two children. 





Honored by Shenandoah 


John M. McDougall who sold over a 
million dollars worth of life insurance in 
1954 has been proclaimed “Field Un- 
a aaa of the Year” by Shenandoah 
uife. 

Mr. McDougall represents Shenan- 
doah Life in its Hickory, N. C., branch 
office which is managed by W. D. Mer- 
ritt, Sr. The honor was announced by 
G. Frank Clement, CLU, Shenandoah 
vice president in charge of agencies, who 
commended McDougall for his high level 
of production, quality business and ex- 
cellent service record to policyholders. 

A native of Wilmington, N. C., Mr. 
McDougall has been with Shenandoah 
Life since December, 1952. He is a 
member of the President’s Club, the 
highest ranking honor club of the com- 
pany. 
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Best in the Pension Trust Field 
...,Here’s Why: 


1. Guaranteed issues — no rejections to a specified amount. 


2. Same rate for females as for males on life insurance. 
3. Disability Waiver of Premium included without specific extra 


4. Combination Plan — No loading charge upon conversion. 
5. Conversion made at retirement age, not one year before. 


6. Deposit administration wit] guaranteed 22% interest rate 
for life of plan (presently paying 3%). 


7. Pensions of $20.00 or $30.00 per month may be provided by 
each $1,000 of Insurance, materially reducing cost of p!an. 


Regular Ordinary Life first year and renewal commissions 
(vested) in combination plans. 


9. Our Pension Department is equipped to advise with you and 
assist you in the preparation of the proposal and the annual 
computations and forms required by Internal Revenue. 


THE JAMES G. RANNI ORGANIZATION 
Oldest Manhattan Life Agency ...28 Years of Know-How 


521 Fifth Avenue, New York 17,N.Y. - Murray Hill 7-8750 


CHARLIE McKEONE... BILL RANNI... BOB RANNI 
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Prudential’s Philadelphia 
Agency Leads in Sales 





RALPH H. RICE, JR. 


The Prudential’s Philadelphia agency 
headed by Ralph H. Rice, Jr., CLU, sold 
$21,062,000 of paid-for Ordinary new 
business in 1954 to take top sales hoonrs 
among all Prudential agencies for the 
second straight year. 

Runner-up in Ordinary sales was the 
Kansas City agency of Glen S. Baker 
with $20,877,000 of new business for the 
12-month period. It was followed by the 
Newark agency, managed by Osborne 
Bethea, whose Ordinary volume reached 
$18,493,000. 

The Downtown (New York) agency, 
co-managed by Gerald A. Eubank and 
Hiram G. Henderson, retained its peren- 
nial leadership in the Group field with 
a Group life volume of $78,994,000. Its 
annual premium income on new Group 
accident and health policies approxi- 
mated $1,500,000. 





Home Office Underwriters 


Committee Chairmen Named 
James D. Renn, president of Institute 
of Home Office Underwriters, has an- 
nounced the following committee chair- 
men appointments for 1955. 

Reading and reference: Charlotte L. 
Childress, Liberty National; procedures 
and cost: William H. Bush, State Farm 
Life; education and examination: Ward 
H. Beall, North American Life & Casu- 
alty; underwriting forms: Raymond A. 
Burke, North American Reassurance; 
membership: J. H. B. Peay, Jr., Life 
Insurance Co. of Virginia; hotel ar- 
rangements: Ray E. Button, Republic 
National. 

The Institute’s 1955 conference will be 
held October 26-28 in Louisville. 





General Finance Note 


The General Finance Co. thas placed 
with institutional lenders $5,000,000 of 
4%% subordinate notes due 1969. Of 
the total, $4,000,000 was placed with Mu- 
tual Life of New York and $1,000,000 
with Mutual Benefit Life. Proceeds will 
be used for refunding and for additions 
to working capital. The financing was 
‘ranged through Paine, Webber, Jack- 
son & Curtis and Salomon Bros. & 
Hutzler, 

General Finance, in business for more 
than 20 years, is primarily a sales fi- 
nance organization specializing in the 
discounting of retail installment con- 
tracts on automobiles. The company has 
its headquarters in Chicago and oper- 
ates offices in major cities thrroughout 
Illinois, Florida, Georgia, Indiana, 
Michigan, Missouri, New York, Ohio, 
exas, Virginia and Wisconsin. 





Crown Life New Business 


Exceeded $197 Million 


Crown Life of Toronto set new rec- 
ords both in amount of new insurance 
and increase in force for 1954 its. busi- 
ness reaching Ordinary $161,615,108, 
Group $29,514,687 for a total of $191,- 
129,795, not including annuity business 
of $6,162,144, it was reported to the an- 
nual meeting by H. R. Stephenson, presi- 
dent. Total in force amounted to $1,261,- 
015,857. Total assets were $199,145,275. 

The Group Accident and Health De- 


partment, which was established three 
and a half years ago, has in force busi- 
ness with annual premiums of $1,600,000. 

Average gross interest rate has risen 
to 4.50% with gross rate on Canadian 
dollar assets at 4.89% and United States 
dollar assets rate at 3.94%. 

With regard to the company’s new 
home office building, Mr. Stephenson 
said that it has been constructed at a 
cost considerably less than the original 
estimate and all available space has been 
rented. 


Conn. Mutual Jan. Record 

January was the best sales month in 
the history of Connecticut Mutual Life, 
with paid volume of new life insurance 
totaling $37,683,509, the company re- 
ported. The total is more than $5 million 
over the previous record, set last March, 
and nearlv 23% over the $30,723,244 re- 
corded in January, 1954. 

Sixty-four of the company’s 80 gen- 
eral agencies recorded plus months, with 
nine scoring gains of more than 100% 
for the month. Highest percentage in 
crease was chalked up by the Frank H. 
Wenner agencv. Utica, with a 229% rise. 

















HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


FOR THE 


NEW YEAR... 





explained in... 


A completely new array of Occidental’s 
effective sales promotion pieces. 


All of which promises new, higher A& S 
commission earnings for Occidental 


salesmen in 1955! 


THE FASTERN Ses . 


“A Star in the West...’ * 







A COMPLETELY NEW LINE of Occidental 
Accident and Sickness policies, simply 


A completely new and improved A&S 
rate book, and made easy to sell by... 












*‘WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO!’ 
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Elect Herbert R. Hill 
New President of LUTC 


FRANK B. MAHER BECOMES V.P. 





Hill Richmond Manager, Life Insurance 
Co. of Virginia; Maher Vice Presi- 
dent of John Hancock 





Herbert R. Hill, CLU, Richmond man- 
ager of Life Insurance Company of 
Virginia, was elected president of the 
Life Underwriter Training Council at 
the seventh annual meeting of ifs board 
of trustees, February 11, according to 
an announcement by Loran E. Powell, 
CLU, managing director of LUTC. Mr. 
Hill succeeds Edmund L. G. Zalinski, 
CLU, vice president, New York Life. 

Trustee Frank B. Maher, vice presi- 
dent, John Hancock Mutual Life, suc- 
ceeds Mr. Hill as vice president, and 
Charles J. Zimmerman, CLU, managing 
director, Life Insurance Agency Manage- 
ment Association, and Maxwell L. Hoff- 
comptroller, National Association 
of Life Underwriters, were reelected sec- 
retary and treasurer respectively. Ben- 
jamin N. Woodson, CLU, president, 
American General Life, and Lester O. 
Schriver, managing director, National 


man, 





Dementi Studio 
HERBERT R. HILL 


Association of Life Underwriters, were 
reelected assistant secretary and assis- 
tant treasurer. 

Newly elected trustees include Perry 
T. Carter, vice president, Travelers In- 





THe 


“Bic House” built in 1813 by Hardman Philips, one of the 


founders of Philipsburg, Pa. is a landmark in this community. 


¥ 





Photograph by A. Aubrey Bodine 


The Test of Time 


Careful building for over 70 years has resulted in the 
continued stability of the Baltimore Life Insurance Co. More 
than 600,000 holders of policies are already guaranteed 
the protection they need through the skillful planning of 


Baltimore Life’s efficient agents. 


Baltimore Life serves Philipsburg, Pa. and vicinity 


through its Philipsburg District Office at 315 
Moshannon Bank Building. 


te Baltimore Life 


INSURANCE CO. 


Established 1882 


surance Company, Hartford, Connecticut; 
Deane C. Davis, president, National Life 
Insurance Company, Montpelier, Ver- 
mont; Howard Holderness, president, 
Jefferson Standard Life Insurance Com- 
pany, Greensboro, North Carolina; Har- 
ry J. Stewart, president, West-Coast 
Life Insurance Company, San Francisco, 
California and Chester T. Wardell, CLU, 
general agent, Connecticut Mutual Life 
Insurance Company, Peoria, Illinois. 


Career of President Hill 


President Hill entered life insurance 
as a supervisor for his company in 1929. 
He received his CLU designation in 
1931 and was graduated from LIAMA 
schools of Agency Management and 
Training in 1933 and 1944. Past presi- 
dent of the Richmond and Virginia state 
associations he served as trustee on 
the board of the National Association 
of Life Underwriters from 1946 to 1950. 
He has served on numerous NALU Com- 
mittees and has been a member of the 
board of the General Agents and Man- 
agers Conference and Mr. Hill was 
elected to membership on the LUTC 
Board of Trustees in 1953. He brings 
to the LUTC presidency a vast expe- 
rience in the welfare and training of 
‘fe underwriters which together with 
his interest in NALU activities will be 
of the greatest help to the further 


growth and development of the Coun- 
cil’s program. 
B. Maher’s Career 

Vice President Maher joined the John 
Hancock in 1923 as a clerk starting on 
his field sales career with that com- 
pany as an agent in 1926. He served in 
the field as assistant district manager, 
district supervisor and regional superior, 
and in 1941 he was appointed superin- 
tendent of agencies at the home Office, 
He was elected second vice president in 
February, 1951 and in 1954 was appointed 
vice president in charge of the District 
Agency Department. For 25 years he 
has been a member of NALU, and he is 
currently chairman of the combination 
company committee of the American 
Life Convention. 

The five newly elected trustees bring a 
diversified background to the LUTC 
board. Trustees Carter, Davis, Holder- 
ness and Stewart are company officers 
and give representation on the LUTC 
board to such organizations as the Amer- 
ican Life Convention, Life Insurance 
Agency Management Association and 
the Life Insurance Association of Amer- 
ica. Trustee Wardell, appointed to the 
board by the president of the NALU, 
is a general agent and ‘has been active 
in LUTC affairs on a local and state 
level since its inception. He is currently 
serving as a second year LUTC instruc- 
tor at Peoria, Illinois. 
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LIFE INSURANCE COMPANY 
Life, Annuities, Accident & Health and Hospitalization 
e A MUTUAL COMPANY e¢ CHARTERED 1851 





o* in CASH 


surance 


j *The dividends in this 
illustration are neither estimated 

nor g teed, but are puted on 
the same basis as the scale of dividends in 
effect at the date of this illustration, Jan- 
vary 1, 1955. Similarly, the interest rate 
assumed is that currently allowed on such 
accumulations. 
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Sales Promotion Director 
California-Western States 





RICHARD W. MARSH 


Recently appointed to the newly cre- 
ated position of director of advertising 
and sales promotion by California- 
Western States Life of Sacramento, was 
Richard W. Marsh who has been assist- 
ant manager of the Sacramento Cham- 
ber of Commerce. He will have com- 
plete charge of advertising, sales pro- 
motion and general public relations for 
both the agency and Group departments 
and will also edit “El Capitan” monthly 
publication for the field force. Graduate 
of University of Missouri School of 
Journalism, Mr. Marsh has had adver- 
tising agency experience and was ex- 
ecutive director of Chattanoogans, Inc., 
acommunity advertising and promotion 
agency. 


Weghorn Adds Higginson 
To Life Production Dept. 


William J. Higginson III, -has been 
appointed to the life production depart- 
ment of the John C. Weghorn Agency. 
Mr. Higginson, who served with the 
Marines in the Far East from 1945 to 
1947, was formerly associated with 
Marsh & McLennan, where he worked 
for nearly two years as a Group insur- 
ance broker. 

He holds a master’s degree from the 

Wharton Graduate School of Finance 
and Commerce of the University of 
Pennsylvania and a B.A. degree from 
Wesleyan University in Iowa. 
_ After completing a three-week train- 
ing course at the Toronto office of 
Canada Life Assurance, whom Weghorn 
represents, Mr. Higginson will take his 
place with the agency’ life department. 
He will work under the supervision of 
the Weghorn Agency Life Manager 
Henry K. Hotarek and Assistant Man- 
ager Rita C. Logan. 








Sam P. Davis Agency Leads 


Sam P. Davis agency. Phoenix Mu- 
tual, 60 East Forty-second Street, New 
York, again led in the United States for 
his company both in paid brokerage vol- 
ume and paid brokerage premiums for 
1954. In addition to having led Phoenix 
in brokerage business four years out of 
the past six years, the Davis agency has 
turned in more brokerage premiums in 
the past 10 years than any other indi- 
vidual agency. The agency does not 
have a brokerage supervisor. 

Mrs. A. L, Dixon in charge of new 
business has over 25 years of life insur- 
ance agency service. George Baronian, 
office manager, and Sam Davis both had 
their 26th anniversaries with Phoenix 
Mutual on February 1, having joined the 
company in Hartford and Cleveland re- 
spectively on the same day in 1929, 


Mutual Life of New York 
Entertains Eagle Scout 


Mutual Life of New York was chosen 
to be host last week to Eagle Scout 
Norman Dishotsky, of Queens, as part 
of the third annual city-wide Commu- 
nity Leadership Day. The event is 
sponsored by the Greater New York 
Councils, Boy Scouts of America, and 
is designed to give older Scouts a close 
look at business and industrial opera- 
tions, and to supply information which 
might help them in planning their 
careers. The fourteen-year-old Eagle 
Scout, who is a Senior Crew Leader 
with Explorer Post 393 in Queens, wa; 
greeted by Stanton G. Hale, vice-presi- 
dent of Mutual of New York, who is 
himself closely connected with Scouting 
through his activities as a member of 
the executive board and chairman of 
the finance committee of the Greater 
New York Councils, Boy Scouts of 
America. Company officials then took 
Norman on a tour of the home office 
building, at Broadway and 55th Street, 
and showed him how a large life insur- 
ance company operates. The visitor 
was able to observe at first hand the 
actual operations necessary in issuing 
life insurance policies, servicing policy- 
holders, and keeping the office opera- 
tions running smoothly. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








Name Gilbert Rappaport 

North American Accident has an- 
nounced the appointment of Gilbert 
Rappaport to the management of its life 
department in the Moore, Olive & Co., 
general agency in Boston. 

Mr. Rappaport was previously with 
another insurance company for a num- 
ber of years. Prior to his entry into 
the insurance business, he worked in the 
public relations and sales fields. 

Mr. Rappaport is immediate past 
president of the Little League in Ever- 
ett, and is now a member of the board 
of directors. He is affliated with the 
Boy Scouts of America; is an officer in 
B’nai B’rith and his local Community 
Center, in addition to being actively as- 
sociated with many other civic and fra- 
ternal groups. 








DO YOU KNOW THESE PEOPLE? 


HIS HAPPY THREESOME is typical of the thousands of 
families who are building a financial backlog with the 
help of the Manufacturers Life. They symbolize the Com- 
pany’s 450,000 policyholders whose plans for family 
protection and old age security are now safeguarded by 


assets of $590,693,764. 


THE 68TH ANNUAL REPORT shows that this group of almost 
half a million people now owns $1,903,876,072 in life and 
retirement protection. Nearly 30% of this total amount is 
now in force in the United States on policyholders from 


Connecticut to California. 


MANUFACTURERS LIFE in 1954 paid out $31,672,765 to 
living policyholders and the families of those who died. 
Total new business during the year reached a record high 


of $250,889,621. 


THE 


MANUFACTURERS 


INSURANCE 
HEAD OFFICE 


LIFE COMPANY 


(Established 1887) TORONTO, CANADA 
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Gets Company Builder Award 


LEON JONAS 


Leon Jonas, agency supervisor of Ed- 
ward L. Rosenbaum agency, New York, 
of Mutual Benefit Life, is the winner 
of the company’s “Builder” trophy for 
1954. This award is given annually to 
the supervisor whose performance is 
considered to have shown over-all excel- 
lence in recruiting, unit production, sales 
management and cooperative effort. 

Mr. Jonas began his Mutual Benefit 
Life career in 1948 as a supervisor in 
the Halsey D. Josephson agency, New 
York. In 1949 he joined the Edward L. 
Rosenbaum agency as a full-time pro- 
ducer, two years later becoming super- 
visor for that agency. Mr. Jonas has 
been a member of the President’s Club; 
a member of the Life Underwriters As- 
sociation of New York City and the Life 
Supervisors Association of New York. 
He has served as an instructor for the 
Life Underwriters Training Council and 
the Agents Training Course of the Life 
Underwriters Association. 





Occidental Conventions . 

More than 400 leading Occidental Life 
of California agents throughout the 
United States, Canada and Hawaii, are 
making preparations to attend one of 
the company’s three conventions sched- 
uled for March and April. 

Occidental’s ablest producers from all 
areas have qualified to attend the com- 
pany’s Top Club convention March 6-9 
at the El Mirador Hotel in Palm Springs, 
Calif. Approximately 150 representa- 
tives from the Western United States, 
Canada and Hawaii will convene in San 
Francisco, at the Fairmont Hotel March 
13 - 16. 

Representatives from the Eastern re- 
gions and Midwest will meet in Chi- 
cago’s Sheraton Hotel April 17 - 20. 

Qualification for the meetings is based 
on the individual’s sales record for the 
past 18 months and the over-all excel- 
lence of business produced in the past. 
It has been during this period that Occi- 
dental’s total insurance in force passed 
the $5 billion mark. 








Page 18 














February 18, 1955 





Oliver Whipple Elected 
Vice President Gulf Life 


OLIVER WHIPPLE 


Oliver Whipple, a well known figure 
in the investment and financial field and 
a former vice president of Mutual of 
New York, was elected vice president of 
Gulf Life of Jacksonville, Fla., on Tues- 
day of this week. 

A graduate of Phillips Academy, An- 
dover, Mass., and of Yale University, 
class of ’23, he attended Harvard Law 
School. After experience with Kidder, 
Peabody & Co., New York investment 
banking firm, he joined the Mutual 
Life’s financial department in 1928; be- 
came assistant financial manager in 
1929; associate financial manager in 1934 
and second vice president in 1944, His 
next promotion was vice president and 
manager of securities investments. Later 
he became financial vice president in 
which capacity he also had general su- 
pervision of all forms of the company’s 
investments. 

Two years ago he resigned from 
Mutual of New York going with Union 
Securities Corp. of New York. 





Dinner to Sidney Gaines 

Sidney Gaines, senior attorney in the 
New York Insurance Department for 
the past nine years, who has resigned, 
was given a dinner by his Department 
associates and personal friends February 
14 at Fraunces Tavern, New York. 
About 55 attended with former Super- 
intendent Alfred J. Bohlinger as toast- 
master. Mr. Gaines is opening up his 
own law office at 1775 Broadway. 

Speakers at the affair included Walter 
F, 3rooks, Deputy Superintendent; 
Samuel H. Dorf, chief of complaint bu- 
reau, and former Deputies Joseph F. 
Murphy and Carl Typermass. 


Promote G. N. Dickinson, Jr. 


G. Nelson Dickinson, Jr., has been 
promoted to manager of the pension di- 
vision of Provident Life & Accident, 
President R. L. Maclellan has an- 
nounced. Mr. Dickinson has been a 
member of Provident’s pension division 
for the past three years, assisting in 
the design and sale of the company’s 
pension plans for business and indus - 
trial firms. He has 22 years of experi- 
ence in the life insurance business. 


A native of Roanoke, Va., Mr. Dickin 
son was graduated in 1933 from the 
University of Virginia, where he was a 
member of Phi Beta Kappa _ honor 
fraternity. He entered the life insurance 
business in 1933 and went to Chatta- 
nooga in 1952 as a member of Provi- 


dent’s home office staff. 





HOGG TESTIFIES ON FTC 


Urges Caution at NAIC Hearing Before 
Industry Acts Favorably on Initiating 
Fair Trade Practice Procedure 

A plea to stop, look and listen before 
acting favorably on the proposal for the 
industry on its own initiative to start 
fair trade practice procedure with FTC 
was made Wednesday morning by Rob- 
ert L. Hogg, executive vice president of 
Equitable Society. He appeared in New 
York City before the NAIC committee 
that is pondering the question of FTC 
jurisdiction. Commissioners present in- 
cluded Knowlton of New Hampshire, 
NAIC president and chairman of this 
committee; Pansing of Nebraska, Mar- 
tin of Louisiana, Navarre of Michigan; 
also Allyn, former Connecticut Commis- 
sioner. A. J. Bohlinger, who just retired 
as New York Superintendent, was on 
hand. His successor, Superintendent Lef- 
fert Holz, didn’t arrive on the scene until 
Wednesday afternoon. 

Mr. Hogg said there is danger of 
giving away the gains that were fought 
for so heroically 10 years ago by con- 
ceding jurisdiction here. He admitted 
that at present at least he occupies a 
minority position in the matter since 
the Joint Committee on Health Insur- 
ance has approved the idea of initiating 
the conference procedure. The question 
is now being acted upon by the con- 
stituent organizations of this committee. 
Life Insurers Conference has ratified it. 
Life Insurance Association of America 
meets today (February 18) on it. 

After listening intently to Mr. Hogg’s 
presentation and askin» a few questions, 
the Commissioners went into executive 
session. James Donovan and Robert Gil- 
more were on hand as representatives 
of capital stock casualty companies. 

Mr. Hogg suggested that the idea be 
explored of pressing for enactment of 
the unauthorized insurers false advertis- 
ing service of process act that was 
drafted several years ago by the all- 
industry committee. 


MALONEY TO PRACTICE LAW 





Former California Commissioner Now 
Member of Law Firm of Weinstock, 
Anderson, Maloney & Chase 
Former California Commissioner John 
R. Maloney has joined the law firm of 
Weinstock, Anderson, Maloney & Chase, 
San Francisco. He joins Sidney L. 
Weinstock, Deputy Insurance Commis- 
sioner in California 1939- 43; Booth An- 
derson and Harold J. Chase, well known 
insurance defense counsel, the latter two 
having been practicing as partners with 


Mr. Weinstock. 





General American Appoints 


W. D. Fergus General Agent 


W. Dane Fergus, since 1953 a repre- 
sentative of General American Life at 
Osceola, Ark., has been named general 
agent there and expects to develop an 
agency to cover the northeast part of 
the state. 

Elected president of his class at Pur- 
due University’s Life Insurance Market- 
ing Institute, Mr. Fergus received his 
diploma last month and has returned to 
Arkansas to assume his new agency 
responsibilities. His brother, J. Theron 
Fergus, heads a growing General Ameri- 
can Life agency at Abilene, Tex. 

Before he entered the life insurance 
field with General American, Mr. Fergus 
was general sales supervisor of field 
advertising and specialty sales for Proc- 
tor & Gamble, where he specialized par- 
ticularly in training new men. He served 
as a captain in the Air Force and is 
currently active in Rotary, Chamber of 
Commerce and American Legion work 
in Osceola. 





Nealon Agency Secretary 

North American Life of Chicago has 
appointed John P. Nealon agency secre- 
tary in the home office. Nealon joined 
the agency staff of the company two 
years ago as an agency assistant. 
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PLAN your group-sales activity 
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BIND your own cases without delay 


Ever lose an important Group 
case because of delay at the 
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and you'll agree—a new hori- 
zon in Group volume awaits 
you. 
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F. T. Starr, C. H. Butler 


Leslie E. Stewart, Jr., former agency 
supervisor for Equitable of Iowa _ in 
Nashville, has been appointed brokerage 
manager in Occidental Life of Califor- 
nia’s branch office there. 


Mr. Stewart joined his former com- 


Dinner of Lindop Agency 

A Victory Dinner celebrating the 1954 
achievements of the Lindop agency of 
the Monarch Life, 165 Broadway, was 
held at the Waldorf-Astoria on Satur- 


D. B. Slattery to Address 
LAA Eastern Round Table 


D. 







3obb Slattery, vice president and 
superintendent of agencies of Penn Mu- 


day night of last week. The agency last 
year had broken a number of records 
of the company, both in life insurance 
production and in size of Accident & 
Health premiums. The staff personnel 
and agents were accompanied by their 
wives. Chief speaker was Frank S. Van- 
derbrouk, president of Monarch Life. 







tual Life, will be the luncheon speaker 
at the LAA Eastern Round Table on 
March 17 at the Hotel St. Moritz, New 
York. 


writer 


pany in 1951, and prior to that time was 
employed as an industrial engineer. He 
is a native of Nashville, a graduate of 
Vanderbilt University and a World War 


August Heckscher, chief editorial 
Il veteran. 


for the New York Herald Tri- 
bune, will address the group on March 
18 as its closing speaker. r 


{900.000 Businessmen 
We reading about 
MONY MODULE 
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FLOYD T. STARR 


Penn 





Life’s 










Mutual President Mal- 
colm Adam has announced that Floyd 
T. Starr has been elected vice president 
and treasurer of the company, and 
Charles H. Butler has been appointed 
assistant treasurer. 


Mr. Pennmutualist for 24 
years, succeeds Harry E, White, who 
died suddenly on January 17. Joining 
the company in 1931 as assistant to the 
president, Mr. Starr was appointed as- 

sistant treasurer in 1934. In 1938 he was 
elected treasurer; second vice president 
in 1941; and vice president in 1953. He 
is a director of the Philadelphia Na- 
tional Bank and the North Penn Rail- 
road Co.; and is a member of the Board 
of Managers of the Philadelphia Saving 
Fund Society. 
Mr. Butler joined the company in 
1922. After a series of executive promo- 


tions, he was named assistant to the 
treasurer in 1948. 


Starr, a 
to: 


cyt @ee6e 

Business Week 
Journal of Commerce 
Nation’s Business 


U.S. News & World Report 
Wall Street Journal 











CLAUDE FREED HOST TO 237 


Qualifying Franklin Life Agents and 
Wives Feted in Phila.; Chas. Becker, 
Jr. and James Tisdale, Speakers 

The annual mid-winter party of 

Franklin Life’s eastern division was 

held Saturday, February 12, at the Bar- 

clay, Philadelphia, with 237 qualifying 
agents, wives and friends attending. 

Claude L. Freed, division manager, was | 

the host, and in his welcoming remarks | 

he extended high praise for the “un-  , 
precedented month’s production record” | 
during the “pot of gold” campaign— | 

January 1-31. 

_Chas. Becker, Jr., vice president of the | 

Franklin, and Mrs. Becker from Spring- | 

field, Ill., joined in the festivities. Mr. | 









Becker gave a stimulating talk to the 
men at the afternoon session and in the 
evening he directed his message to the 
ladies at the banquet. He paid tribute 
to the eastern division for its outstand- 
ing 1954 naid production of almost $20 
million, which established a new high 
and enabled the division to maintain its 
hia as Franklin’s leader country- 
wide, 

James Tisdale of Montgomery, Ala., 
another speaker, gave generously of his 
Sales techniques and working habits. 
The story of how he makes 350 sales 


annually was well presented and enthu- 
Slastically accepted. 





RALPH APODACA MARRIED 

Insurance Commissioner Ralph F. 
Apodaca of New Mexico recently mar- 
ned Lidia Salazar, who has been his 
Secretary for the past several years. 
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Director, New Officers 
Named by Central Life 


ANNUAL MEETING OF COMPANY 





Miller, Remer, Repass, Elevated to 
Officer Status; Production Gains 
Reported for 1954 





A new director and three new officers 
have been elected bv Central Life As- 
surance Co., Des Moines, W. F. Poor- 
man, president, announced following the 
company’s recent annual meeting. 

Wayne L. Huffman, vice president and 
general manager of ‘Northwestern Bell 
Telephone Co. for the state of Iowa, 
was elected to the board of directors. 
He succeeds A. A. Lowman, retired 
president and chairman of the board of 
Northwestern Bell Telephone Co. 

Officers elected were C. Max Miller, 
assistant treasurer; Vernon R. Remer, 
assistant agency secretary, and Robert 
T. Repass, assistant secretary. 


Substantial Increases 


Mr. Poorman also announced substan- 
tial increases recorded by Central Life 
during 1954 in insurance in force, assets, 
surplus and payments to policyholders 
and beneficiaries. 

Insurance in force in Central Life at 
the end of 1954 stood at $403,739,787. 
Assets increased $6,670,960 to $134,911,- 
401, and surplus increased $547,247 to 
$11,759,893. Interest earned during the 
year was 3.49% before taxes and 3.31% 
after taxes. 

3enefits paid or credited to nolicyhold- 
ers and beneficiaries during 1954 totaled 
$6,894,929, including increased dividends. 
Policvholders received approximately 
four million dollars of this total—almost 
twice the amount of death benefits paid 
or credited to beneficiaries. Dividends 
paid in 1954 were 29% greater than the 
previous year. 

Central Life recorded the _ biggest 
January sales total in its history. Sales 
were 72% more than in the same month 
a year ago. 

Life insurance paid for in Central Life 
in 1954 totaled $41,814,297. 


Careers of New Officers 


Mr. Miller was employed by the com- 
pany in 1938, after he was graduated 
from Simpson College. He has been 
manager of the company’s mortgage 
loan department since last July. Mr. 
Miller was a captain in the Air Force 
during World War II and is a major in 
the Iowa Air National Guard. He is a 
fellow of the Life Office Management 
Association Institute. 

Mr, Remer joined Central Life in 
1939, after graduating from the State 
University of Towa. As agency assistant 
since 1946, he has been responsible for 
sales promotion material and is editor 
of the company’s sales publications. He 
is a fellow of the Life Office Manage- 
ment Association Institute. 

Mr. Repass first joined the company 
in 1935 and worked for two years. He 
then attended the State University of 
Iowa and Iowa State College. He was 
a captain in the Air Force during World 
War II and was superintendent of con- 
struction for Alexander and Repass Con- 
struction Co., Des Moines, before re- 
turning to Central Life in March, 1951. 
He, has been purchasing agent and mana- 
ger of supplies and records department. 





Northwestern Mutual Life’s 
January Production Ahead 


Continuing its high level of sales pro- 
duction, the agency force of North- 
western Mutual Life sold $42,980,000 of 
life insurance in January, according to 
Grant L. Hill, vice president and direc- 
tor of agencies. 

Last month’s sales total exceeds by 
1.7% the mark set in the first month 
of 1954, the biggest year in company 
history. 

The Jamison and Phelps general agen- 
cy in Chicago led Northwestern Mu- 
tual’s 91 agencies in January life insur- 
ance sales with a total of over $1% 
million sold. 


Lincoln National Appoints 
McMurchy in Kansas City 


Appointment of Gene C. McMurchy 
as general agent in Kansas City for 
Lincoln National Life .has been an- 
nounced by Cecil F. Cross, vice presi- 
dent. Mr. McMurchy succeeds I. Perry 
Crow, CLU, Kansas City general agent 
for the past six years, who is returning 
to personal production as a member of 
the agency. Mr. Crowrwill service the 
estate problems of his personal clients 
and will also supervise the agency’s 
brokerage activities. 

The Kansas City agency will be 
known as Gene C. McMurchy & Asso- 
ciates and will continue to represent 
The Lincoln National Life in the terri- 
tory surrounding Kansas City, including 
ten counties in northwest Missouri and 
seven counties in northeast Kansas. 

Mr. McMurchy goes to Kansas City 
from Oakland, Cal., where he was as- 
sistant manager for another company. 
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Honor William M. Taylor 

William M. Taylor, associated with 
the Alfred J. Johannsen Agency of 
Northwestern Mutual Life in New 
York, was the guest of honor at a 
testimonial dinner last week at the 
Hotel Towers, Brooklyn. Over 350 
civic-minded Brooklynites attended the 
affair to pay tribute to Mr. Taylor for 
the community work he has been doing 
over the past 35 or 40 years. 

Mr. Taylor has popularized himself 
with the Negro population in Brooklyn 
through his efforts in their behalf to 


He has established outstanding records 
with his former companies in super- 
visory, management, and development 
work. A native of Fresno, Cal., Mr. 
McMurchy is a veteran of five years’ 
service in the Air Force during World 
War II. 


among the speakers. 


Negroes. 


establish smooth interracial relations. 
Representatives of a variety of religious, 
political and civic organizations were 
About two-thirds 
of the audience at the dinner were 
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No Wrong Numbers Here 


Detailed information plus fast, efficient service on any and 
all types of personal insurance protection is yours for the 
dialing. Simply call your nearest State Mutual agency. Our 
Company, founded in 1844, is one of very few life insurance 
companies licensed to write ordinary, non-can sickness and 
accident and group in all states and the District of Columbia. 


We accept, like and solicit brokerage and surplus business. 
Why not call or visit your nearest State Mutual office (there 
are more than 80 of them coast to coast) and take advantage 
of our “one-stop” agency service? 
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Chicago Life Underwriters 
Ass’n to Hold W orkshop 


“What’s Your Problem?” is the title 
of a discussion and demonstration to 
be conducted by Whitt Northmore 
Schultz, author, lecturer, inventor, and 
public relations executive with Illinois 
Bell Telephone Co., at the second an- 
nual Sales Workshop of the Chicago 
Association of Life Underwriters on 
March 16 at the downtown campus of 
Northwestern University. 


Five other panel discussions and two 
keynote addresses will be featured at 
the one-day conference according to 
Theodore Maslo, The Prudential, chair- 
man of the workshop. 

“Business Insurance” will be covered 
by Benjamin Becker, attorney; Paul 
Dice, Northern Trust Company, and 
Samuel Sakol, certified public account- 
ant. A discussion of “Disability In- 
come” will feature John Campbell, 
Provident Life and Accident; Alber: 
Droste, Mutual Benefit, Howard Eng- 
lish, Lincoln National, and John Me- 
Donough, Massachusetts Indemnity, 

A panel on “Salesmanship” will in- 
clude Herman C. Edwards, Equitable 
of New York; P. Ross Eustis, New 
England Mutual; James J. Griffin, Pru- 
dential; Merrill W. McNanee, National 
Life of Vermont, and Edwin T. Naff, 
Washington National Life. 

Five experts will compose the panel 
on “Prospecting.” ~They are Walter 
Fox, Union Central; Fred Heyman, 
Metropolitan; William D. Davidson, 
CLU, Equitable of New York; Frank 
C. Pfister, Jr. New York Life, and 
Ray M. Wiese, Provident. 

A discussion of “Package Selling 
Techniques” will be composed of mem- 
bers of the Life. Underwriters Training 
Council. Panel members and _ subjects 
are: Vincent Cascio, Monumental, 
“Debit Sales’; Henry G. Chyles, Pru- 
dential, “How I Raised Myself to a 
Half-Million Dollar Producer”; Edward 
S. Dziewulski, Prudential, “Enthusiasm 
and the Part You Play in Every Sale”; 
Esther G. Harmon, Acacia, “Potential 
in the Woman’s Market: How Women 
Buy”; Raymond J. Schwade, John Han- 
cock, “Selling Debit Insurance”; Louis 
i he Urbanik, “How I Write Mortgage 
Insurance.” 

Freeman J. Wood, Lincoln National 
Life, is president of the Chicago Asso- 
ciation of’ Life Underwriters. 


De. William R. Ward Dead 


Dr. William R. Ward, retired medical 
director of Mutual Benefit Life, died 
February 10 at Presbyterian Hospital, 
Newark, N. J., at the age of 84. Born 
in Newark in 1870 of a family prominent 
in Revolutionary days, he became one 
of New Jersey’s most prominent citi- 
zens, president of the New Jersey His- 
torical Society, was designated Newark’s 
“Most Outstanding Citizen” in 1941, and 
was a past president of the New Jersey 
Society, Sons of the American Revo- 
lution. ; 

Dr. Ward became a medical examiner 
for Mutual Benefit Life in 1905 after 
graduating from Princeton and Hahne- 
man Medical College and was appointe 
medical director in 1912, He was an 0! 
ficer or member of practically a all the 
civic and welfare organizations of New- 
ark and went on good will missions ° 
Europe and the Far East. He was 4 
member of many clubs and societies. 

Surviving are three daughters, Caro 
lyn Prentiss Ward, Mrs. Frederick 
Trowbridge and Mrs. Max Kronstein, 
and two sons, Dr. C. Prentiss Ward and 
Dr. William R. Ward, Jr. 
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ASSETS LIABILITIES 


United States Government Bonds. .$160,930,737.36 Statutory Policy Reserves......... $534,113,135.00 


Municipal and Corporation Bonds... 104,389,851.41 ae es a ssid 


Praforred StOCKS <2... ees wie wecces 21,944,561.00 Dividends to Policyholders 
Mortgage Loans................ 278,526,308.35 Pel —— - ri pnt ae 
olicy enetits Uurren y utstan ing ' A le. 
Ground Rents Thess €0e eee @occce 11,558,304.13 Premiums and Interest Paid in 
Real Estate: AGVONGE ..o..cccccssssss.-. 2(830/199.63 
Properties Occupied b Accrued Taxes Payable in 1955.... — 2,557,000.00 
the Company...............  3,096,009.98 Escrow Accounts and Unallocated 
4,059,681.05 


la eee 
WINE cook os cawes 3,116,067.01 Other Liabilities 544.714.76 


PON GHE IMINO 5256/5 9 255015: 6 aysiuie, she Sie 12,776,358.65 Security Valuation Reserve........ 2,201,715.31 


Cash on Hand and in Banks....... 7,854,529.48 Additional Reserve for Employee 
Retirement Annuities ........ 1,350,000.00 


6, 150,000.00 
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Accrued Interest and Rents....... 4,665,360.99 Reserve for Contingencies........ 

Premiums in Course of Collection..  6,376,121.49 Reserve for Ultimate Changes in 
Policy Valuation Standards....  5,000,000.00 

OUI AGIOS oc ack ees cece 1,387,384.29 TS <a dee epopes meen aan 45.625.931.14 


MGSPINEE es claistaisiorsieiseisieisioisis $616,621 ,594.14 TOTAL ...cccccccccccee ss -$616,621,594.14 
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Increase in Assets. « + « « « « « « $60,460,058 

Increase in Insurance . .« « « « « « $188,088,474 

Insurance in Force . « « « « « « $2,881,593,450 
Policies in Force. « « « « 4,533,359 
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JOHN T. WILVER 


Provident Mutual Life of Philadelphia 
has announced the following change in 
title also the election of a 
agency department officer. 

John T. Wilver, assistant manager of 
has been elected director of 
Mr. Wilver joined the 
pany in 1941 and has had extensive field 
experience both as a life insurance un- 
derwriter and as a supervisor. His su- 
pervisory work was with the New York- 
Shoemaker and the Northern New 
Jersey-Gillis Agencies prior to his join- 


and new 


agencies 


training. com- 











RICHARD L. BENSON 


ing the home office staff in December, 
1949. Since that time his work as as- 
sistant manager of agencies has covered 
a wide range of activities and for over 
a year he has been spending most of 
his time on training work. 

Richard L. Benson has been elected 
assistant director of training. Mr. Ben- 
son has been with Provident Mutual 
since 1947 and in addition to his work 
in the home office, has had substantial 
supervisory and management experience. 
In his last assignment he was manager 
of the then New Brunswick Agency of 
the company. 





Samuel L. Zeigen Marks 25th 


Anniversary in Insurance 
Samuel L. Zeigen, general agent in 
New York for Mutual Life, 
who is celebrating his 25th anniversary 


Provident 


in the insurance business, this week con- 


ducted a forum on business life insur- 
ance for the members of the Syracuse 
Life Association. The 
Syracuse invited rep- 


resentatives of other associations in the 


Underwriters 


Association also 


north and western parts of the state. 
Mr. Zeigen recently conducted a simi- 
lar forum at a meeting of the Aetna 


Life Leaders Club in Hartford. 


Detroit Agency Leader of 
Equitable Life of Iowa 


The Detroit agency of the Equitable 
Life of lowa, F. A. Smart, general 
agent, was honored by the company at 
a victory dinner recently in recognition 
of the agency’s production leadership 
among all company agencies during 
1954. Ray FE, Fuller, agency vice presi- 
dent, acted as host. 

The banquet was attended by all mem- 
bers of the agency, their wives, and 
ntembers of the agency office staff. Mr. 
Fuller congratulated the agency on its 
leadership among all company agencies 
in 1950, 1951, 1952 and again in 1954. 

Mr. Smart became general agent for 
Equitable Life of Iowa in Detroit in 
1926. He has earned membership in the 
company’s Organization Club each year 
since becoming general agent. He was 
the Organization Club’s president in 
1952 and 1954, its vice president in 1932, 
1935, 1945, 1946, 1951 and 1953, and its 
secretary it 1928. He qualified as Master 
Agency Builder, the company’s major 
recognition for general agents, in 1947 
and again in 1951. He has been a mem- 
ber of eight General Agents Advisory 
Councils, serving as secretary of the 
1942 Council and as chairman of the 
Councils of 1946 and 1947. 


Aetna Gives Luncheon to 
General Agent A. H. Bikoff 


A reception and luncheon for Arthur 
H. Bikoff, recently appointed general 
agent of a new agency the Aetna Life 
established at 630 Fifth Avenue, 
Rockefeller Center, New York, were 
Hotel Plaza on February 15. 
These representatives from home office 
in Hartford attended: Robert B. Cool- 
idge, vice president in charge of agen- 
cies; William H. Dallas, vice president 
in charge of home office underwriting; 
1. F. Cook, vice president, Group divi- 
sion; Donald E. Hanson, assistant vice 
president; and Kenneth I. Brandon, as- 
sociate medical director. Only guest 
speaker was Gilbert V. Austin, general 
agent, Brooklyn, with whose agency Mr. 
Bikoff has been for years and was as- 
sistant general agent at time he was 
assigned to the new Fifth Avenue 
agency. Mr. Austin sketched the career 
with him of Mr. Bikoff and_ highly 
praised his personality. 

The Aetna for years had only two 
general agencies in Manhattan. They 
are those of Krebs and McWilliams, 
William Street, and Louis W. Sechtman, 
Forty-second Street. Messrs. Sechtman, 
Krebs and McWilliams were at the head 
table of the Plaza lunch. Some other 
general agents present were these: 

H. Horton Humphrey, Newark, and Leslie 
D. Bryant, Yonkers, Aetna Life; Solomon Hu- 
ber, Mutual Benefit Life; Sam Zeigen, Provi- 
dent Mutual; Halsey D. Josephson, Connecticut 
Mutual; Gerard Tracy, Prudential. 

Also, Harold 


has 


given at 


Life; Henry Marshall, Berkshire; William 1 
Kelly, Phoenix; Morris Besso, Metropolitan. 
Also. present were David W. Keenan = and 
- Conaty, casualty managers of Aetna 


here, and John C. Pierson, New York medical 
re feree, Aetna. 


FRED L. TUOHY DEAD 
Fred L. Tuohy, a retired assistant 
supervisor of the John Hancock office 
in Rochester, N. Y., died recently. He 
was 79. 





Shenandoah Development 

During the three years the Shenan- 
doah Life Insurance Co.’s development 
program has been underway, new busi- 
ness has increased 70.2% over what it 
was in 1951, according to President Paul 
C. Buford. 

Reporting to stockholders at their an- 
nual meeting, President Buford said 
1954 operations resulted in new high 
levels in assets and insurance in force. 

Ordinary new business increased 17.2% 
over the previous year and the amount 
in force increased $8,559,968 to a total 
of $167,421,346. Group insurance in- 
creased $85,863,577 to a total of $316,- 
240,298. The combined total of insurance 
in force at the end of 1954 was $483,- 
661,044. 

Assets of the company increased $2,- 
748,009 in 1954 and at the end of the 
year stood at $41,559,708. 

Further progress on mutualization was 
reported and the president said it is 
hoped that mutualization will be com- 


pleted in 1955, resulting in complete 
ownership of the company by the policy- 
owners. 








PAN-AMERICAN’S 


CAREER CONTRACT, 
which 
pany’s philosophy of help- 
ing the best men make 
more money. To do this 
job, we furnish ample 
training, top-notch’ sales 
aids and _ individualized 
policies to meet individual 


stresses the com- 


needs. 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 
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Superintendent of Agencies 
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To Hear Geo. T. Conklin, Jr. 


George T. Conklin, Jr., financial vice 
president of Guardian Life will be the 
speaker at the February 23 meeting of 
the Society of LOMA graduates to he 
held at the home office building of the 
Guardian Life. He will talk on trends 
and relationships in life insurance jp. 
vestments. 





MONTREAL LIFE MEETING 


Annual general meeting of Montreal 
Life will be held in Montreal, Quebec, 
February 28. 
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Protection 
is never 
out of style 


— and you always meet the per- 
sonal requirements for protection 
of every client, with Columbian 
National Life’s comprehensive se- 
lection of policies—for instance... 

Life 

Annuities 

Endowments 

Juvenjle 

Term to 70 

Modified Five 

Double or Triple Protection 

Substandard 

Franchise 

Group (all lines) 

Accident 

Health 

Hospital 

Group Creditor 


It’s never a rainy day for the 
insurance agent who knows his 
Columbian National Life line! 


Tre LOLUMBIAN NATIONAL 
Oo LIFE INSURANCE 
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LIAMA Surveys Hi. ©. Supervisors 


In an effort to discover what compa- 
nies do about home office agency su- 
pervisors, the Life Insurance Agency 
Management Associaiton recently con- 
ducted a survey among its members. 
The study includes 50 Ordinary insur- 
ance companies or companies with sepa- 
rate Ordinary departments having less 
than $400 million of Ordinary in force 
on January 1, 1954, and which reported 
having home office supervisors who 
were not company officers. 

More than half of the companies 
have only one or two supervisors, with 
the largest number (six) being em- 
ployed by three companies. The age 
distribution of these supervisors is as 
follows: 55% are between 30 and 44 
years old and 21% are between 35 and 
30. Seven out of ten of the home office 
supervisors were between 30 and 50 
years of age. None were under 25. 

Fifty-two per cent of the 134 home 
office supervisors were recruited from 
their companies’ own ranks. These su- 
pervisors have a great many different 
titles, the most common being superin- 
tendent of agencies. 

Thirty-four companies said that their 
home office supervisors are considered 
career men and 10 regard them as be- 
ing on a tour of duty in preparation 
for advancement in the field. 

On the duties of these supervisors, 
LIAMA reports that 76% of the men 
are responsible for the over-all super- 
vision of some agencies and, in many 
cases, the recruiting of new managers 
or general agents; 17% are responsible 
for some special supervisory function 
with no over-all agency supervision; 
and 7% specialize entirely in recruiting 
new managers or general agents with 
no general or special supervisory duties. 

In 27 companies the home office su- 
pervisors’ headquarters are in the home 
office, while in five companies the su- 
pervisors operate out of field offices en- 
tirely. Eighteen companies have some 
of their home office supervisors domi- 
ciled in the home office and some in 
the field. 

Of the 50 companies, 39 pay their 
home office supervisors on a straight 
salary basis, the report says, while 11 
have incentive compensation plans based 
on one or more measures of perform- 
ance. 

In nearly all the companies. (48) the 
home office supervisor’s visit is by ap- 
pointment with the general agent. In 
38 companies home office supervisors 
do joint field work with the manager 
or assistant in some phase of agency 
development; 32 indicate their super- 
visors hold staff meetings attended by 
all available members of the agency 
and in 28 companies the supervisors 
make contact with individual members 
of the agency other than the manager. 





Union Welfafre Funds 
To Be Safeguarded 


The American Federation of Labor 
has drafted a program for eradicating 
abuses in union welfare funds. It calls 
on unions to change their constitutions 
so that they can exercise effective con- 
trol over funds of their locals. Among 
specific suggestions are for a ban on 
payment of fees or salaries from a 
welfare fund to full- time union officers; 
submission to all union members of 
detailed annual accountings on every 
aspect of fund finances; the letting of 
surance contracts through competitive 
bids, plus a thorough investigation o! 
the carrier’s retention rates, financial 
responsibility and efficiency in cases 
where it is desired to use a commercial 
insurer; and a ban in investment of 
welfare reserves in the business of any 
contributing employer, fund trustee or 
ank or insurance company used by 
the fund. 





Thirty-four companies require the 
home office supervisor to prepare a 
written report of visit following his re- 
turn to the home office. Twenty-three 
companies reported having regular de- 
partmental meetings for their home 
office supervisors and the same number 
said they hold meetings to promote 
the informal exchange of ideas among 
their home office supervisors. 


ASS’T BROKERAGE MANAGER 

James E. Firebaugh, former agent for 
Equitable Life of New York, has been 
named assistant brokerage manager of 
Occidental Life of California’s Kansas 
City branch. 

Mr. Firebaugh entered the insurance 
business in 1951 after two years with 
the Campbell Sales Co. He is a grad- 


uate of the University of Colorado and 
a Navy veteran. 


Agency Associate Panel 

Increasing agency brokerage sales by 
expanding supervisory manpower was 
the subject of a panel at the Midwinter 
Conference of the general agents and 
managers association of Continental 
Assurance Co. The panel was headed 
by Philip C. Belber, Newark; David C. 
Carr, New York, and Lewis Tubesing, 
St. Louis. 





Highlights from Our 
109th Annual Report 





109th Annual Statement 


December 31. 1954 
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1953 
New Life Insurance 
SOltt oe hi st $ 327,943,466 
Life Insurance in 
PON CO I 22025 fsck cdasiccnes $2,655,263,707 
Increase in Amount 
in Force ................ $ 207,559,566 
Total Assets .............. $1,012,849,558 
Unassigned Funds 
CRIED ons nicsss... $ 52,769,462 
Dividends to 
Policyholders ........ $ 17,400,000 
Interest on Dividend 
Accumulations ...... 3% 
Interest on Optional 
Settlements ............ 3.25% 


The 


1954 


$ 337,639,565 
$2,865,474,403 


$ 210,210,696 
$1,102,366,975 


$ 58,451,076 


$ 19,350,000 


3.15% 


3.30% 


(Connecticut Niutual 


LIFE INSURANCE COMPANY : HARTFORD 











Our OBLIGATIONS (LIABILITIES): 


Held for Policyholders and 
Beneficiaries 
Insurance and Annuity 
Reserves ...... 
Policy Proceeds, Dividends, 
and other Funds Left with 


$ 760,615,133 


Company at Interest 178,505,183 
Amount Reserved for 1955 
Dividends to Policyholders 19,350,000 
Reserve for Options in Policies 
Not Yet Matured 15,472,000 
Security Valuation Reserve 30,687,060 
$1,004,629,376 


Reserve for Taxes Payable 
in 1955 . 4,037,000 


Miscellaneous Liabilities 12,997,597 
Total Liabilities $1,02 1,663,973 
Market Fluctuation and 
Investment Contingency 
Reserve ...$22,251,926 
Unassigned 
Surplus 58,451,076 
Surplus to Policyholders 80,703,002 
Total $1,102,366,975 
To MEET OUR OBLIGATIONS WE HAVE 
(ASSETS) : 
Bonds $ 453,773,887 
Stocks 126,269,021 
Mortgages 415,688,194 
Real Estate 
Home Office $ 2,578,283 
Investment 
Properties 26,867,552 29,445,835 
Policy Loans . 37,967,933 
Cash in Banks 14,822,850 
Interest Due and Accrued 10,531,429 
Premiums Deferred and in 
Course of Collection and 
other Assets 13,867,826 
Total Assets $1,102,366,975 


NOTE: Securities carried at $250,000 in the 
above statement are deposited with various 
public officials for purposes required by law. 
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CLASSROOM INSTRUC- 
TION IN CAR DRIVING 

One of the colleges which is most 
effectively using the Aetna Drivotrainer, 
the opportunity to give behind-the-wheel 
driving lessons in the classroom, is the 
Iowa State Teachers College of Cedar 
Falls, that state. The Aetna Casualty 
and Surety Company loaned to the col- 
lege a five-place Drivotrainer unit for 
research and development work. The 
Iowa State Teachers College now has 
the largest program for driver education 
of any college in the country, and it 
proposes to build a new driver education 
laboratory on the campus with a special 
Drivotrainer classroom. In addition to 
the training program for the student 
teachers (the first of this kind in the 
country), the Drivotrainer will be used 
to give behind the wheel instruction to 
high school students. Conducting the 
Drivotrainer program at the college is 
3ert Woodcock, director of safety edu- 
cation and former state safety director, 
and Dr. Gordon Rhum, associate profes- 
sor of department of education. 

In the Drivotrainer the students use 
small, stationery cars equipped with all 
standard car controls. Special films are 
flashed on a large screen in front of 
the room and students react as they 
would if any were presented with a simi- 
lar situation in actual driving. The stu- 
dent operation of the classroom “car” 
is automatically recorded at a control 
unit where the instructor guides the 
training of an entire group. 

The films start with the basic tech- 
niques and cover by progressive stages 
steering on curves and winding roads, 
turning, signalling and observance of 
traffic signs. It is hoped other colleges 


COLLEGE 


will thave such a campaign of car driving 
education for students. 





BILLIONS NOW REACHED 
QUICKLY 

One of the most amazing things about 
the life insurance business is the rap- 
idity with which insurance in force in- 
creases after a company has _ reached 
an unusually large amount of outstand- 
ing life insurance. An excellent exam- 
ple is the experience of the Sun Life 
of Canada. At the company’s recent 
84th annual meeting President George 
W. Bourke said it took the company 


55 years to accumulate its first billion 
of insurance in force. By 1948 it had 
passed #4 billion and four years later it 
reached $5 billion. Only two years later 
its “in force” had climbed to more than 
$6 billion. Its new business in 1954 
was nearly $700 million. 

Mr. Bourke had an explanation of this 
phenomental growth. Asking the ques- 
tion of why life insurance should con- 
tinue to forge ahead in a year when 
other businesses considered themselves 
fortunate to maintain existing high levels 
of production he said there were numer- 
ous reasons. The chief one, he pointed 
out, is the unique attribute possessed by 
life insurance. Continuing he said: 


A life insurance policy functions like 
a good investment: it increases in value, 
it provides a return on the investment, 
it has a market value which can be used 
to provide cash for emergencies and a 
retirement fund for old age. In addition, 
it does what no other investment can 
do—it anticipates the years of accumu- 
lation by immediately creating an estate 
for the protection of home and family. 
Through the efforts of our agents, more 
and more people are made aware of the 
combination of benefits provided by life 
insurance and the market continues to 
expand. 





Frank H. Hawk, head of the F. H. 
Hawk Insurance Agency of Peoria, IIl., 
was elected a director of the Excelsior 
Insurance Co. of New York at the an- 
nual meeting of stockholders at the 
home office in Syracuse. Mr. Hawk has 
served as president, as chairman of the 
board and as state national director of 
the Illinois Association of Insurance 
Agents. Prior to this he held every offi- 
cial post in the Peoria Association. Born 
in Washburn, III., in 1897, he entered in- 
surance in 1927 with the Travelers. In 
1929 he organized his own agency. 


* * * 


Frank A. Dewick, senior past presi- 
dent of Boston Board of Fire Under- 
writers, who has_ been chosen the 
Board’s “man of the year” for 1955, will 
be honored at the 90th anniversary din- 
ner of the Boston Board on April 14. 
For more than 60 years Mr. Dewick has 
been in the insurance business and he 
is senior member of the general agency 
firm of Dewick & Flanders. 


* * * 


R. Stuyvesant Pierrepont has been 
elected to the board of directors of the 
Waterman Pen Co., Inc. He is treas- 
urer of the Seth Low Corp., and a 
member of Frank B. Hall & Co., Inc., 
well known insurance brokers in New 
York. 





Fabian Bachrach 
RICHARD D. NELSON 


Richard D. Nelson, vice president and 
treasurer of Colonial Life, has been 
elected president of the board of trus- 
tees of Beard School, a boarding and 
day school for girls in Orange, N. J. Mr. 
Nelson is active in several other com- 
munity activities. He has served as 
chairman of the Millburn-Short Hills 
Chapter of the American Red Cross for 
two terms and is a director and executive 
vice president of the United Cerebral 
Palsy of Essex and West Hudson 
Counties in New Jersey. 


* * * 


O. D. Butcher, one of the most highly 
regarded field men in the West, has re- 
tired as Kansas special agent of the 
Hartford which position he held for 
33 years. He was guest of honor on 
occasion of his retirement at a dinner 
given by various field organizations and 
Kansas Pond of the Blue Goose. In his 
early years he was a teacher in rural 
and village schools and then became a 
local agent in Kirksville, Kan. Before 
going with Hartford he was a special 
agent of Pennsylvania Fire. He was the 
first Most Loyal Gander of the Kansas 
Blue Goose Pond and was the first presi- 
dent of Kansas Fire Underwriters Asso- 


ciation. 
x ex x 


Jack T. Kvernland, the new executive 
general manager of the South-Central 
home office of The Prudential, Jackson- 
ville, was born in Portland, Ore. He 
joined Prudential in 1940 after gradua- 
tion from Reed College where he starred 
in basketball and baseball. After early 
assignments in Prudential’s actuarial 
and Ordinary policy fields he was pro- 
moted to mathematician in 1947 and to 
actuarial supervision in 1949. In 1952 he 
became general manager in the comp- 
troller’s department. He is a Fellow of 
Society of Actuaries, is married and has 
two children. 


* * * 


Karl Ljung, vice president in charge of 
agency operations for Jefferson Stand- 
ard Life, has been’ named the regional 
director of the Mid-Atlantic Regional of 
National Sales Executives, Inc. An- 
nouncement of the appointment was made 
by Robert A. Whitney, NSE president. 
His term of office is to run through 
June 30, 1956. As regional director, he 
will serve as a member of the executive 
committee. Mr. Ljung, already one 
of the 12 National Counsellors of the 
NSE, is a member of the Piedmont 
Sales Executives Club of Greensboro. 


SS —e ee wae 
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John D. Henderson, well known loca! 
agent and head of the Henderson 
Agency, Inc., at Herkimer, N. Y., js 
proud that this year marks the 75th 
anniversary of the agency’s representa- 
tion of the Glens Falls Insurance Co. 
The agency itself dates back to at least 
1864 and was operated for many years 
by John Dryden Henderson, father of 
the present owner. John D. has been 
active for many years in the New York 
State Association of Insurance Agents, 

* * x 


Leonard A. Huffhines, manager of 
mortgage loans for Pacific Mutual Life 
in the Dallas area, has been elected 
president of the Dallas Mortgage Bank- 
ers Association. Mr. Huffhines has been 
active in the development and admin- 
istration of Pacific Mutual’s substantial 
Texas loan investments since 1937, and 
the Dallas Mortgage Bankers Associa- 
tion is regarded as one of the most 
active chapters of that national organi- 
zation. 

* * x 

Hazel E. Storm, who recently won the 
“Guy of the Year” award from Oregon 
Casualty Adjusters Association, and the 
“Girl of the Year” award from Portland 
Association of Insurance Women, has 
received her 25-year service gold watch 
from Fireman’s Fund. 


\ P 


Gen. Omar Bradley, left, national cam- 


paign chairman for United Defense 
Fund, presents citation signed by Presi- 
dent Eisenhower to Horace W. Brower, 
president of Occidental Life of Cali- 
fornia and California chairman of UDF. 
Mark S. Trueblood, manager for Union 
Central Life, also received UDF cita- 
tion signed by the President. Mr. Brower 
and Mr. Trueblood, vice president ot 
USO, were presented the citations at 
ceremonies recently in Los Angeles. 
x ok 


Richard W. Moher, state agent of the 
New Hampshire in Kentucky for about 
five years, has resigned as_ secretary 
of the Kentucky Fire Underwriters As- 
sociation, as he is leaving the Kentucky 
field, ‘having been transferred. 

* x * 

T. Braxton Horsley, manager of Life 
Insurance Co. of Virginia agency in 
Richmond, Va., will head the special 
gifts division of the 1955 Red Cross 
campaign, February 18 to March 18. The 
special gifts unit has a goal of $125,000 
in the campaign. 

x ok Ok 


Fred H. White, CLU, general agent 
in Buffalo for Massachusetts Mutual 
Life, has been elected president of the 
board of managers of the Humboldt 
YMCA. This Y is one of five branches 
in metropolitan Buffalo. 
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Harriman’s Greetings to Employes 
of New York State 
When Averell Harriman became Gov- 
ernor of New York he sent the follow- 
ing special message to state employes: 


Like anyone arriving on a new job, I 
have been looking forward to meeting 
my fellow employes. During the com- 
ing years I hope to see many of you 
personally, but at this early date I am 
grateful for the chance to greet all of 
you at one time. 

I have long been aware of the un- 
paralleled reputation for accomplish- 
aad enjoyed by the civil servants of 
our state and of the impressive jobs 
turned. in by them. Indeed, no state 
can claim a more admirable body of 
employes. 

Just as I am concerned with the prog- 
ress our state makes through your ef- 
forts, I am sincerely interested in the 
progress you make in your relationship 
with the state. The two are insepar- 
ably bound together. Your continual 
well-being is of much importance to 


e. 

You and J, working as a team, have 
a common responsibility to -serve the 
welfare of the people of our state, and 
I am sure I can count on your loyal 
and whole-hearted cooperation in our 
joint efforts. 

I know that in the future we will 
have many opportunities to exchange 
ideas. For now, let me wish you and 
your families happiness in the coming 
year. 

x Ee 


Appointed by Atlas 


S. B. Davis has been made home fire 
manager of the Atlas Assurance Co. at 
the head office. He was formerly as- 
sistant manager of the department. W. 
A. Speirs has been made overseas fire 
superintendent. W. F. Alford Smith 
has been made overseas accident super- 
intendent. 

* * * 
Commissioners’ Chairmen 


Donald Knowlton, New Hampshire, 
has been made chairman of the special 
committee of National Association of 
Insurance Commissioners for purpose 
of studying the question of the jurisdic- 
tion of Federal Trade Commission, 
other members including Wade 
Martin, Louisiana; Joseph A. Navarre, 
Michigan; Thomas E. Pansing, Ne- 
braska. 

George A. Bisson, Rhode Island, has 
been made chairman of subcommittee 
to study NAIC constitution and by- 
aws. 

Charles S. Jackson, Maryland, is 
chairman of subcommittee to study the 
question of adequate reserves for guar- 
anteed renewable A. and H. policies. 

Justin T. McCarthy, Illinois, is chair- 
man of subcommittee to study proposed 
brokers’ minimum qualifications and_li- 
censing bill. 

Joseph A. Navarre is chairman of the 
uniform accounting subcommittee. 

















New Montreal Agency 
Lange-Grant, Ltd., is a 


Osborn and 
new insurance 
Montreal 


brokerage agency in 
which has these _ officers: 
Andrew G. Lange, president; A. W. 
Grant, managing director; Donald W. 
Paterson, secretary. Mr. Grant was for- 
merly assistant general manager of the 
Commercial Insurance Agency, Ltd. 
London correspondents are Leslie & 


Godwin, Ltd. 
* 


Donald E. Church 


One of the best known managers of 
resort hotels where insurance compa- 
nies have conventions is Donald E. 
Church of the Belleview-Biltmore, Bel- 
leair, Florida. A graduate of Dart- 


“4 





CHURCH 


DONALD E. 


mouth, class of ’26, he has been con- 
tinuously in the hotel business since 
that time. He received his training from 
such noted figures in the hotel industry 
as the late Frank S. Dodge, who was 
proprietor and manager of Mountain 
View House, Whitefield, N. H.; Henry 
E. Bemis who became manager of the 
Royal Ponciana at Palm Beach; John 
W. Greene who became manager of 
The Breakers there; Albert M. Chase 
who became manager of the Hotel Or- 
mond, Ormond Beach, Florida; and E. 
C. Fitzgerald who became manager of 
the Carolina, Pinehurst, N. C. 

Born in Ulster County, New York, 
Mr. Church made his home in White- 
field, N. H., for 18 years during which 
time he was manager of the Mountain 
View House in the summer. He was 
appointed manager of the Belleview-Bilt- 
more, Belleair, in the season of 1947- 
1948. 

The staff at Belleview-Biltmore con- 
sists almost entirely of seasoned resort 
hotel employes from New England 
states, New York and Pennsylvania. 


W. W. Otter-Barry 

W. W. Otter-Barry, 77, has relin- 
quished his place on the board of the 
Sun Insurance Office of which he was 
appointed world general manager in 
1924 and retired from that position in 
September, 1945. He won distinction in 
law as well as in insurance and was 
author of a text book on insurance law. 

* * ok 


To Talk on Port of New York 


Commissioner A. G, O’Connor of New 
York City’s Department of Marine and 
Aviation, will be the guest speaker at 
a luncheon in Hotel Sheraton-Astor of 
the New York Board of Trade’s trans- 
portation section. iin topic: “Business 
and the Port of New York.” 

x ok * 


Where Are French Traffic Cops? 

In her autobiography, “R.S.V.P.,” Elsa 
Maxwell writes an astounding paragraph 
about one of her pals, Prince Aly Khan, 
famed international playboy and former 
husband of Rita Hayworth, the motion 
picture star. He is the son of the Aga 
Khan who is religious head of large 
population of Moslems. Says Elsa: 

“A good deal of Alv’s magnetism for 
women stems, I believe, from his animal 
vitalitv. I’m convinced he was born with 
built-is benzedrine plant that impels him 
to find an outlet for the stupefying 
energy he generates. I’ve never seen 
him sit still for ten consecutive minutes 
except at dinner and the bridge table. 
At his age—he was 43 in June, 1954— 
he should not be risking his neck in 
strenuous sports, but he seems to have 
a strange affinity for danger. I'll do 
anything in the world for Aly except 
get into a car when he is at the wheel. 
His normal cruising speed in traffic is 
80 miles an hour and he has been known 
to hit 120 in his Alfa-Romeo. Once, to 
keep a rendezvous in Paris he set out 
from Cannes and drove nearly 600 miles 
in eight hours.” 

Where are the French traffic cops 
and what did he do when he arrived in 
Paris that made such speed imperative ? 

ae oe 
Form Baloise in Canada 

The Baloise Fire Insurance Co. of 
Basle, Switzerland, has formed the Ba- 
loise Fire Insurance Co. of Canada. Au- 
thorized capital is $1,000,000, with $500,- 


000 fully subscribed and paid plus a 
$500,000 cash surplus paid in. 
The Baloise of Switzerland was es- 


tablished in 1863 and licensed in Canada 
in 1922. The company has been ex- 
panding its worldwide operations. The 
new Canadian subsidiary will take over 
the assets and liabilities in Canada of 
the parent company. Headquarters will 
be in Toronto. Initially, it will transact 
fire and automobile business, but will en- 
ter other lines. 

A. H. Johnstone, for many _ years 
manager for Canada of the Swiss parent 
company, is president of the new Cana- 
dian company. J. M. R. Corbet is vice 
president and N. S. Robertson, Q.C. 
secretary-treasurer. V. H. Loureiro. is 
Canadian manager of the new company. 

* oo * 


Cormac Exhibit at N. Y. Library 

On February 17 the New York Public 
Library held a press demonstration of 
the Cormac Bookprinter, a high speed 
photo copy equipment which can copy 
direct from the pages of any bound 
book almost instantaneouslv. 

Librarv officials selected a book, en- 
titled “Washineton’s Farewell Address” 
as the first one to have pages copied 
and turned out copies of the Address 
for those attending the ceremonies at 
the rate of one every 20 seconds. The 
original manuscript in Washington’s 
handwriting was on display. 

In the past, any one wishing replicas 
of pages from a book in any library has 
had to photograph or photostat pages 
pressed down under glass; wait for 
processing which might take from three 
days to a week, and in some cases could 
not capture all of the original material 
due to the narrow margins. The Cormac 
is of particular interest to researchers, 
technicians, book publishers, 


engineers, 
librarians who want technical data 
copied. 


; THE FASTER Ome S 





New N. Y. Superintendent | 








LEFFERT HOLZ 


The New York Senate this week 
unanimously confirmed Governor Harri- 
man’s nomination of Leffert Holz as 


Superintendent of Insurance. One of the 
city’s leading real estate lawyers he is 
a vice president of Real Estate Board 
of New York as well as being chairman 
of its taxes and assessment committee. 
* * * 
Mexican Insurance Yearbook 
The second Mexican Insurance Year- 
book (1953-54) is now being distributed 
by its publishers, Revista Mexicana de 
Seguros, Balderas 31, Desp 201, Mexico, 
D.F. It contains up-to-date lists of 
boards of directors, statistical figures, 
balance statements and pictures of the 
Mexican insurance executives of all the 
69 companies operating in the Republic 
of Mexico. A. Escalante Bates, editor 
and publisher of the Mexican Insurance 
Magazine, is editor of the Mexican In- 
surance Yearbook. 
i oe 
Boston Insurance Lectures 
The Insurance Library Association of 
Boston president of which is Ralph G. 
Hinkley announces the lectures for its 
Spring term, 1955. They are as follows: 
Fire Insurance: Howard W. Cole and 
Charles E. O’Brien, Brickley, Sears & 
Cole; Robert M. Morrison, Morrison, 
Maloney & Pearlman; Bradford Larson, 
America Fore Insurance Group; Clyde 
F. McCarthy, American Insurance Co.; 
Alexander J. Beaton, Boit, Dalton & 
Church; Francis J. Clark, Marine Office 
of America; C. Bryant Fitch, Spring- 
field Fire & Marine. 
Casualty Insurance: ( 
van, Massachusetts Bonding and In- 
surance Co.; Walter H. Joyner, Aetna 
Casualty and Surety; Henry A. Hay- 
ward, The Travelers; Lawrence. B. 
Pinckney, Berkshire Life. ; 
Abbie G. Glover is secretary of In- 
surance Library Association of Boston. 
* * * 


N. J. Agents Appoint Public 
Relations Counsel 

Apnointment of Kaylon Public Rela- 
tions, Inc., of Hackensack to serve as 
public relations counsel for the New Jer- 
sey Association of Insurance Agents, 
is announced by association President 
Harry G. Mather. Executives of the 
Kaylon firm are Kermit H. Kapner of 
Englewood, president, and Fred S. 
Muerer of Teaneck, vice president and 
treasurer 

A former newspaperman, Mr. Kapner 
was associated with the Bergen Eve- 
ning Record in Hackensack for seven 
years. He was real estate and business 
editor of the newspaper for three years. 

Mr. Muerer was public relations 
manager of the Westinghouse Televi- 
sion-Radio division in Metuchen prior 
to joining the Kaylon Agency. He was 
associated with the Westinghouse Elec- 
tric Corp. for two years. 


Harold G. Dono- 
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Hartford Group Shows 
Large Gains in 1954 


ASSETS AND SURPLUS HIGHER 





President Hullett Reports Satisfactory 
Underwriting and Investment Oper- 
ation During Year 





Assets and surplus of the Hartford 
Fire and Hartford Accident and Indem- 
nity, two leading members of the Hart- 
ford Fire Insurance Company Group, 
showed substantial gains in 1954.- On 
December 31 assets of the Hartford Fire 
were $422,234,394, compared to $368,- 
415,385 at the end of 1953. Surplus to 
policyholders was $240,481,893, up from 
$185,737,014. 

The Hartford 
had total assets at the 


Accident and Indemnity 
year end of 





j. C. HOLLETT 
$346,068,543 compared to $304,049,251 at 
the close of 1953 and surplus to policy- 
holders of $102,105,119 compared with 
$80,226,426, 

Premiums 
Fire last year were $145,089,074, against 


written by the Hartford 
$149,434,443 in 1953. Premiums earned 
for the two years were, respectively, 
$147,239,617 and $146,238, 526, For 1954 
the Hartford Fire had net underwriting 
income of $6,497,590 compared with $11,- 
284,011 in 1953. 
Hullett on 1954 Results 


President J. C. Hullett in his annual 
report to the stockholders commented in 
part as follows: 

“IT am pleased to tell you that the com- 
panies which comprise the Hartford Fire 
Insurance Group can report satisfactory 
underwriting and investment operations 
for 1954. 

“During the period the Hartford Fire 
earmed a so-called statutory underwrit- 
ing profit of $6,497,591 before Federal 
income taxes. The net investment gain 
was $11,746,688. This total gain from all 
operations—underwriting and investment 

—was $18,240,974 before taxes and $12,- 
720,467 after taxes. Assets of the com- 
pany which stood at $368,415,385 at the 
end of 1953 on December 31, 1954, were 
$422,234,394. Liabilities decreased $925,- 
809 to $181,752,501, leaving a surplus to 
policyholders at the close of 1954 ot 
$240,481,893 as compared with $185,737,- 
015 at the end of 1953. 

“The three hurricanes that swept the 
Eastern section of our country late in 
1954 left in their wake hundreds of mil- 
lions of dollars in damage and produced 
approximately 70,000 individual claims 
for our companies. I am glad to tell you 

(Continued on Page 30) 


Agents Ask Companies 
To Avoid Rate War 


NEW YORK STATE ASSN. ACTS 





Pres. Schwab Seeks Adherence to Basic 
Principles of Rate Making; Prior 
Rate Hearings Suggested 





President Arthur L. Schwab of the 
New York State Association of Insur- 
ance Agents has written the president 
of each company member of the New 
York Fire Insurance Rating Organiza- 
tion asking that companies take what- 
ever action may be possible to protect 
fire insurance rate making processes 
against development of any rate war 
in this state. The agents pledge their 
support to all efforts to maintain basic 
principles of proper rate making. 

As a result of the New York Insur- 
ance Department’s decisions in the 
North America and Allstate fire rate 
filing cases the agents’ association, says 
President Schwab, sees possibility of a 
“varietv of independent rate filings 
which in their variance could result in 
nothing other than a common rate war 
which would benefit neither the public 
nor the industry. 

Agents Stand With Companies 

“Consistent with the long record of 
support for stock insurance and_ the 
American Agency System, it is logical 
that we resist those who strike at the 
very basis of the success of stock insur- 
ance and the American Agency System. 
We believe that it is incontrovertible 
that the present successful status of the 
insurance business was only attained by 
the combined efforts of insurers and 
their agents, and we feel that we have 
stood together and alongside the mem- 
bers of NYFIRO in their action in the 
North America case. 

“While agents have never had the 
privilege or the responsibility for the 
making of rates, nevertheless it must be 
conceded that we are concerned with 
this vital function, affecting and accom- 
plishing as it does the price the public 
pays for its protection. Our concern is 
so great in fact that we now wonder 
whether corrective steps could be taken 
to preserve the long-established method 
of concerted rate-making which is the 
protective balance for both the public 
and the industry. 

Membership and Prior Hearings 

“Would it be possible to grant only 
full membership or subscribership to the 
rating organization? Could prior hear- 
ings be required on other than ordinary 
rate and policy changes filed with the 
Insurance Department? These, and 
other questions, should not be misin- 


PRITCHARD 


Springfield Group 
Shows Gains in 1954 


ASSETS AND SURPLUS HIGHER 





Small Decline in Net Premiums Written; 
Consolidated Assets $118,275,775 
and Surplus $42,489,554 


The Springfield Group of Insurance 
Companies has issued to stockholders a 
preliminary. summary of consolidated 
operations for 1954. Companies in the 
group include the Springfield Fire & 
Marine, New England Insurance Co. and 
Michigan Fire & Marine of Detroit. 

Net premiums written in 1954 were 
$50,302,639, a decrease of 5.75%. The 
unearned premium reserve on Decem- 
ber 31, 1954, was $50,701,116, a drop of 
5.10%. Net premiums earned last year 
were $53,029,842, practically even with 
1953. Consolidated admitted assets at 
the year-end were $118,275,775, an in- 
crease of $9,098,982 for the year, and 
consolidated surplus, including voluntary 
reserve, was $42,489,554, a gain of $10,- 
150,426, or over 31%. 

The group reported a statutory gain 
from underwriting of $943,101, about 
$200,000 under the 1953 figure. Including 
net income from investments the net gain 
from operations after Federal income 
tax was $2,797,894, about $70,000 above 
the 1953 figure. For losses and loss ad- 
justment costs incurred to premiums 
earned the ratio in 1954 was 57.8% 
against 56.4% in 1953. Underwriting ex- 
penses and taxes incurred to premiums 
written were 42.6% in 1954 against 41.1% 
in 1953. 





Excelsior Reports Gains 


In Surplus and Premiums 

The Excelsior Insurance Co. of Syra- 
cuse, N. Y., closed 1954 with assets of 
$3,066,579, a gain of 10%, and policy- 
holders’ surplus increased 9% to $1,450,- 
129. The unearned premium reserve 
was up nearly 9% to a new high of 
$1,400,117 President Forrest H. Wit- 
meyer told the annual meeting of stock- 
holders February 14. 

“At the same time gross premiums 
during 1954 were $2,397,762, an increase 
of 6.4% over the previous year; net 
premiums reached a new high of $1,314,- 
448, a gain of 1.96%, while earned pre- 
miums advanced 14.1% to $1,204,210,” 
said President Witmeyer. 





terpreted. We are not seeking to stifle 
proper rate and policy changes but we 
do sincerely feel that such changes 
should result from full and complete 
study, based upon full and complete 
data and directed to the benefit of the 
insuring public, without the internal and 
external displays of uncoordinated ac- 
tion which reflects so poorly upon an 
industry whose very foundation is based 
upon cooperative effort for the common 
good.” 
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Underwriters who buy their REINSURANCE wisely have 


~a great advantage over those who labor under the 
weight of a badly designed program. Wise buyers use 
our expert service. 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N. Y. 
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American Group’s 
Assets at New High 


LIKEWISE A RECORD SURPLUS 





President Vitt Cites Exceptional Under. 
writing Profits Up to Time of Three 
Severe Hurricanes 





The American Insurance Group’s ad- 
mitted assets were $173,506,748 at the 
close of 1954, an increase of $18,495,959 
over 1953, B. C. Vitt, president of the 
companes of the group states. Surplus 
increased $18,642,032 to reach $67,196,- 





B. Go Vite 


139. Each of these figures is a new 
record for the group as is the net in- 
vestment income for 1954 which stood 
at $4,722,791. Net premiums written for 
the year were $79,684,695. Underwriting 
profit was $286,481. 

Losses and loss adjustment expenses 
incurred were 60.3% of earned premiums 
—while other expenses, including com- 
missions to agents and brokers, totaled 

% of written premiums for an ag- 
gregate of 100.3%. In 1954 stockholders 
were = dividends in the amount of 
$2,400,000. 


finale Performance in 1954 


In commenting on the group’s per- 
formance and general conditions in the 
insurance industry, Mr. Vitt stated that 
the three hurricanes in the late summer 
and early fall practically nullified ex- 
ceptional underwriting profits which had 
accrued up to that time. The American, 
which serves its public through its pro- 
duction forces in each of the areas. af- 
fected by the three hurricanes, suffered 
net losses of approximately $4,200,000. 

Mr. Vitt pointed out that 1954 was a 
year of increased competition particu- 
larly from organizations which sell in- 
surance direct to the public rather than 
through the American Agency System. 
He stressed the fact that the local agent 
and broker offer a better product be- 
cause of personal service inherent in 
their performance, and stated that the 
producers and their allies, the agency- 
minded companies, must place a value 
on higher quality and then explore every 
avenue leading to the reduction of ex- 
penses until this superior product can 
be marketed at a proper differential. 

Mr. Vitt also emphasized the impor- 
tance of selling complete accounts of in- 
surance and indicated that the simplest 
way of approaching this task is throug sh 
aggressive promotion of such packaged 
protection as the Homeowners Policy. 
This permits producers to sell the so- 
called bread and butter lines and_ the 
relatively unexploited side lines of in- 
surance at the same time—with one sale, 
one billing, one collection and_ subse- 
quent savings all through the merchan- 
dising procedure. 
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Hickey Succeeds Mehorter as Head 
Of McDaniel @ Co. Agency in N.Y. 


Samuel A. Mehorter, one of the most 
popular figures in the insurance business 
in New York and well known nationally, 
retired February 15 as president of the 
New York City agency of McDaniel & 
Company, Inc., one of the largest produc- 
tion offices in the district. He will con- 
tinue as chairman of the board and ex- 
pects to be at the office on Gold Street 
almost daily. The new president is John 
D. Hickey, who has been vice president 
for years and also widely and favorably 
known in New York production circles. 

Other changes in the McDaniel & 
Company agency involve promotion of 
Robert C. Mehorter—son of Samuel A.— 
and of Raymond Andreasen to vice pres- 
idents. Alfred T. Young, who has been 
vice president in charge of accounts and 
also office manager, continues in those 
posts. 

“Sam” Mehorter Career 


“Sam” Mehorter, who has transferred 
the top executive responsibilities to Mr. 
Hickey in order to conserve his strength, 
is 62 years old. On October 1, 1954, 
he observed his 12th anniversary with 
McDaniel & Company. His insurance 
career started in 1912 following his col- 
lege days at the Wharton School of the 
University of Pennsylvania. His first 
job was with the Philadelphia Fire Un- 
derwriters Association under the tutelage 
of its secretary, Charles Hexamer, who 
died some years ago. Mr. Mehorter later 
joined the Schedule Rating Office of New 
Jersey under Atlee Brown, its manager 
at that time. 

His next insurance post was with the 
America Fore Group in 1918 as inspector 
and engineer, subsequently becoming 
special agent for the American Eagle in 
southern New Jersey. Six years later he 
affiliated with the North America Group 
as state agent for northern New Jersey. 

Career With Home Began in 1929 

Mr. Mehorter joined the Home of New 
York on November 1, 1929 as state agent 
for New Jersey. He was promoted to 
assistant manager of its metropolitan 
New York department and in 1936 was 
named assistant secretary of the com- 
pany in recognition of his demonstrated 
ability. In this capacity Mr. Mehorter 
divided his time between the home 
office and the Newark branch office. 

An important change in his business 
life came in the fall of 1942 when he 
was made a partner in McDaniel, 
Maeser & Co., which is now operated 
under the name of McDaniel & Co., Inc. 
The agency was incorporated in 1948 
with Mr. Mehorter as president and Mr. 
Hickey as vice president and secretary. 

In addition to being active in several 
fieldmen’s organizations and Masonic 
clubs Mr. Mehorter ‘has held many posis 
in Blue Goose, leading fire insurance 
fraternity. Besides rising to most loyal 
gander of New York City Pond ‘he 
became an officer of the Grand Nest and 
was elected most loyal gander 20 years 
ago. He still is a regular attendant at 
New York City Pond meetings. 

Hickey Expert Underwriter 


President Hickey is one of the best 
qualified underwriters in the New York 
area, with years of experience in the 
fire and allied line field. He has made 
a specialty of business interruption in- 
surance and feels that this field is far 
from being fully developed. With Mc- 
Daniel & Co. his duties have broadened 
beyond the underwriting field and he 
has an all-around knowledge of pro- 
duction. 

Born in West Hoboken, N. J., about 
62 years ago Mr. Hickey moved with 
his family at an early age to Brooklyn. 
There he got a high school education 
at the YMCA and later took college 
courses at New York University for two 
years, 

President Hickey entered insurance 
as a boy with the prominent marine 
agency of F. Herrmann & Co. at 37 


A. MEHORTER 


SAMUEL 


Wall Street. He was there for three 
years and in 1915 joined the Home In- 
surance Co. For the next 27 years he 
remained with the Home, serving in 
various capacities and rising to assistant 
manager of the local department. There 
he was associated with “Sam” Mehorter 
for several years. They both left to join 
McDaniel & Co. as partners in 1943 and 
when the agency was incorporated Mr. 
Hickey became vice president. 

Aside from his duties with the agency 
Mr. Hickey served on the rate com- 
mittee of the New York Fire Insurance 
Exchange for several years. At present 
he is a member of the New York Insur- 
ance Society, New York City Pond of 
Blue Goose, Economic Club and_ the 
Drug & Chemical Club. 

The principal companies represented 
by McDaniel & Co. for fire and auto- 
mobile lines are the Home, California, 
New York Underwriters, Milwaukee and 
Rochester American. Some other com- 
panies are also represented for inland 
and ocean marine business. 


Robert C. Mehorter 


Robert C. Mehorter, now vice presi- 
dent of the agency in charge of produc- 
tion and the loss department, is 33 years 
old. He joined the agency in 1951. A 
gri iduate of Washington & Lee Univ er- 
sity, he served from 1944 to 1946 in the 
U. S. Marine Corps with Pacific com- 
bat service in three major engagements. 
He holds the rank of captain in the 
Marine Corps Reserve. In 1947 ‘he en- 
tered the Home Indemnity insurance 
school for two years and in 1949 went 
to Memphis, Tenn., as special agent. 

The younger Mr. Mehorter is a vice 
president of the Young Men’s Board of 
Trade of New York; has served as an 
officer of the New York City Insur- 
ance Agents Association, holds the des- 
ignation of Chartered Property & Casu- 
alty Underwriter (CPCU) and_ has 
passed some of his examinations for the 
designation of Chartered Life Under- 
writer (CLU). 


Raymond Andreasen 


Mr. Andreasen, who is advanced from 
assistant secretary to vice president in 
charge of all underwriting, is 41 years 
of age. A native of Brooklyn ‘he en- 
tered insurance in 1930 with the Chester 
M. Cloud Agency which eventually be- 
came part of the present McDaniel & 
Co. agency. From 1941 to 1946 he served 
in the U. S. Army, seeing action in the 
North African and Italian campaigns, at- 
taining the rank of captain. He re- 
turned to the agency in 1946 and was 
made assistant secretary in 1950. 





Aetna Group Changes 
In Phila., Del. and N. J. 


AID MULTIPLE LINE BUSINESS 





McNutt Manager for All Lines in Phila- 
delphia; Olson Associate Mgr. There 
and Mer. for Other Territories 

Several changes in the supervision of 
the Philadelphia, suburban Philadelphia, 
Delaware and southern New Jersey 
territories of the Aetna Insurance Group 
are announced by President Clinton L. 
Allen. 

These changes are designed to inte- 
grate the Aetna’s efforts to expand its 
multiple line business in a more eco- 
nomical and efficient way. All fieldmen 
will be specialists in one major class or 
another, but all will be conversant with 
all phases of property insurance under- 
writing and charged with the respon- 
sibility for the production of business 
of all classes. 

C. J. McNutt, manager of the casu- 
alty branch office in Philadelphia since 
he joined the Aetna Group in Decem- 
ber, 1926, has been appointed man: iger 
for all lines of business—fire, marine 
and casualty—in the city of Philadelphia. 
He succeeds State Agent B. L. Gregory 
of the group’s fire companies, who was 
transferred to the reserve force on Feb- 
ruary 15 at his own request after 35 
years of service with the Aetna. Mr. 
Gregory has been a state agent in Phila- 
delphia since January, 1937. 

Olson’s Duties Enlarged 


Mr. McNutt, as multiple line manager 
for the Aetna’s increasing business in 
the city of Philadelphia, will devote his 
full time to that responsibility. State 
Agent John K. Olson has been appointed 


associate manager for all classes of 
business in the city of Philadelphia and 
manager for suburban Philadelphia, 
Delaware and southern New Jersey. 


Supervision of fire and allied lines in 
southern New Jersey is being trans- 
ferred at the same time from Newark 
to Philadelphia, where casualty and ma- 
rine business has long been supervised. 
Mr. Olson, who has been with the Aetna 
since February, 1946, served in Wilkes 
Barre before being transferred to Phila- 
delphia last October. 
Associated with Managers McNutt 
and Olson on a multiple line basis will 
be Marine Superintendent William R. 
Lichtenberger and State Agent Richard 
F. Morton, assisted by Special Agents 
John G, Frederick and James B. Cort- 
right for the city of Philadelphia. In 
the suburban Philadelphia, Delaware 
and southern New Jersey territory, 
Manager Olson will be assisted by State 
Agent Morton and Special Agents Mar- 
shall R. Markoe, John C. Kenyon, Gray 
D. Creighton and Paul Cameron. 
Assistant Casualty Manager David W. 
Coates will now have full supervision of 
the underwriting and processing of casu- 
alty business for the city of Philadel- 
phia, suburban Philadelphia, Harrisburg, 
Wilkes Barre, Delaware, Maryland, the 
District of Columbia and southern New 


Jersey. 


Superintendent. Lichtenberger will con- 
tinue to have full supervision of the 
underwriting and processing of marine 
business for the territories under Mana- 
gers McNutt and Olson. 





ATLAS ASSURANCE CHANGES 
New York Sieh Decoes Eastern 
Dept. With James Closs Manager; 
Three Regional Offices in U. S. 


Effective February 15 the official 
designation of the New York branch of 
the Atlas Assurance was changed to the 
Eastern department with headquarters 
continuing at 55 Fifth Avenue. James 
Closs, assistant manager of the New 
York branch for many years, has been 
advanced to manager of the Eastern de- 
partment. 

With this move all company opera- 
tions in the future will be handled by 
three regional offices, the Eastern de- 
partment under Mr. Closs in New York, 
the Western department under Mana- 













































Pearl-American Cos. 
Show Gains in 1954 


ASSETS AND SURPLUS RISE 





U. S. Manager Gallagher Reports Some 
Increase in Written and Earned 
Premiums; Loss Ratios Given 





Companies in the Pearl-American 
Group continued to expand their finan- 
cial strength in 1954, states United 
States Manager Vincent L. GaHagher. 
Assets of the Pearl Assurance on De- 








D’ Arlene Studios 


VINCENT L. GALLAGHER 
cember 31 reached a new high of 
$22,810,139. Those of the Monarch Fire 
reached $6,496,917 and those of the 
Eureka-Security $17,808,242. 

Mr. Gallagher stated this week there 
Was an aggregate increase in assets of 
over $3,000,000. Capital and surplus 
funds  (policyholders’ surplus) also 
showed substantial increases. Pearl's 
policyholders’ surplus was $8,772,992, up 
$924,788; Monarch’s policyholders’ sur- 
plus was $3,053,173, an increase’ of 
$562,375 over the previous year and the 
Eureka-Security’s policyholders’ surplus 
reached $6,442,833, up $1,165,464. 


Premiums and Losses 


The group’s net written premium in- 
come for 1954 was $20,316,984. This is a 
small increase over last year’s figures 
(after correction for a non-recurring re- 
insurance portfolio transaction). Earned 
premiums were $20,811,672, an increase 
of more than $1,000,000. The group fig- 
ures show an investment income (not 
including profits on sales) of $1,224,623. 

The impact of the hurricanes affected 
loss ratios as it did with most compa- 
nies. The group’s ratio of losses in- 
curred to premiums earned was 49.47%, 
Loss adjustment expenses were 5.10% 
for a total of 54.57% compared to 
53.30% in 1953. 

The ratio of 
incurred to premiums 
48.25% as compared to 46.76% 
vious year. 


While the 


underwriting expenses 
written was 
the pre- 


group has announced its 
intention of writing casualty business 
shortly, no casualty premiums as such 
were written in 1954. 

Cash and government securities held 
totaled $25,623,106 or 112% of unearned 
premium reserve. 





ger Frank L. Ludington, Chicago, and 
the Pacific Coast department under 
Manager Richard Orlob in San Fran- 
cisco. 

Nationwide responsibility for the 
company’s affairs will continue through 
the office of United States Manager C 
M. Gallagher, which becomes a_ sepa- 
rate controlling entity at New York and 
to which all three departmental offices 
will hereafter report their business. 
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Complete Pittsburgh 
Insurance Day Program 


WILL BE HELD ON MARCH 8 
Pa. Commissioner Smith, Pres. Neumann 
of NAIA Among Feature Speakers; 
Ten Forum Sessions Announced 

Francis R. Smith, Pennsylvania’s new 
Insurance Commissioner, and Joseph A. 
Neumann, Jamaica, N. Y., president of 
the National Association of Insurance 
Agents, will be featured speakers at 
Pittsburgh’s 29th annual Insurance Day. 
More than a thousand fire, casualty and 
life insurance agents and company offi- 
cials are expected to attend the all- 
day affair to be held in Hotel William 
Penn March 8. 

Past presidents of the Insurance Club 
of Pittsburgh, which sponsors the an- 
nual “I-Day,” will be honored guests at 
this year’s affair. The program will in- 
clude forums on claims, accident and 
health insurance, fire, casualty and in- 
land marine coverages, and fidelity and 
surety topics. 

Orville Tearney of Chicago, manager 
of the corporate insurance division, In- 
land Steel Corp., will be the principal 
speaker at an insurance buyers’ forum 
to be held during the afternoon. War- 
ren S. McKay, president of the Insur- 
ance Buyers of Pittsburgh, will conduct 
this forum. 

The “I-Day” activities will begin with 
breakfast at 8:30 a.m. The day will con- 
clude with dinner at 7 p.m., followed by 
entertainment featuring Jimmy Swan, 
nationally known humorist and Orlo M. 
3rees, the “Common-sense Philosopher.” 

The complete program for Pittsburgh 
Insurance Dav follows: 

8:30 am.—Breakfast, speaker, Ralph 
H. Alexander, Deputy Insurance Com- 
missioner. 

9:30 a.m.—Claims forum, chairman, 
John D. Stevenson, president Pittsburgh 
Surety Association; speaker, Fred A. 
McElroy, New York, assistant supervis- 
ing attorney, America Fore Insurance 
Group. 

9:30 a.m.—Agents forum, chairman, A. 
M. Battistini, assistant chairman pro- 
gram committee; speaker, J. C. O’Con- 
nor, Cincinnati, National Underwriter. 

10:15 a.m.—Accident and health forum, 
chairman, Dave Kelly, president, Pitts- 
burgh Association Accident & Health 
Underwriters; speaker, Wm. G. Cour- 
sey, Chicago, managing director, Inter- 
national Association A. & H. Under- 
writers. 

10:15 a.m.—Casualty forum—chairman, 
Richard Haskell, president, Pittsburgh 
Casualty Association; speaker, Raymond 
V. Alger, Hartford, assistant secretary. 
compensation and liability department, 
Travelers. 

11 a.m.—Fire forum, chairman, Joseph 
F. Cohen, president, Smoke and Cinder 
Club; speaker, B. B. Gracey, Hartford, 
vice president, Hartford Fire. 

11 a.m.—Boiler and machinery forum, 


chairman, C. A. Reid, Jr.. CPCU and 
CLU; speaker, Roger Williams, New 
York sunerintendent engineering de- 


partment, Commercial Union Group. 

12:15 p.m.—Luncheon, chairman, Paul 
J. Trimbur, president, Pittsburgh Asso- 
ciation Insurance Agents; speakers, Jo- 
seph A. Neumann and Francis R. Smith, 
Insurance Commissioner of Pennsyl- 
vania. 

2:15 p.m—Insurance buyers forum, 
chairman, Warren S. McKay, president, 
Pittsburgh Insurance Buyers; speaker. 
Orville Tearney, Chicago, corporate in- 
surance division, Inland Steel Corp. 

2:15 p.m—Inland marine forum, chair- 
man, M. H. Hankey, vice president, In- 
surance Club of Pittsburgh; speaker, 
Paul K. Mullen, Pittsburgh, secretary, 
National Union Companies. 

3:15 p.m.—Fidelity & Surety forum, 
chairman, Earl Winski, president, Pitts- 
burgh Surety Association; speaker, Al- 
bert J. Miller of New York, secretary, 
Fidelity & Casualty of New York. 

3:15 p.m —CPCU forum, moderator, 
Jay W. Gleason, CPCU; conducted by 
Allegheny Chapter; panel discussion, 
“Critical Examination of Risk.” 


Heads General Brokers’ 


Executive Committee 





GEORGE F. SULLIVAN 


George F. Sullivan has been reelected 
chairman of the executive committee of 
the General Brokers’ Association of 
New York. Jack A. Fink was named 
as vice chairman. 


WM. H. GILCHRIST DIES 

William H. Gilchrist, age 56, New 
York, suburban special agent since 1928 
for the North British Group, died in 
the Lawrence Hospital, Bronxville, N. 
Y., February 9, following an illness of 
about two months. 

Survivors are his wife, stepdaughter, 
mother and two brothers. 


OHIO FARMERS REPORTS GAIN 





Ohio Farmers’ Surplus Reached $10,280,- 
986; Assets $25,308,961; Indemnity 
Co. Shows Increases 
The 107th annual meeting of Ohio 
Farmers was held in LeRoy, February 
9. Due to the fact that the new home 
office building is in the course of con- 
struction, housing facilities were so lim- 
ited that it was impossible to hold the 
annual convention of Ohio Farmers 
agents which, in the past, has been 

scheduled at the same time. 

President C. D. McVay opened the 
meeting and briefly commented on the 
developments in the fire and casualty in- 
surance field. The financial and un- 
derwriting statements of the two Ohio 
Farmer Companies were read by J. C. 
Hiestand, vice president and secretary, 
and the following figures were reported: 

Surplus of Ohio Farmers Insurance 
Co. of December 31, 1954, was $10,- 
280,986, including a voluntary general 
reserve of $3,108,440, showing a gain of 
$2,168,914 over December 31, 1953. To- 
tal admitted assets as of the same date 
were $25,308,961, an increase of $3,128,- 
262. 

The annual statement of the Ohio 
Farmers Indemnity as of December 31, 
1954, showed a gain in surplus of 
$1,071,393, combined capital and surplus 
being $5,010,186. Admitted assets were 
$18,515,026, an increase of $3,348,169. 





BRADLEY AMERICAN SPECIAL 

The American Insurance Company an- 
ounces appointment of John T. Bradley 
as special agent in Los Angeles. He at- 
tended the University of Kansas and had 
three years’ service in the United States 
Army during World War II. He was 
with the Arizona Fire Rating Bureau for 
two years and recently was associated 
with a local agency. His office will be 
located in the Van Nuys Building, 210 
W. Seventh Street. 
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S. M. Bonney Treasurer 
Of Johnson & Higgins 


SHERWOOD M. BONNEY 


Sherwood M. Bonney has joined John- 
son & Higgins, international insurance 
brokers, in New York, as treasurer serv- 
ing under direction of C. R. Nash, fi- 
nancial vice president of the organiza- 
tion. 

Mr. Bonney had been associated with 
Sun Chemical Corp. since 1946, most re- 
cently as secretary-treasurer and a di- 
rector, and will continue to serve as a 
director. He is a trustee of American 
Irving Savings Bank in New York City. 
Prior to service as a Naval officer in 
World War II, Mr. Bonney had been 
with the New York Jaw firm of Dun- 
nington, Bartholow & Miller and before 
that with the tax department of Arthur 
Anderson & Co., accountants, in New 
York City. _ 

Born in Pen Argvl, Pa., Mr. Bonney 
attended Dickinson College and received 
his A.B. degree in 1931. Mr. Bonney 
matriculated at Harvard Law School and 
received his law degree in 1937. He also 
did post-graduate work in accounting at 
New York University and Columbia Uni 
versity. 





K. of C. Brokerage Course 

The Knights of Columbus Business 
School will accept registrations for an 
insurance brokerage course to begin 
March 2 in preparation for the State 
Examination to be held June 16. 

Now in its 36th year, the Knights o! 
Columbus conducts one of the oldest 
insurance brokerage courses in the city. 
One ‘hundred and forty classes have 
been completed with high over-all pass- 
ing averages of the students taking the 
course. 

Classes, held at the Henry Hudson 
Hotel, 353 West 57th Street, New York 
City, every Monday Wednesday and 
Friday from 6:30 to 9:30 p.m., are lim- 
ited to 50 students. 
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FIRE e AUTOMOBILE * MARINE 


and THE HOME INDEMNITY COMPANY 


Balance sheetof THE HOME INSURANCE COMPANY December 31, 1954 





















ADMITTED ASSETS LIABILITIES 
United States Government Bonds . . . $ 81,571,962.52 Reserve for Unearned Premiums . . . . $175,675,958.00 
Other Bonds . . . . . . . 6 « « © 94,561,406.92 Unpaid Losses and Loss Expenses . . .  43.281,009.63 
Preferred and Common Stocks. . . . . 199,039,024.72 Taxes Payable. . . . . «se ee 5,675,000.00 
Cash in Office. Banks and Trust Companies —_23,895.857.61 Reserves for Reinsurance . . . . . 1.810,986.40 
Investment in The Home Indemnity Dividends Declared. . . . . . . « ~ ~~ -2,000,000.00 
IS ot an se eG 20,031,763.00 Ener sHiGheNeGrs qed 6 os) ee eee 4,647,561.32 
SS be Sc ea ge 7,169,468.45 Total Liabilities. . . . . . «© » $233,090,515.35 
Agents’ Balances or Uncollected Premiums, Capital . 2 1. 1 ww we ew ee ~ _20,000,000.00 
less than 90 days due .... . . ~ 21.077,696.08 Surplus 2 6. 6 ee ew ee ee © + _199,512,217.57 
Other Admitted Assets ....... 5.255,553.62 Surplus as Regards Policyholders —. $219.512.217.57 
Total Admitted Assets . . . . . $452.602.732.92 Total . . 1 6 1 6 ee 6 «+ ~=—$452,602,732.92 





NOTE: Bonds carried at $5,936,585.11 amortized value and cash $82,500.00 in the above balance sheet are deposited as required by law. All securities have been 
valued in accordance with the requirements of the National Association of Insurance Commissioners. 
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ce Balance sheetof THE HOME INDEMNITY COMPANY December 31, 1954 
y- - 
e: ADMITTED ASSETS LIABILITIES 
‘ United States Government Bonds . . . $ 20,981,611.72 Reserve for Unearned Premiums. . . . $ 17,408,676.00 
: Other Bonds . ..... . « « « « 17,898,690.96 Unpaid Losses and Loss Expenses . . .  22,011,128.00 
Cidtineti-ead € Stock 14.322.398.00 ERORIP VEDIO 6 ss 4 we 8 eS ee 770,000.00 
th - tig ee ee eS ar Reserves for Reinsurance . ..... 52,606.00 
4s as in re Banks and enn Other Eiabiities:... <- 66s 6 6. 176,444.17 
7 sa? sy sy aigine 65 ee ea —,: Total Liabilities . . . . . . . $ 40,418,854.17 
Agents’ Balances or Uncollected Premiums, Capital 1.500.000.00 
a : ee nae aera ge) A) Ae. a) et Fal ate ,900,000.0¢ 
less than 90 days ake She ar ar ee 4,184,519.99 Surplus Fe alae x Ad 18.547.998.63 
Other Admitted Assets 1 She SOS 937,814.99 Surplus as Regards Policyholders . $ 20,047,998.63 
a Total Admitted Assets . . . . . $ 60.466,852.80 Total. ... « « « « « « © « « § 60:466852.80 
n NOTE: Bonds carried at $1,105,000.00 amortized value in the above balance sheet are deposited as required by law. All securities have been valued in aceord- 
ance with the requirements of the National Association of Insurance Commissioners. 
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Home 1954 Figures 


(Continued from Page 1) 


policyholders suffering damage to their 
property as a result of last year’s 
catastrophes.” On display in the com- 
pany’s report are a number of letters 
from agents and assureds commenting 
on the company’s service in expediting 
the processing of losses and claims. 


Home Indemnity Gains 

In his 
Home’s 
Indemnity. 


report Mr. Black cited the 
casualty subsidiary, the Home 
That company reported an 





BLACK 


increase in its assets, $60,446,853 in 
1954 as compared with $55,521,201 in 
1953, and in its policyholders’ surplus 
which amounted to $20,047,999 last year 
as compared with $14,513,554 in 1953. 

Net premiums earned by the Home 
Indemnity also showed a gain from 
$32,517,898 in 1953 to $32,840,080 in 
1954. The company’s underwriting oper- 
ations resulted in a profit of $900,729 
as compared with an underwriting loss 
of $1,807,861 in 1953. 

Interest and dividend income from 
investments in 1954 was $1,443,553 as 
compared with $1,419,632 the preceding 
vear. Net income from underwriting 
and investments, before Federal taxes, 
was $2,828,383 as compared with the 
1953 loss of $325,190. 

Consolidated Figures 

Consolidated assets of the Home and 


KENNETH E. 


Home Indemnity totaled $492,990,129 
in 1954 as compared with $437,985,020 
the previous year. Consolidated net in- 
come from underwriting and invest- 
ments, before provision for Federal 


taxes, was $12,398.416 as compared with 
$15,112,558 in 1953. 

Consolidated policyholders’ surplus of 
the Home and Home Indemnity in- 
creased to $219,512,218 in 1954. Net 
premiums earned in the twelve month 
period ending December 31, were $220,- 
092,326 as compared with $215,254,535 
in 1953. 

In concluding his 1954 statement to 
stockholders Mr. Black commented on 
the yew developments in electronics 
and automation and he stated that the 
Home is now undertaking an extensive 
study of electronics, “the application of 
automation to accounting, losses and 
underwriting operations, and the ways 
and means these new techniques could 
be used to effect a more efficient and 
economical conduct of our business.” 

He called attention to the fact that 
“with the introduction of new tools and 
techniques . . . the development of 
industry and commerce will proceed 
like a chain reaction, each successful 
enterprise sparking the next one in a 
vast succession of industrial and eco- 
Sasha achievements.” He concluded his 
report with the prediction that “with 
the expansion of commerce and indus- 
try will come increasing complex 
problems requiring new concepts of 
insurance.” 


Dallas Insurance Club 


uarters Burned Out 
The plush quarters of the Insurance 
Club of Dallas, on the mezzanine floor 
of the Adolphus Hotel, were wrecked by 
fire and an explosion about 5 p.m., Feb- 
ruary 11, that also caused extensive 
water and smoke damage to the hotel 
and led to the safe evacuation of some 
2,000 guests and visitors in the hotel. 
Estimated total damages range upward 
from $75,000, with the club’s loss placed 
at $20,000, all covered bv insurance. 
While no decision has been reached, 
club officials are considering a suggested 
plan to remodel the rooms when repairs 
are made. It is believed that this work 
will require about two months. 


Hartford Group 


(Continued from Page 26) 





that a large portion of these had been 
inspected, adjusted and paid by the end 
of 1954. We are gratified that our com- 
panies were able to play such an impor- 
tant part in alleviating the financial loss 
generated by these disasters. 

“Operations of the Hartford Accident 
and Indemnity showed material improve- 
ment. To quote President Wilson C. 
Jainsen, ‘Net premiums written by the 
company during 1954 amounted to $179,- 
937,695, which represents an increase in 
premium volume over 1953 of $5,038,603, 
or 2.88%. The small increase in pre- 
miums was largely a result of the highly 
competitive conditions in the casualty 
market. 

Total Gains 

“ ‘Statutory underw riting gain amounted 
to $12,755,022. The gain from invest- 
ments was $8,578,833, and there was a 
net loss in the other income accounts of 
$50,540. The total gain, before Federal 
income tax, was $21,283,365, and after 
Federal income tax was $12,782,288. Two 
consecutive years of underwriting gain 
are most welcome after some very lean 
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Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 




















years. 

“*The company has further strength- 
ened its reserve position by the volun- 
tary addition of $2,000,000 to statutory 
claim reserves 

“The ratio of expenses incurred to 
premiums written was 40.78%, as com- 
pared to 40.52% in 1953. The ratio of ex- 
penses incurred to premiums earned was 
41.70%, as compared to 41.90% in 1953. 
The ratio of losses incurred to premiums 
earned was 51.05%, as compared to 
54.20% in 1953.’ 


Investments 


“The 1954 investment income earned 
by the five wholly owned companies of 
the Hartford Fire Insurance Company 
Group (after deducting real estate taxes 
—real estate expenses and depreciation 
—investment expenses—and all inter- 
company dividends) showed an increase 
of about 13% over 1953. 

“During the year 1954 the Hartford 
Fire Group invested a total amount of 
$43,794,035, representing the excess of 
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security purchases over security Sales, 
The major portion of such net funds was 
invested in state, county and municipai 
bonds. Net purchases of United States 
government bonds included $8,488,403 ot 
United States Treasury Bills bought for 
temporar} y investment in the closing days 
of the year. The increase in investment 
income reflects principally the increased 
volume of invested assets and also to a 
lesser degree the larger dividend pay- 
ments on certain of the common stocks 
in our portfolio. 

“Net gain on sale of securities for 
these five companies for the calendar 
year 1954 amounted to $1,661,343 com- 
pared with a net loss of $24,467 for the 
previous year. 

“The market value, at December 31, 
1954, of the common stocks in the Hart- 
ford Fire Group, after eliminating sub- 
sidiary company holdings, represented 
an increase of $43,145,605 over the pre- 
vious year end and reflects net purchases 
in the sum of $7,769,195 and an apprecia- 
tion of $35,376,410. Total wage of 
common stocks were equal to 22.78% of 
total bonds and stocks and represented 
52.08% of total consolidated policyhold- 
ers’ surplus. Preferred and guaranteed 
stocks, also valued at market values pre- 
vailing at the year end, were equal to 
15.77% of total bonds and stocks at De- 
cember 31, 1954, and 17.47% at Decem- 
ber 31, 1953. Total holdings of bonds, 
valued at amortized book value, rep- 
resented 61.45% of total bonds and 
stocks at December 31, 1954, compared 
with 64.42% of the previous year end. 
The combined portfolios show _ total 
bonds, $364,062,509 and _ total stocks, 
$228,401,950 at end of 1954. 

Capital Increase 

"On February 25, 1954, the stockhold- 
ers voted to increase the capital of the 
company from $16,000,000 to $20,000,000 
by the declaration of a stock dividend, 
the payment. for which was made _ by 
transferring $4,000,000 from the surplus 
to the capital account. The former divi- 
dend rate of $3 per share has been main- 
tained on the 2,000,000 shares which now 
constitute the new capital structure. 

“The directors of the company are 
once more proposing that the capital 
be further increased—this time to $25,- 
000,000—again through the medium of a 
stock dividend of 500,000 shares—this 
also to be paid by the transfer of $5,- 
(00,000 from the surplus to the capital 
account of the company. If this recom- 
mendation of the directors is approved at 
the annual meeting on February 24, it 
is the intention of the board to make 
this stock dividend payable on April 2 
1955, to those who are stockholders P 
record of the company at the closing of 
its books on March 25, 1955. The di- 
rectors, however, reserve the right to 
change’ these dates if for any reason it 
becomes necessary or desirable to do so. 

“Provided this stock dividend is au- 
thorized—after its payment—it is our 
announced intention to continue thie 
cash dividend at the present rate ol 
$3 per share per annum upon the en- 
larged capital of the company if in thie 
judgment of the directors such dividends 
are warranted by the earnings of the 
company.” 
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Automobile Names 
Four as Secretaries 


THREE AS ASST. SECRETARIES 





New Secretaries Are Carlson, Criswell, 
Hausman and Wheeland; Burke, 
Enes, Levins, Asst. Secretaries 





The Automobile Insurance Co. of 
Hartford has promoted to post of secre- 
tary Carl P. Carlson, Robert W. Criswell, 
Herbert F. Hausman and William G. 
Wheeland. Edwin C. Burke, Pierce M. 
Enes and Peter J. Levins became as- 
sistant secretaries of the Automobile. 

Mr. Carlson joined the company at 
the home office in 1920 and three years 
later was transferred to the Newark 
office, later becoming first state agent 
in New Jersey. In 1948 he returned to 
the home office as agency superintend- 
ent and four year ago was named assis- 
tant secretary. 

Mr. Criswell joined the company in 
1929 and for a number of years su- 
pervised the company’s fire business in 
several states. In 1944 he was called to 
the home office as agency superintendent 
and the following year was named as- 
sistant secretary. 

Hausman and Wheeland 

Mr. Hausman has been connected with 
the company since 1923 and has had 
wide experience in fire underwriting 
work. In 1948 he was named agency 
superintendent and four years ago was 
appointed assistant secretary. 

Mr. Wheeland is a graduate of Armour 
Institute of Technology and has been 
with the company since 1939. He be- 
came fire state agent in Indiana in 1944 
and four years later went to the home 
office as agency superintendent, being 
named assistant secretary in 1952. 

New Assistant Secretaries 


Mr. Burke is a graduate of Syracuse 
University and joined the company as 
special agent at Rochester, N. Y., later 
becoming fire state agent in New Jer- 
sey. Last year ‘he was called to the 
home office as agency superintendent. 

Mr. Enes attended Trinity College and 
entered fire insurance in 1934. He joined 
the company in 1946, serving in the field 
and in 1953 becoming manager for south- 
eastern Michigan. He went to the home 
office as agency superintendent last year. 

Mr. Levins joined the company in 1927 
in the home office fire underwriting de- 
partment. In 1940 he. was assigned to 
field work and last year was recalled 
to the home office as general adjuster 
in the fire loss department. 





J. HARRISON HINES RETIRES 





His Brother, H. Faison Hines, Now 
Becomes Sole Manager, Southern 
Department of Crum & Forster 


J. Harrison Hines, joint manager of 
the Southern department of Crum & 
Forster, has retired under the com- 
pany’s plan with a background of serv- 
ice with the company of over 34 years. 
He began his career with Crum & 
Forster on January 1, 1921, and with 
his brother, H. Faison Hines, founded 
the Texas department. When the South- 
ern department of Crum & Forster was 
established in Atlanta, J. Harrison 
Hines and H. Faison Hines became joint 
managers 

H. Faison Hines now becomes mana- 
ger, with A. L. Sears, R. Nichols 
and J. M. Leake, assistant managers of 
the department. 

|. Harrison Hines entered insurance 
in 1902, served two terms as president 
of the South-Eastern Underwriters As- 
sociation and was a member of the ex- 
ecutive committee about 23 years. 


New York Board Hears 
Fire Marshal Scott 


Fire Marshal Martin Scott was the 
me aker at a special meeting of the New 
York Board of Fire Underwriters held 
February 14. He addressed the board 
relative to the duties, responsibilities and 
activities of the Fire Marshal’s office. 
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Economists are optimistic. They forecast a prosper- 
ous 1955, but below record levels. The year may not be 


a record one for economic activity, but it could well re- 


place 1954 as the second best year. 


"It's going to be another year of reasonably good 


business," they assert, 


"but not one in which it is safe to 


calculate that there is either going to be a big ‘up’ or a 


big 'down' of any significance." 


Careful planning and programming, now, will provide 


a profitable answer for the future months through judicious 


advertising. So before you commit your money to an 


advertising program, consult your company advertising 


manager. After all, he spends pretty much all of his time 


and quite a bit of his company's cash on advertising. He 


knows a lot about advertising generally and insurance ad- 


vertising particularly. 


He certainly knows the fundamental 


points to keep in mind if the advertising buyer is to get 


the most out of what he invests. 


Ask for your copy of our "Key to Agency Develop- 
ment" booklet to crystallize your thoughts as to sales 


objectives. Then consult our Advertising Department, 
150 William Street, New York 38, N. Y. 
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New President American 
Manufacturers Mutual 








KEMPER 





HATHAWAY G. 


Hathaway G. Kemper has been elected 
president of American Manufacturers 
Mutual, James Scott Kemper, chair- 
man, announces. Chairman Kemper pre- 
viously had held both offices but re- 
signed the presidency at a board meet 
ing in New York on February 8. 

American Manufacturers, the leading 
mutual fire insurance company in the 
Kemper group, operates under a char- 
ter granted March 29, 1837. It is one 
of the oldest insurance companies in the 
state of New York, originally being the 
Glen Cove Mutual, Glen Cove. 

Premiums (sales) increased since 1922 
from $140,000 to more than $11,000,000 
in 1954. Assets have increased from 
$500,000 to $17,000,000 in the same period. 
H. G. Kemper also is president of Lum- 
bermens Mutual Casualty, American Mo- 
torists and American Farmers Mutual, 
affiliated companies in the Kemper insur- 
ance group. 





Krueger New President 
Of Millers National 


At the annual meeting in Chicago of 
directors of the Millers National and 
Illinois Fire, W. S. Whitford was made 
chairman of the board, and Arthur A 
Krueger succeeded him as_ president 
Elmer A. Domke, vice president, also 
was made secretary, and John J. Woods 
was advanced to assistant secretary. All 
other officers were re-appointed. ; 

Mr. Krueger started in the insurance 
business in 1906 and recently celebrated 
49 years of service with the companies. 

George A. Kublin of Kansas City, Mo., 
was elected a director of both compa- 
nies to fill the vacancv created by the 
death of Jess B. Smith. 


National Expands Multiple 
Lines in New York Area 


William L. Bellmer, vice president of 
the National of Hartford Group, an- 
nounces plans for expanding the group’s 
multiple line operation in the New York 
metropolitan area. He will be assisted 
by John F. Coyne, assistant manager of 
the metropolitan office, and William M. 
Davison, secretary of the National of 
Hartford Group. 

Prior to their new assignments, Mr 
Coyne was special agent at Albany, 
N. Y., and Mr. Davison was associated 
with the group’s home office in Hartford. 
The National Group will continue to 
maintain its metropolitan office at 85 
John Street. 
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Hedenberg-MacBean Agency Installs 


First “Drivinsurance” in New Jersey 





Pictured at the “Drivinsurance” window of Hedenberg-MacBean Agency in Cran- 

ford, N. J. is (left to right) Cranford’s mayor, Fred Anderson; Roy H. MacBean, 

president of the firm; Arthur D. Warner, bookkeeper-cashier, and Edward L. Hed- 

enberg, agency vice president. The Mosler built window, while common to drive-in 
banks, is one of the first in the insurance agency field in the East. 


Two of the proudest local agents in 
New Jersey today are Roy H. Mac- 
Bean, president, and Edward L. Heden- 
berg, vice president, of the Hedenberg- 
MacBean Agency of 126 South Avenue 
East, Cranford, N. J., which held open 
house on February 4 and simultaneously 
inaugurated the first “Drivinsurance 
Agency” in New Jersey. A large num- 
ber of company representatives, other 
agents, and business leaders in Cranford 
inspected the fine new agency build- 
ing. 

One of the first of its kind in the 
country, the new agency building fea- 
tures the flush type drive-in window for 
the gonvenience of clients who, while 
remaining in their car, can pay premiums 
and transact minor matters such as 
transferring coverage to different cars, 
etc. For more detailed transactions, the 
customer can park his car in the agen- 
cy’s parking area and enter the main 
office through the parking area en- 
trance. 

The drive-in window facilities are de- 
signed to handle major items of insur- 
ance service, the selling of policies, 
and mainly to aid clients in transacting 
routine matters without having parking 
difficulties. 


Features of New Building 


The new building, opposite Cranford’s 
railroad station, is 36 feet wide and 60 
feet deep. Outer construction is brick 
and limestone with some use of glass 


block. The structure, completely air con- 
ditioned, has three private offices in 
addition to the large open office area 
on the ground floor, while in the base- 
ment are storage rooms for surplus 
records and supplies and a small lounge. 

Hedenberg-MacBean Agency had its 
beginning when Edward L. and Kath- 
leen M. Hedenberg founded their insur- 
ance business in 1917 with an office in 
their Cranford home. In 1940 they 
moved to a downtown office. Roy H. 
MacBean joined the firm in July, 1945, 
having left the Insurance Company of 
North America’s Newark office where he 
was a casualty special agent. Soon there- 
after the agency moved to another lo- 
cation in downtown Cranford. Mr. 
MacBean since has served in various 
positions with the County and State 
Association of Insurance Agents, and is 
a past president of the New Jersey 
Association of Insurance Agents. 

The new office is completely furnished 
with new metal furniture and_ several 
new items of equipment, including dicta- 
phones, photostat, and a_ built-in-fire- 
resistive safe cabinet with 5” x 8” draw- 
ers for storage of expirations and re- 
ceivable records and other valuable 
papers. 

In addition to Messrs. Hedenberg and 
MacBean, the firm consists of Win- 
field J. Kohler (also a former Insurance 
Company of North America employe) 
who has been with the agency since 
January, 1951, a bookkeeper-cashier, and 
four clerk-underwriters. 


Eastern Agents Issue 
Program for Meeting 


AT BALTIMORE MARCH 20-22 





Educational Session on Meeting Direct 
Writer Competition; Pres. Neumann 
of NAIA Will Speak 


J. Vernon Coblentz, chairman of the 
Eastern Agents Conference; E. Stuart 
Windsor, chairman of the convention 
committee of the conference, together 
with members William B. Athey, W. 
Kempton Crosby, Howard N. German, 
H. H. McFarlin and C. K. Oakley, have 
completed the program for the conven- 
tion to be held at the Lord Baltimore 
Hotel, Baltimore, Md., on March 20-22. 

The convention theme is “Better Serv- 
ice Through Increased Knowledge.” The 
Mondav, March 21, program will open 
at 8:15 am. with a breakfast for state 
association officers, executive secretaries 
and chairmen of state public relations 
comunittees. 

Later, there will be an _ educational 
session presided over by John J. Ma- 
guire, second vice chairman of the con- 
ference. Speakers and their subjects 
are: Robert E. Brown, Jr., assistant 
manager, advertising and publicity, Aetna 
Life Affiliated Companies, “How Adver- 
tising Can Help You to Meet Competi- 
tion”; Donald B. Sherwood, assistant 
general manager, National Board of Fire 
Underwriters, “Effect of Hurricane Loss- 
es on the Insurance Industry’; Archie 
M. Slawsby, member of the NAIA ex- 
ecutive committee, “Carry the War to 
the Direct Writers.” 


Tour of Annapolis and Fort McHenry 


There will be a tour of historic An- 
napolis and Fort McHenry, leaving the 
Hotel at 2 p.m. The reception, spon- 
sored by the America Fore Insurance 
Group, will run from 6 to 7 p.m., fol- 
lowed by the banquet and _ entertain- 
ment. 

The Tuesday morning session will 
open at 10:15 a.m. with Warren Bodwell, 
first vice chairman of the conference, 
There will be the reports followed by 
the second educational session at which 
the speakers will be: 

J. R. McWilliams, assistant manager, 
automobile division, National Bureau of 
Casualty Underwriters, “Meeting Direct 
Writer Competition”; Elmer J. Hey, sec- 
retary, Fidelity & Casualty, “Compre- 
hensive General Liability Insurance,” and 
Hugh D. Combs, executive vice president, 
United States Fidelity & Guaranty, 
“Casualty Losses.” 

Luncheon will be served at 1 p.m, 
after which the meeting will be closed 
by an address by Joseph A. Neumann, 
president of the National Association. 





Conference Officers and Committees 


Officers of the Eastern Agents Con- 
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ference and members of convention com- 
mittees are as follows: 

Officers: chairman, J. Vernon Coblentz, 
Frederick, Md.; first vice chairman, 
Warren Bodwell, Manchester, N. H.; 
second vice chairman, John J. Maguire, 
Philadelphia; treasurer, Arthur B. Fair, 
Natick, Mass.; secretary, Charles H. 
Frankenbach, Westfield, N. J. 

Convention Committee: chairman, E. 
Stuart Windsor; treasurer, C. K. Oakley; 
William B. Athey, W. Kempton Crosby, 
Howard N. German, H. H. McFarlin. 

Conference Committee: chairman, Mr, 
Windsor, Baltimore; Mr. Coblentz; Ken- 
neth W. Faunce, Boston; Mr. Franken- 
bach; Preston H. Hadley, Bellows Falls, 
Vt.; H. Earl Munz, Paterson, N. J.; Rus- 
sell M. L. Carson, Glens Falls, N. Y. 

Ladies Committee: chairman, Mrs. J, 
Vernon Coblentz; Mrs. Rodney J. 
Broosk, Jr. Mrs. Robert J. Thome, 
Mrs. Brian B. Kane, Mrs. Howard N. 
German, Mrs. Harrison M. Walters, Jr., 
Mrs. Morris B. Bassford, Mrs. Joseph 
D. Lazenby, Mrs. Philip Richebourg. 





Johnston Agency Marks 
Its 75th Anniversary 


James Johnston Agency, Inc., one of 
Rochester’s oldest and best known in- 
surance firms, celebrated its 75th anni- 
versary February 8 at the Genesee Val- 
ley Club, Rochester, N. Y. Austin F. 
arab, president, and all other officers 
were reelected. 

Among out-of-town guests were Wal- 
ter W. Allen, vice president, Home In- 
surance Co.;.Walter L. Falk, assistant 
U. S. manager, Royal-Liverpool Group; 
Alexander L. Ross, president, United 
States Fire; James M. Kelly, Jr., vice 
president, Federal Insurance Co., and 
Richard Freeman, Insurance Company 
of North America. 








- 
c sos 


oe | 


A Anversan 


1955 

















JOSEPH 
GOLUB 


AGENCY 


INSURANCE 
UNDERWRITERS 


SERVICING OUR BROKERS 
FOR A HALF CENTURY 


c mene | 
C —— | 























Qo. OO ee bt On STD 


m 5) 


> mo 


oe ae 








1 com- 


blentz, 
irman, 
: ee 
iguire, 
. Fair, 
eS 


an, E. 
akley; 
rosby, 
Farlin. 











February 18, 1955 











Page 33 











——= 


Byrne Appeals to United Nations 


On Restrictive Insurance Laws 


statement expressing the hope that no ance Committee, February 14, with op- 
further restrictions in the field of trans- position voiced by A. Herbert Nelson, 


The Transport and Communications 
Commission of United Nations, meeting 
currently in New York, has heard that 
evidence of the harmful effects of re- 
strictive insurance measures by several 
countries justifies further efforts to 
achieve freedom of marine insurance. 

John T. Byrne, chairman of the board 
of Talbot, Bird & Co., speaking for the 
International Chamber of Commerce, 
urged the United Nations Commission 
to keep the problem under review. Rep- 


resentatives of the International Mone- 
tary Fund and the U. S. Chamber of 





D’ Aquino Studivs 
JOHN T. BYRNE 


Commerce, as well as delegates to the 
Commission from the United Kingdom 
and the United States voiced an inter- 
est in the problem. 

Mr. Byrne, former president of the 
American Institute of Marine Under- 
writers, informed the Commission that 
“the discussion at both government and 
business levels has broadened the un- 
derstanding of the issues involved. De- 
spite these efforts, however, none of the 
existing restrictions ‘have been removed, 
and unfortunately several additional 
countries have imposed restrictions.” 

On the suggestion of the representa- 
tive of the United Kingdom, Sir Cyril 
Birchnell, supported by the representa- 
tive of the United States, Dr. George 
P. Baker, it was agreed that the report 
of the Commission should contain a 





Collins Fire-Marine Mer. 


For American-Associated 


Harry H. Collins has been appointed 
fire and marine manager at American- 
Associated Insurance Companies’ Des 
Moines branch office. He is rejoining 
American-Associated after a period of 
operating an insurance agency in In- 
diana. Previously he had served as fire 
and marine manager in the company’s 
Indianapolis branch office. 

Mr. Collins began his insurance ca- 
reer with Federated Hardware Mutuals 
in 1947, He joined the Fireman’s Fund 
Group in 1951 and covered southeast 
exas as a fire special agent. 





_ AMERICAN DIVIDEND 

Directors of the American Insurance 
Co. have declared a dividend of 65 cents 
a share on the stock of the company, 
Payable April 1 to stockholders of rec- 
ord at the close of business March 1. 


Hearing on New Minn. 


Standard Policy Bill fire policy is being blocked by “a local 
The first hearing on a proposed new insurance dynasty, consisting of a mere 
Minnesota fire insurance policy to take fyandful of men.” 


the place of the present Minnesota 


committees, Mr. Nelson charged that 
adoption of an adequate new standard 


“I have been told that a legislative 


policy was held by the Senate Insur-  j11 which would have secured benefits 


for all Minnesotans already has been 


port insurance would arise pending fuller former Minnesota Commissioner, He killed before it was presented to the 
consideration of the subject by the con- asked that he be heard by the commit- legislature and that a watered-down 
tracting parties of the General Agree- tee and also by the House Insurance version has been substituted in its 


ment on Tariffs and Trade (GATT) and Committee. 
by the International Monetary Fund. 


In letters to the chairmen of the two “The big question is why?” 


place,” the former Commissioner said. 
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313 Large Fires in 
U.S., Canada in 1954 


IN EXCESS OF $250,000 EACH 





New Record Compares With Old High 
of 302 in 1951; Mercantile, Warehouse, 
Transportation Classes Increase 





North America last year experiericed 
more “large loss” fires—those in excses 
of $250,000 loss each—than ever before. 
There were 313 big fires in the United 
States and Canada in 1954 the National 
Fire Protection Association reports in 
its annual “large loss” fire study. The 
report appears in the current NFPA 
Quarterly Magazine. 

These fires destroyed a total of $202,- 
360,000 worth of property—down $72,- 
000,000 from the 1953 total big fire loss, 
which was the highest ever. The new 
record number, 313, compares with the 
previous high of 302 in 1951; there were 
293 large loss fires in the record dollar- 
loss year of 1953. 

The NFPA said that last year’s large 
loss fires represented less than one-half 
of 1% of the total number of fires in 
the United States and Canada, but still 
accounted for 20% of the total property 
destroyed. These fires also caused a to- 
tal of 408 deaths as compared to 336 in 
the previous year. 


Rise in Three Classifications 


Most of the increase in the number 
of large loss fires occurred in these 
classifications: mercantile, 54 compared 
to 29 in 1953; warehouses and other 
storage areas, 54, an increase of four; 
transportation, 57 as opposed to 39 last 
year. 

An encouraging note was the 30% de- 
crease in the number of manufacturing 
fires, down to 75 from 105 in 1953. 
This is the lowest in five years and, 
according to the NFPA, “may possibly 
indicate an increased awareness on the 
part of industrial mz inagement of the 
importance of fire safety” following the 
disastrous experience of 

Of the past year’s 313 large loss fires, 
247 were buildings, the rest aircraft and 
ships. Canada’s building fire total was 
36, a jump of 10 over the previous year. 
There were 211 large loss building fires 
in the United States. New York topped 
the list with 22, Ohio was next with 14, 
New Jersey and North Carolina both 
12, Texas 11, and California 10. 

The NFPA. stated that in 70% of the 
building fires, delayed discovery could 
be blamed for a major portion of the 


damage. In 156 of these properties, 
there were no watchmen; and in 18 
more, only substandard watchman serv- 


ice. 
Need for Adequate Sprinkler System 


Also, unsprinklered buildings figured 
in 216 of the big fires and the NFPA 
emphasized, “would not have occurred 
had the buildings been completely pro- 
tected by a properly installed and main- 
tained sprinkler system.” 

Other major factors brought out in 
the study as contributing to 1954’s big 
fires were: excessively large areas in 
214 building fires; absence of fire divi- 
sion walls, 145 instances; open  stair- 
ways up which flames spread, 73 in- 
stances; also open elevator shafts (33), 
non-firestopped ceiling spaces (18), non- 


firestopped walls, (18), and large un- 
divided attics (16). 
Most disastrous “big” fire of the year 


was the explosion aboard the aircraft 
carrier U.S.S. Bennington, which killed 
106 and injured 119. 

The largest single fire, excluding air- 
craft fires, occurred in Pekin, Ill., when 
a group of whiskey warehouses burned, 
killing six fire fighters and destroying 
91,000 barrels of whiskey. Lightning 
was the cause and total loss amounted 


to $7,100,000. 





EMMCO EARNINGS RISE 
Consolidated net earnings of the 
Emmco Insurance Co., subsidiary of As- 
sociates Investment Co. of South Bend, 
Ind., in 1954, were $5,470,728, compared 
to $3,556,807 in 1953. 


AFIA Appoints McDonnell 
Manager Sao Paulo Branch 


Thomas J. McDonnell, former mana- 
ger of AFIA’s Cairo branch in Egypt, 
has been appointed manager for the Sao 
Paulo branch of the American Foreign 
Insurance Association in Brazil. He re- 
places James A. Morone who was re- 
cently promoted to supervisor for Brazil 
with head office in Rio de Janeiro. Also 
recently appointed as manager of the 
Rio office was Thomas Hauff who for- 
merly had been manager of AFIA’s 
Okinawa office. 

The second largest city in Brazil and 
third in Latin America, Sao Paulo is 
also known as “the fastest growing city 
in the world’”—from a 70,000 population 
in 1890 to over 2,500,000 in 1954. Today, 
the city is the most important Latin 
American industrial center. 

Mr. McDonnell, who has also served 
in the Far East for the AFIA, will su- 
pervise operations of the Home Insur- 
ance Co., Great American, Uniao Brazil- 
eira Companhia de Seguros Gerais and 
the Companhia Imobiliaria Fianaceira 
Americana in the territory of the Sao 
Paulo branch. Other Brazilian branch 
offices of AFIA are in Belo Horizonte, 
Porto Alegre and Santos with numerous 
agencies throughout the country. 





Law Institute Short 


Course on Cargo Claims 
Prosecution and defense of typical 
claims for cargo loss and damage in car- 
riage of goods by sea is the subject of a 
six-lecture program announced by the 
Practising Law Institute. The series, to 
be held at the New York County Law- 


yers’ Association, 14 Vesey Street, on 
successive Friday evenings beginning 


February 25, considers the practical and 
legal aspects from the viewpoint of ship- 
per and carrier. 

Under the chairmanship of Nicholas 
J. Healy, III, of Nelson, Healy, Baillie 
& Burke, the sessions will deal with the 
initial handling of claims, instituting suit, 
preparing for trial, damages and meth- 
ods of proof, and current problems of 
the shipper and carrier. Registration 
fees and program details may be ob- 
tained from the Practising Law Insti- 
tute, 20 Vesey Street. 





IBM Names Park, Roehm 


International Business Machines Cor- 
poration has announced appointments 
of John K. Park as a special representa- 
tive in its fire and casualty insurance 
department, and Richard M. Roehm as a 
special representative in the life insur- 


ance department. Both were formerly 
on the staff of the company’s EDPM 
(electronic data processing machines) 


product planning department. They will 
make their headquarters in New York. 

Mr. Park joined IBM in 1940 in Kan- 
sas City, Mo. Mr. Roehm joined the 
company in 1950. He is an alumnus of 
the California Institute of Technology 
and the Stanford Graduate School of 
Business. 


MANUAL FOR DEPT. STORES 





Includes Chapters on Many Types of 
Coverage for Retail Stores; Commit- 
tee Members Preparing Study 

The Insurance Manual for Departmen- 
tized Stores has just been published by 
the Controllers’ Congress of the Na- 
tional Retail Dry Goods Association in 
New York City. 

The new manual, which has been in 
preparation in for over four years, was 
written, compiled and edited under guid- 
ance of the Controllers’ Congress insur- 
ance committee. It includes chapters on 
planning an insurance program, pension 
planning, fire insurance and allied lines, 
use and occupancy, workmen’s compen- 
cation, general liability, automobile, 
crime risks insurance, boiler and ma- 
chinery, group insurance for employes 
and miscellaneous types of coverage. 

Raymond F. Copes, general manager 
of the Controllers’ Congress has de- 
scribed the new NRDGA publication as 
“invaluable to stores, insurance compa- 
nies and anyone whose work includes 
some type of retail insurance. 

The Controllers’ Congress insurance 
committee responsible for publication 
of the new study is composed of the 
following: 

Hugo Kuechenmeister, vice president, 
Ed Schuster & Company, Inc., Milwau- 
kee, chairman; Robert D. Collins, part- 
ner, G. Gailson Terriberry Co., New 
York City; Charles S. Cooper, fidelity 
manager, National Surety Corp., New 
York City; Robert M. Dewey, executive 
vice president, Associated Reciprocal Ex- 
changes, Port Chester, N. Y.: Paul E. 
Doherty, assistant vice president, Liberty 
Mutual, New York City; G. Warfield 
Hobbs, vice president, National City 
Bank, New York City; George P. Mit- 
chell, controller, Higbee Company, Cleve- 
land; Dwight W. Sleeper, chief consult- 
ant, Insurance Buyers Council, Har- 
wichport, Mass.; Winston M. Tripp, 
controller, Albert Steger Co., Springfield, 
Mass. 


Mich. Approves Change 
In Dry-Cleaners’ Risks 


In the wake of a recent hearing, Com- 
missioner Joseph A. Navarre of the 
Michigan Department has formally ap- 
proved a modification of the marine defi- 
nition to permit writing fire coverage 
of dry cleaners’ furniture, fixtures and 
machinery in a package policy with cus- 
tomers’ goods. 

The Commissioner emphasized that an 
endorsement must be made on the pol- 
icy of the existing rates on regulated 
lines included in the package in order 
that an experience record shall be kept. 

Central Mutual of Van Wert, O., had 
sought permission to write such cover- 
age following action of the state dry 
cleaners’ association in abandoning a plan 
for utilization of London Lloyd’s to 
handle this type of insurance. Opposi- 
tion to the package policy was voiced 
at the hearing by Inland Marine Un- 
derwriters Association and the Michigan 
Association of Insurance Agents and the 
Commissioner indicated sanctioning of 
the plan would be more or less of an 
experiment. 
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Booklet for Producers on 


Aircraft Mfrs. Liability 


A new booklet, entitled “Legal Lia- 
bility of Manufacturers and Repairers of 
Aircraft and Aircraft Components for 
Damages to Third Parties,” has been re- 
leased by United States Aviation Un- 
derwriters, Inc., managers of the USAIG 
and is now available to agents and bro- 
kers as well as their clients. 

The 20-page booklet was designed 
to give concrete evidence of a manu- 
facturer’s liability in connection with the 
use of his product, whether he be an 
aircraft or aircraft engine manufacturer 
or the fabricator of any one of the 
thousand and one items that go into an 
airplane, obtained from sub-contractors. 
As the booklet indicates, liability is not 
confined to commercial aircraft but may 
arise out of product failures in both 
private and military operations. 

In addition to information on such 
subjects as extent of liability, classifica- 
tion of claims and basis of claims, the 
booklet cites cases involving air frame 
manufacturers, makers of aircraft compo- 
nents, repairers of aircraft and many 
others. Ending with the general subject 
of damages, the booklet covers a timely 
subject, very much in the forefront of 
aviation industry thinking at the moment. 





THOM W. HENDERSON DIES 

Thom W. Henderson, Sr., 62 years ot! 
age, president of one of the oldest agen- 
cies in Norfolk, Va., died January 30 in 
a Baltimore hospital. He was head of 
the Henderson & Phillips, Inc. agency, 
president of the Norfolk Association ot 
Insurance Agents and a past president 
of the Virginia Association. He was a 
president of the Norfolk Community 
Fund and later president of the Council 
of Social Agencies. Mr. Henderson was 
also on the board of directors of the 
Community Chest. 
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N. Y. Bill to Limit 
Defense of Companies 


ON FAILURE TO GIVE NOTICE 





Greater New York Brokers’ Assn. Says 
Time Limit Is Not Vital Unless Delay 
Prejudices Insurer’s Rights 





Legislation aimed at limiting an insur- 
ance company’s defense in some cases 
where an assured fails to give notice of 
an accident or an occurrence, has been 
introduced in the New York Senate by 
Senator Sorin. 

Sponsored by the Greater New York 
Insurance Brokers’ Association, the bill 
would amend Section 167 of the Insur- 
ance Law, and would require as a stand- 
ard provision in a liability insurance 
policy or contract that any claim under 
the policv or contract would not be 
invalidated simply because of the failure 
of an assured to give notice of the 
accident or occurrence, unless this failure 
“unduly prejudiced the rights of the 
insurer.” 


Provisions of Amendment 


This amendment would strike from 
liability policies and the insurance law 
the automatic right of an insurance 
carrier to disclaim for failure of an as- 
sured to give notice “as soon as prac- 
ticable” after the accident or occurrence. 
Joseph Klepper, president of the asso- 
ciation, explained. Often, he said, as- 
sureds fail to give notice because they 
do not believe that the accident or oc- 
currence will give rise to a claim. Later, 
however, when a claim does materialize, 
they find themselves without coverage, 
he said. 

In sponsoring this measure, Mr. Klep- 
per said, “we are in no way trying to 
destroy the rights of the insurance com- 
panies. Our motive,” he said, “is to pre- 
vent the repetition of situations where 
assureds lose the protection of their 
policies by these disclaimers even though 
the insurance company would have suf- 
fered no loss of rights had it assumed 
its proper role in the defense of the 
claim.” 

Mortimer L. Nathanson, chairman of 
the association’s legislative committee, 
who aided in drafting the proposal, re- 
vealed that the story behind it is a 
recent decision by the New York Su- 
preme Court. While the court ruled that 
the insurance carrier was perfectly with- 
in its rights to deny liability, since the 
assured had delayed notice of an auto- 
mobile accident for approximately four 
and one-half months, it also declared 
quite forcibly that the default was 
“wholly technical,” Mr. Nathanson pointed 
out. 





Iowa Governor Backs 
Retaliatory Tax Bill 


Possibility of a retaliatory insurance 
tax law in Iowa is seen as a result of 
the budget message delivered by Gov- 
ernor Leo Hoegh to the Iowa legisla- 
ture. The governor stated in his mes- 
sage that the Iowa Insurance Depart- 
ment could increase state revenue by 
$000,000 a year and he would authorize 
the Department to meet with legislative 
leaders to draft proposed bills. 

lowa Insurance Commissioner Charles 
R. Fischer pointed out that the governor 
was figuring on a retaliatory tax bill 
requiring foreign insurance companies 
to pay the same premium tax in Iowa as 
charged against Iowa companies operat- 
ing in their home state. The present 
lowa premium tax is 2% while some 
States charge as high as 6%. Fischer 
said such a bill would bring in approxi- 
mately $500,000 a year. 

The rest of the additional revenue 
would come from assessing the premium 
tax on fraternal societies and from sev- 
eral changes in the state securities law. 
The Senate ways and means committee 
has already reported out the fraternal 
Society tax bill which would include the 
premium tax on all new business written 
alter July 1 of this year. The bill is 
now on the Senate calendar. 


St. Paul F. & M. Changes 
At Columbus Field Office 


The St. Paul Fire and Marine has 
made several changes in its Columbus, 
Ohio, field office. Homer Rubrecht, state 
agent, who ‘has been responsible for the 
southern Ohio territory, will devote his 
time to field activities in Columbus and 
Franklin County, and will continue in 
charge of the service office in Columbus. 

Karl Krug, Jr. has been advanced from 
special agent to state agent and will be 
responsible for the territory formerly 
under Mr. Rubrecht’s direction. He will 
be assisted by Harold E. Horner as spe- 
cial agent who joined the company Feb- 
ruary 1 and who is familiar with much 
of the Columbus field because of previ- 
ous experience in that territory. 

The Saint Paul-Mercury Indemnity 
also announces appointment of W. S. 
Rix as special agent for the bond de- 
partment with headquarters at the Kan- 
sis City office. 





OLIVER BLASE AGENCY MOVES 

The Oliver Blase Agency in St. Louis 
is moving into enlarged quarters in 
Suite 830-832 of the Pierce Building. 
Clyde H. Scott, secretary of the Insur- 
ance Brokers Association of St. Louis 
and editor of “The Broker’s Bulletin,” 
has recently become an associate of the 
Blase agency. 


EDMONDSON NAMED MANAGER 





Heads New Fire and Marine Department 
of American-Associated Insurance 
Companies at New Orleans 

Milton E. Moore, resident vice presi- 
dent for American-Associated Insurance 
Companies at New Orleans, announces 
appointment of David A. Edmondson as 
fire and marine manager. Mr. Edmond- 
son, who has already taken over his new 
dut ies, will supervise the companies’ 
newly established fire and marine depart- 
ment which will provide underwriting 
and claims service facilities to Louisi- 
ana agents and brokers in connection 
with general fire lines and personal in- 
land marine coverages. 

Although a native of Ohio, Mr. Ed- 
mondson has been a resident of New 
Orleans for most of his life. He attend- 
ed local public schools there and received 
his engineering degree from Louisiana 
State University in 1941. He entered the 
insurance business as a rating engineer 
with the Louisiana Rating and Fire Pre- 
vention Bureau. In this capacity he 
traveled throughout the state doing in- 
spection and rating work and preparing 
underwriting reports on special hazard 
risks. 

After seven years with the Bureau he 
joined the America Fore Group as a 
special agant and fire underwriter. He 
has left this position to join American- 
Associated. 
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Things every Insurance Buyer should know—No. 73 


“Middleman” 
“lo Guy Tusurance 


We believe that the services of a carefully chosen, independent pro- 
fessional—an agent or broker—are indispensable when buying your 
property and liability protection. Here are a few reasons— 


V The insurance agent or broker usually knows his 
clients personally and is therefore in the best position 
to evaluate their individual insurance requirements, 
His services are not restricted to office hours; whenever 
you need him, and under whatever circumstances, he 


V Because he is not limited to a single company, the in- 
dependent insurance agent or broker is familiar with 
the products of many companies and can select the 
company and policy that best fits your particular 


y¥ If there should ever be a difference of opinion between 
you and your insurance company, your insurance agent 
or broker represents your interests in settling the 


In our 113 years’ experience, we have found that there is no ade- 
quate substitute for a competent. independent agent or broker in 
securing insurance protection to meet your needs and in assisting 
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Aetna Group Opens New 
St. Louis Service Office 


Open house prevailed at the Aetna 
Insurance Group’s new fire, marine and 
casualty service office, 124 Pierce Build- 
ing, St. Louis, on February 8. This also 
marked the 125th anniversary of agency 
represent ition in Missouri and in recog- 
nition of this fact Vice President Rush 
W. Carter accompanied by Assistant 
Western _Department Managers L 
Stoehr, Frank W hipple and F. B. W reaks 
went to St. Louis to participate in the 
er of visitors to the open house. 

H. Crandall is St. Louis manager 
ia the Aetna Group, T. T. Lilly is state 
agent, M. E. Palm marine superintend- 
ent, E. C. Burns casualty supervisor, D 
J. Kloppman special agent, V. T. Kelly 
staff adjuster and Mike Behrens also is 
a special agent. 

It was early in 1830 that a Christian 
Saunders was appointed as the first 
agent of the Aetna Insurance Co. in St 
Louis. He is believed to have been the 
first agent in this territory named to 
represent any insurance company west 
of the Mississippi River. Mr. Saunders 
was appointed by Joseph Morgan. 





Trinity, Universal, Dallas, 
Declares Stock Dividend 


Stockholders of the Trinity Universal, 
Dallas, have declared a 3314% stock divi- 
dend of $500,000, thereby raising the 
capital to $2,000,000, and have increased 
the annual cash dividend to a rate of 
$1.60 as compared with $1 previously, 
according to an announcement by Ed- 
ward T. Harrison, board chairman, Janu- 
ary 29, 

Gordon S. Yeargan, president, reported 
company assets at the end of 1954 as 
$30,782,777, surplus of $11,599,642 and an 
increase of about 8%, or $1,150,000, in 
written premiums. 

Security National, wholly owned sub- 
sidiary, has increased its capital from 


$500,000 to $1,000,000, Mr. Yeargan added. 





10% of Mass. Legislators 


. 
In Insurance Business 

Nearly 10% of members of the Massa- 
chusetts Legislature are in the insurance 
business, a recent survey reveals. Of the 
240 members of the House of Represen- 
tatives, 21 are licensed brokers, agents 
or adjusters for insurance companies, 
and five more have applied to become 
insurance brokers. In the 40-member 
Senate, two are insurance men. 
Actually the survey shows, there are 
more than this number who get a large 
part of their income through insurance 
companies. Many of the 60 or more 
lawyers in the legislature devote part ot 
their legal practice to handling work 
either for insureds or for insurance 
companies. 





Central Mutual Reports 
Gains Made During 1954 


“Taking everything into consideration, 
1954, was a satisfactory year for the 
Central,” reports L. G. Purmort, presi- 
dent of Central Mutual of Van Wert, 
Ohio. 

“In spite of hurricanes Carol, Edna 
and Hazel, the Central had net income 
of $4,196,019, which enables up to pay 
dividends to policyholders amounting to 
$3,182,481. While our automobile physi- 
cal damage premiums showed about a 
14% decrease, the increase in fire, ex- 
tended coverage, plate glass, burglary 
and inland marine premiums was enough 
to give the company a tot il net pre- 
mium income of $20,439,698, which is an 
increase of more than 6% over 1953. In- 
vestment income amounted to more than 
$1,000,000 for the first time in the com- 
pany’s history.” 

Total admitted assets of the Central 
on December 31, 1954, rose to $40,818,058, 
an increase of over four million dollars. 
Surplus to policyholders increased by 
over a million and a half dollars to 


$12,124,351. 
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Rights of Hull, Cargo in Collision 
Under Laws of U. S. and England 


By SHetpon A. VocEL 
Bigham, Englar, Jones & Houston 


Sheldon A. Vogel, New York attorney and associated wtih the marine insurance and 
admiralty law firm of Bigham, Englar, Jones & Houston, recently adressed members 
of the newly formed ocean marine forum group on hull and cargo aspects of the “both- 
to-blame” collision clause. He traced the historical development of present day rights and 
cited leading court decisions. His summary of this important subject follows mn two 


parts: 
Part II 


For purposes of illustrating the com- 
putation of damages under various 
rules and laws, let us assume the facts 
in the case of the Kaiser Wilhelm II, 
3 HLR 615, which has mistakenly been 
often cited by proponents of propor- 
tionate fault as an example of the in- 
equities of the division of damages rule. 
In this case a liner heard a freighter’s 
fog signals on the starboard bow and 
stopped her engines (she then had 
seven knots of way). 

Upon hearing two-blast fog signals 
she imprudently ordered her engines 
slow ahead and then half ahead (half 
ahead would in time work up to 18 
knots). then she sighted the freighter 
close aboard and, in desperation, or- 
dered hard left rudder and full ahead. 

The freighter’s sole fault was in 
blowing two-blast fog signals while still 
in fact carrying about one-half knot of 
way. She had lost steerageway; the 
officer of the watch found no ripples 
being formed at the waterline, and he 
and his captain believed their ship had 
run off her original three knots. Both 
vessels were held equally to blame be- 
cause “the fault of each vessel being 
the breach of a regulation so important 
as to be observed in the interests of 
navigation generally, it is not possible 
to establish different degrees of fault.” 

Since both vessels were to blame, al- 
beit the freighter only for an infraction 
of the rules of the road, damages were 
divided equally under the rule in Eng- 
land at that time (1915). If it be assumed 
that cargo was on board one vessel the 
damages in England would have been 
divided as follows: 


Damages to Vessel and Cargo 


INH 2checnsanee $100,000 
CARS. .cas5sy ss 20,000 
B 
MM cucseos ace $ 50,000 


(1) B would pay to A one-half the 
difference of their damages, viz., $25,000. 

(2) B would pay to cargo on A one- 
half of its damages, viz., $10,000, and B 
could not obtain contribution from A 
with respect to this amount. Thus, B 
has a net loss of $50,000 plus $25,000 
plus $10,000, or $85,000, and A has a net 
loss of $100,000 less $25,000, or $75,000. 

In the U. S. at that time (1915), dam- 
ages would be computed as follows: 

(1) B would pay to cargo its damages 
in full and would then, in dividing dam- 
ages with A, add $20,000 to its hull dam- 
age, thus paying to A one-half of $30,000, 
or $15,000. B thus has a net loss of 
$65,000 and A_ of $100,000, less $15,000 
received from B, or $85,000. 

“Both-to-Blame” Clause 

To remedy what they considered the 
injustice of the rule of the Chattahoochee, 
shipowners in the U. S. some 35 years 
later began to insert in their bills of 
lading the “both-to-blame” clause, which 
essentially requires the cargo owner sus- 
taining loss in a both-to-blame collision 
to indemnify the carrier against loss or 


liabilitv to the non-carrying ship insofar 
as the loss represents amounts recovered 
from the non-carrier from the carrying 
ship under the rule of the Chattahoo- 
chee. Thus, cargo interests in the U. S. 
wauld be required in the above illustra- 
tion to contribute to Vessel A the sum 
of $10,000. 

During the early part of the 20th 
century there was great agitation for an 
international convention to unify the 
collision law of the sea. This resulted 
in the Convention of 1910 adopting the 
law of proportionate fault and specific- 
ally limited cargo to recovery from 
either vessel only in proportion to the 
fault attributed to the vessel, which rules 
England adopted in the Maritime Con- 
vention Act of 1911. If the facts in the 
Kaiser Wilhelm were to be considered 
by a court following the rules of the 
convention, negligence perhaps would be 
apportioned on a 90/10 basis and the 
following adjustments would result: 

(1) Assuming Vessel A is 90% to blame, 
it would recover from B only 10% of 
its damage, viz., $10,000, and would pay 
to Vessel B the sum of $45,000 (90%), 
leaving a net loss to A of $100,000 plus 
$45,000 less $10,000, or $135,000. 

(2) Vessel B would pay to cargo on 
A $2,000 or 10% of $20,000, but would 
recover from A_ $45,000. Its net loss 
would then be $50,000 plus $2,000 less 
$45,000, or $7,000 (compare with net loss 
of $65,000 under division of damages 
apportionment in U. S.). 


United States Law Today 


The U. S. has to date refused to sign 
the Collision Convention of 1911, un- 
doubtedly because of its treatment of 
the joint tortfeasor doctrine. In 1952 the 
Supreme Court of the U. S. held the 
both-to-blame clause invalid—essentially, 
for the reason that the clause contra- 
vened public policy, in that the clause 
relieved the carrier from the conse- 
quences of its own negligence, and that 
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the Harter Act and Carriage of Goods 
by Sea Act of 1936 do not support the 
clause merelv because the carrier there- 
under is relieved from liability to its 
cargo for the negligence of its master 
and crew. This is the law in the United 
States today. 

Proponents of the doctrine of propor- 
tionate fault argue that: 

(1) It avoids the result in cases like 
the Kaiser Wilhelm; 

(2) The division of damage rule may 
sometime make it advantageous for the 
carrying shin to admit entire fault for 
a collision—thus escaping payment to 
cargo; and 

(3) It avoids what proponents of pro- 
portionate fault call the inequities of 
the Chattahoochee rule. 

Opponents of Proportionate Fault 
eevee of the doctrine suggest 
that: 

(1) The rule of division of damage 
has been justified on the theory that it 
made for greater caution on the part of 
shipowners and masters; 

(2) It is too much to expect judges 
to apportion fault in a collision with 
any degree of nicety—much less to agree 
on percentage of fault. Thus, appeals 
will be increased and litigation unduly 
protracted; and 

(3) The “City of New York” Rule, 
147 US 72, viz.. that judges should not 
look for minor fault, is sufficient to 
avoid cases of obvious injustice. 

It is apparent from the foregoing that 
proponents and opponents of the rule 
of proportionate fault often overlook the 
vital distinction between the principles 
of proportionate fault and the principles 
of apportionment of negligence. In the 
former, a tortfeasor cannot be held liable 
to anyone for more than the proportion 
of the negligence attributed to him. 

Apportionment of negligence merely 
means that between two parties to a tort 
vou permit a recovery of each against 
the other only in proportion to the 
negligence of each, and not to divide 
damages as in admiralty or bar recovery 
entirely as at common law. Under pro- 
portionate fault, if a barge lying an- 
chored in the river is struck as a result 
of the negligence of two vessels, one of 
which is foreign and immediately leaves 
the port, the innocent barge would be 
limited to a recovery against the re- 
maining vessel in proportion to its 
negligence. 

The Collision Convention itself in Ar- 
ticle 4 recognizes the fact that appor- 
tionment of damages can exist without 
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abolishing the joint tortfeasor doctrine 
—it provides that: 

“* * * In respect of damages caused 
by death or personal injury, the vessels 
in fault shall be jointly as well as sey- 
erally liable to third parties, without 
prejudice to the right of recourse of the 
vessel which has paid a larger part than 
that which in accordance with the pro- 
visions of the first paragraph of this 
article she ought ultimately to bear.” 


Wheat Crum & Forster 
Phila. Inland Marine Mgr. 


Crum & Forster has named Chatham 
R. Wheat III, as inland marine manager 
in its Philadelphia office, from which 
the group’s agents in Philadelphia, su- 
burban Philadelphia, Delaware and 
southern New Jersey will receive inland 
marine service. 

This is another step in Crum & Fors- 
ter’s establishment of nationwide facili- 
ties for the writing of inland marine 
business on a direct agency-company 
basis. 

Mr. Wheat was educated at the Uni- 
versity of North Carolina, started in 
the insurance business in company ma- 
rine ranks and recently has served in 
the marine department of a large bro- 
kerage office in Philadelphia. 








Dealers’ Merchandise 


Held Not Inland Marine 


The Committee on Interpretation of 
the Nation-wide Marine Definition ‘has 
ruled that insurance on a number of 
dealers’ risks cannot be classified as 
marine or inland marine insurance. The 
subject and inquiry follows: 

“Subject: household appliance dealers, 
office machinery and supply dealer, heat- 
ing and air conditioning equipment 
dealers, industrial machinery and _ tool 
dealers, sporting goods dealers, profes- 
sional or scientific instrument dealers, 
marine supply dealers. 

“Inquiry: Each of the above-named 
policies covers among other things, 
merchandise owned by the assured con- 
sisting principally of a stipulated kind, 
and all other property usual and _inci- 
dental to the operation of the assured’s 
business anywhere within the United 
States including on the assured’s own 
premises. In fact, the ‘policies cover the 
assured’s stocky of merchandise and all 
his other stock or property except fur- 
niture or fixtures and certain other 
specified property. 

“Are such policies classifiable as Ma- 
rine or Inland Marine insurance? 

“Opinion: Negative.” 


Geary AFIA Supervisor 


The American Foreign Insurance As- 
sociation has appointed John J. Geary 
as midwest supervisor of its service 
office in Chicago. He replaces Frank A. 
Hohenadel, Jr., who resigned to take 
over the brokerage business of his late 
father. 

Mr. Geary attended St. Mary’s Uni- 
versity and Northwestern University and 
graduated in 1943 with a B.A. degree. 
He served for three years in the United 
States Navy. In 1948 Mr. Geary joined 
the Zurich-American at Chicago, where 
he was employed as underwriter and 
fieldman. 








DAVID H. SIMON DIES 
David H. Simon, 78, a retired insur- 
ance producer, died February 4 in But- 
alo, N. Y. He conducted his insurance 
business for 22 years. His wife and two 
sons survive. 
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Passenger Car Rates Cut as Result 
Of 7- Classification Plan Revision 


Recognition Also Given to Commercial Car Classes; Young 
Women Drivers Get Lower Rate; Also Graduates 
of Approved Driver Training Courses 


A revision of the seven classification 
plan of classifying private passenger 
cars for automobile liability insurance 
rates, changes in assignments of com- 
mercial car use classifications to com- 
mercial car rate classes in the auto casu- 
alty manual, recognition of young 
women drivers and of graduates (under 
25 years of age) of driver training 
courses in recognized secondary school. 
college or university, were announced 
February 15 by the National Bureau of 








Mutual Bureau Revision 


The Mutual Insurance Rating Bureau 
announces a revision of private passen- 
ger and commercial automobile liability 
insurance rules and rates for ten west- 
ern and midwestern states. The changes 
introduced in these states are generally 
similar to the revisions which have just 
been announced by the Mutual Bureau 
for 26 other states. 

This revision became effective Febru- 
ary 16 in the following states: Iowa, 
Michigan, Minnesota, Nebraska, North 
Dakota, Ohio, Oregon, South Dakota, 
W. ashington and Wisconsin. 








Casualty Underwriters andthe Mutual 
Insurance Rating Bureau on behalf of 
their member and subscriber compa- 
nies. 

The revision became effective Feb- 
ruary 16 for the National Bureau com- 
panies in 39 states and the District of 
Columbia. It was put into effect the 
same day by the Mutual Bureau in 26 
states. 

At the same time the National Bureau 
announced rate level reductions for auto 
liability in Alabama and Arizona. In 
Alabama they range from $1 to $36 ac- 
cording to car classification, and in Ari- 
zona the range is from $2 to $38. In 
both states the lower rates are based on 
recent favorable experience of bureau 
member and subscriber companies and 
from the seven classification plan revi- 
sion. 


Leslie Comments on New Program 


William Leslie, general manager of the 
bureau, announces that lower rates will 
result for many private passenger car 
owners as a result of changes in the 
classification plan. The reductions range 
from 9% to 32%, he said, depending 
upon car classification. States where the 
program is not yet in effect are Illinois, 
Kentucky, Louisiana, Massachusetts, 
New Hampshire, North Carolina, Okla- 
homa, Texas and Virginia. 

“It is estimated that about one-fourth 
of the private passenger cars insured by 
Bureau companies in the aggregate in 
the states where this classification plan 
is revised will be effected by the changes 
and will become eligible for the lower 
rates,” Mr. Leslie stated. “The changes 
do not result in any rate increases.” 


Young Women Drivers Recognized 


Rates are reduced for certain types of 
private passenger car risks which in- 
volve young women operators under age 


25, Mr. Leslie said. He pointed out that 
among those who will pay lower rates 
are fathers who have daughters under 
age 25, but no sons under that age, who 
drive the family car; and also husbands 
over age 25 whose wives are under that 
age. Heretofore, Mr. Leslie explained, 
such family cars if operated either by 
young men or women under are 25 were 
rated alike. Now if the only operators 
under age 25 are women, such cars will 
be assigned to lower rated classifica- 
tions. 

“The classification plan has been re- 
vised to recognize that the family car 
is a less hazardous risk when the youth- 
ful drivers are young women rather than 
young men of the family,” Mr. Leslie 
explained. “Primarily this is a matter 
of reduced exposure. Young women 
usually have the use of cars less fre- 
quently than the young men, particularly 
during the very hazardous evening 
hours. Generally speaking young women 
are more frequently accompanied by re- 
sponsible older people. 


Rate Credit for Driver Training 


“Also the plan has been revised so 
that operators under age 25 who have 
successfully completed recognized sec- 
ondary school, college or university 
courses in driver education meeting cer- 
tain standards may receive a 10% rate 
credit and reduce the liability insurance 
bills on the cars they drive. Any courses 
meeting the standards that have been 
established by the National Education 
Association will be acceptable for rate 
credits. 

“It is felt that recognizing the suc- 
cessful completion of an adequate course 
by granting a credit applicable to auto- 
mobile liability insurance rates will have 
a notable psychological effect and will 
go a long way toward stimulating the 
extension of this program to a larger 
number of schools and in improving 
the teaching standards. The goal, of 
course, is to further this educational 
effort in the hope that it will improve 
the driving record of operators under 
25 years of age as a group.” 


Car Risks That Benefit 


Beneficiaries of the lower rates, ac- 
cording to Mr. Leslie, are the following 
private passenger car risks: 

Non-business “family cars” with 
young women operators under age 25 
but with no young men operators under 
age 25. Rates are reduced 23%. If such 


Univ. of Miami to Hold 
Ins. Law Conference 


MARCH 28-30 AT MIAMI BEACH 





Meeting Sponsored by School of Law; 
H. A. Kuvin to Preside; Prominent 
Insurance Speakers 


The third annual Insurance Law Con- 
ference of the University of Miami 
(Fla.) will be held at the Roney Plaza 
Hotel, Miami Beach, March 28-30. The 
meeting is under the sponsorship of the 


University’s School of Law and _ the 
direction of Law Professor Herbert A. 
Kuvin. 


The Insurance Conferences have at- 
tained such recognition that the Florida 
Bar has asked that it be part of its 
Pre-Convention Legal Institute. Among 
the prominent men who will address 
the conference, the following insurance 
men will present topics of current inter- 
est: 

J. Edwin Larson, Insurance Commis- 
sioner of Florida and past president of 
the NAIC, on “The Insurance Depart- 
ment’s Responsibility in the Regulation 
of That Business in Florida’; Joseph 
A. Navarre, Insurance Commissioner of 
Michigan and director of NAIC, on 
“Supervision of Insurance”; Henry S. 
Moser, vice president, secretary and 
general counsel, Allstate, on “Competi- 
tion in Insurance—Yesterday, Today and 
Tomorrow”; Joseph P. 
president, Utica Mutual, and chairman, 
insurance law section, New York State 
Bar Association, on “The Problem of 
the Financially Irresponsible Motorist.” 

Also, John P. Hanna, managing di- 
rector, Health & Accident Underwriters 
Conference, on “A. & Insurance 
Development: Competition vs. Law”; 
John M. Breen, third vice president, 
Lumbermens Mutual Casualty, on “Agen- 
cy as Related to the Insurance Busi- 
ness”; Floyd E. Frazier, director of 
industrial division, National Association 
of Mutual Casualty Cos., on “Unsolved 
Factors in Claims for Loss of Hearing”; 
Professor Herbert A. Kuvin on “Tontine 
Policies and Their Use Today.” 





Ann Sommer Betrothed 


Ann Sommer of Chicago, talented 
daughter of Armand Sommer, vice 
president, Continental Casualty, and 


Mrs. Sommer, is betrothed to John Mar- 
tin Holmes, son of Mr. and Mrs. John 
W. Holmes of Jefferson City, Mo. 
Miss Sommer, a sophomore at Ben- 
nington College, Vt., is a sculptress who 
now has an exhibition of her work at a 
Chicago studio. Her fiance, a graduate 
of University of Chicago, majored in 
foreign trade and is now connected 
with Union Carbide & Carbon Corp. in 
New York. The wedding is set for June. 





cars are used for business, the rate re- 
duction is 9%. 

2. Non-business cars of married cou- 
ples with children if the husband is 25 
years of age or older and the wife is 
under age 25. These will be rated the 
same as “family cars” and the resulting 
rate reduction is 23%. If such cars are 
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L. K. Kirk Elected Pres. 
Of Standard Accident 


HACKER, V.P. AND SECRETARY 


R. H. Platts and F. S. Brown Retire; 
Sedwick Made V.P.; Warnica and 
Goodspeed Elected Directors 





The annual meetings of the stock- 
holders and directors of Standard Acci- 
dent and its affiliate, the Planet, were 
held in Detroit, February 10. . 
Ralph H. Platts, 


Brown, vice presi- 


The retirements of 
president, and F. S., 





L. K. KIRK 


under the provisions 
of the companies’ formal retirement 
plan, were announced. Both men _ will 
continue as directors and will be avail- 
able in a consulting capacity. 
L. K. Kirk, formerly executive vice 
president, was ee president of the 
companies, and J. Hacker, senior vice 
president, was Acted eer vice presi- 
dent and secretary. T. L. Sedwick, ex- 
ecutive secretary, was elected a_ vice 
president. FE. A. Warnica, senior vice 
president of the companies, and L. M. 
Goodspeed, vice president and treasurer, 
were elected to the board of directors. 
All other general officers and directors 
who served in the past year were re- 
elected. 
The board of directors of Standard 
declared quarterly Dividend No. 289 of 
45 cents per share to be paid on March 
4 to common stockholders of the com- 
pany of record as of the close of busi- 
ness February 21. Dividends on_ the 
common stock amounting to $886,728 
were paid during 1954. 
Unusually Profitable Results 
According to the report to stockhold- 
ers presented by R. H. Platts, rétiring 
president, the companies enjoyed un- 
usually profitable results in 1954. For 
Standard and Planet on a consolidated 
basis, there was an underwriting gain 
of $11.76 per share, and investment earn- 
ings of $4.32 per share, or earnings be- 
fore Federal income taxes of $16.08 per 
share. Federal income taxes incurred 
on the year’s income amounted to $5.68 
per share, net as to adjustments on prior 
years. Net after taxes was $10.40 per 
share, to which should be added an 
increase of 65 cents per share for the 
increased equity in the unearned pre- 
mium reserve. 
Mr. Platts also reported that net pre- 
mium volume of Standard and Planet 
combined was $58,139,596, and, in addi- 
tion, Pilot Insurance Co., Standard’s 
Canadian affiliate, wrote premiums of 
$2,950,061, both practically unchanged 
premiums written in 1953. 
Surplus as_ regards policyholders 
amounted to $30,215,648 at the year-end, 
an increase of $5,716,005 over that at 
December 31, 1953. This policyholders’ 
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Continental Cos. Reach 
New Highs During 1954 

ASSETS, SURPLUS, PREMS. RISE 

Continental Casualty Had $16,762,210 


Operating Profit; Life Co.’s In 
Force Increased by $539,673,179 





Roy Tuchbreiter, president of the 
Continental Companies, Chicago, has 
announced that Continental Casualty 
Co. and Continental Assurance Co., its 
running-mate, 
surplus and_ vol- 


life insurance reached 
new highs in assets, 
ume of business for the year 1954. 

Operating profit of Continental Casu- 
alty before United States and Canadian 
income taxes was $16,762,210, consisting 
of underwriting profit totaling $11,427,- 
468 and net investment income of $5,- 
334,742. After deduction for United 
States and Canadian income taxes of 
$7,250,000, there remained net income 
from operations of $9,512,210 as com- 
pared with $6,731,012 for the year 1953. 

Net premiums written totaled $161.- 
303,719, an increase of $20,852,371. Ad- 
mitted assets increased $38,124,937 to a 
new high of $235,819,396. On December 
31. 1954, capital funds amounted to $84,- 
212,507, a gain of $22,780,939. 


Greatest Increase in Company’s History 


Continental Assurance’ closed the 
vear 1954 with $3,126,756, 214 of life in- 
surance in force, an increase during the 
vear of $539,673,179, the greatest in- 
crease in the history of the company 
and greater than the total of paid-for 
insurance in force for the year 1945. 
The company’s operating profit after 
taxes was $6,376,053 as compared with 
$3,204.035 in 1953. Admitted assets were 
$338.394,832, an increase for the year 
of $53,108,980. Total capital funds in- 
creased $5,286,598 to a new high of $31,- 
149,404. 

During the past year the shares rep- 
resenting the capital of each company 
were doubled by reclassifying each 
share of $10 par value into two shares 
of $5 par value. Continental Casualty 
declared a special dividend of one share 
of $5 par value stock of Continental 
Assurance for each 100 shares of $5 par 


of Continental Casualty stock. 
The directors of Continental Casu- 
alty at a recent meeting declared a 


quarterly dividend of 35 cents per share 
on the new $5 par value stock, payable 
March 1 to shareholders of record Feb- 
ruary 15. 

The directors of Continental Assur- 
ance at a recent meeting declared a 
quarterly dividend of 25 cents per share 
on the new $5 par value stock payable 
March 31 to shareholders of record 
March 17. 

HULTS ASKS 54 LAW REPEAL 
Requiring Motor Vehicle Dept. to Gather 
Liability Ins. Data From Persons 
Re-registering Motor Vehicles 

The Motor Vehicle Department, Al- 
bany, N. Y., wants to be relieved of the 
task of gathering liability-insurance data 
from persons who seek to re-register 
vehicles next year. 

At the department’s request. Senator 
Hults, Port Washington Repnblican, filed 
a bill that would repeal a 1954 law re- 
quiring? the bureau to demand such in- 
formation as a condition for registering 
a vehicle. 

The system was established last vear, 
and motorists were required to. state 
whether they carried personal and prop 
erty-liabilitv insurance on their vehicles 
Anyone refusing to supply the informa- 
tion was refused a 1955 revistration. 

Sen. Hults said the department re- 
ported that to continue the practice 
would be superfluous, since it did not 
expect the percentage of insured motor 
ists to change from year to vear. 

It may be remembered that Senator 
Hults co-sponsored the Hults-Graci Bill 
which vroposed compulsory insurance 
for automobile owners in New York 
State in 1954, a measure which was 
defeated. 


American Cas. Cos. Hit 
All Time Highs in 1954 


PREM. VOLUME _ RISES 





Principal Gains Registered in A. & H., 
General Liability, Fire and Fidelity 
and Surety Lines 





The American Casualty Companies 
registered gains in both the under- 


writing and investment departments for 
the year 1954, according to a report sent 
to stockholders, agents and employes 
by President Harold G. Evans. All time 
highs were recorded in premiums writ- 
ten, admitted assets and_ policyholders’ 
surplus. 

Premium volume increased to a record 
$65,594,374, which was $6,098,608, or 
10.25% above the previous year, with 
all classes of business registering in- 
creases. Automobile writings accounted 
for 40.11% of total business compared 
with 41.83% for the previous year, with 
principal gains being registered in the 
A. &H., general liability, fire and fidel- 
ity and surety lines. 

Admitted assets of the Casualty Co. 
reached an all time high of $52,443,326, 
or a gain of $10,662,964 for the vear. 

After providing for taxes and addi- 
tional reserves, the net result of opera- 
tions was a $4,244,178 increase in the 
policyholers’ surplus—to a new high of 
$14,282,304. 

Loss Ratio 58.97% 


The ratio of losses and loss expenses 
incurred to premium earned amounted 
to 58.97%, or 2.70% above the previous 
year. Operating expenses for the year 
amounted to 36.07% which was .30% 
above the previous year. Combined loss 
and expenses incurred amounted to 
95.04% which was an increase of 3% 
compared with the previous year. 

The American Aviation & General like- 
wise registered new highs in all depart- 
ments. Total admitted assets increased 
$1,387,796 to a new high of $12,829,919 
and policyholders’ surplus increased 
$1,484,450 to a record $4,718,922 

The ratio of losses and loss expenses 
incurred to premiums earned amounted 
to 58.97%, .or on increase of 5.17% com- 
pared with the previous year. 

Operating expenses incurred amount- 
ed to 43.27% which was 1.08% greater 
than the previous year. Combined losses 
and expenses incurred amounted to 
102.24%, or an increase of 6.25% for the 
year. 





JOHN F. QUINN DIES 
John F. Quinn, widely known insur- 
ance man of Akron, Ohio, died February 
4 after a long illness. He organized 
the North Akron Insurance Agency Co. 
after being associated with other in- 
surance concerns, 


10.25% 


SALES PROMOTION PROGRAM 


Eastern Casualty Co. Expands Sales and 

P. R. Program; Emphasis on Greater 

ales Volume 

An expanded sales promotion and pub- 
lic relations program has been inaugu- 
rated by Eastern Casualty Co., New 
York, according to an announcement by 
Willem van Marle, president, Wendell 
Buck, New York public relations con- 
sultant, has been retained to assist the 
company in planning and executing the 
enlarged campaign. 

Principal emphasis is being placed on 
the creation of material which will help 
general agents and agents build greater 
sales volume, Mr. van Marle said. AI- 
ready in production is the first issue of 
a new publication, “The Sales Box,” in 
which field men are invited to exchan: ze 





sales ideas and news with the home 
office. 
The company will also soon make 


available to its general agents periodic 
bulletins, aimed at the brokerage mar- 
ket, and stressing the features offered by 
Eastern Casualty. 

Included in the new program is an en- 
larged publicity campaign, calling for 
more news material about the company, 
its contracts, personnel, and growth. 

In 1954, the company’s premium in- 
come showed a 20% gain over 1953. New 
general agents were appointed in Buf- 
falo, Rochester, and Syracuse, bringing 
the total number of agency offices to 27, 
all in New York State. Last year the 
company was admitted to Pennsylvania 
and Vermont, and agency appointments 
in both states are contemplated soon. 





ENTER THREE NEW STATES 





Atlantic Mutual and Centennial Now 
Writing Casualty Lines in Carolinas 
and Virginia 

The Atlantic Mutual Insurance Co. 
and the Centennial Insurance Co. on 
February 17 announced that they are 
now engaged in writing casualty insur- 
ance in North Carolina, South Carolina, 
and Virginia. The casualty business will 
be supervised by the companies’ re- 
cently-opened office in Charlotte, N. C., 
under Earl C. Thompson, manager. 

In addition to casualty business, the 
office will continue to write fire and 


marine insurance in the territory it 
serves, 
Herbert A. Glensor and George M. 


Roberts, both from the home office, will 
administer the casualty business in the 
Charlotte office. Mr. Glensor has been 
with the companies since their entry into 
the casualty business over 10 years ago, 
and has had considerable previous ex- 
perience in this field. Mr. Roberts was 
most recently a special agent in the 
companies’ suburban New York depart- 
ment. 

The Charlotte office is the 25th main- 
tained by the Atlantic Companies to 
service agents. 
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2A n insurance company’s service to agents can take no more 
useful form than writing their business, year in and year out. 
Some companies oscillate between extreme und 
ality and ultra-conservatism. In better times they seek new 
business aggressively; when profit margins dwindle, they restrict 
writings severely. Study the record of company writings in poor 
years as well as good ones, and note how the New Amsterdam 
has avoided drastic changes in policy. 
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Employers Re. Makes 
Substantial °54 Profit 


PREMIUM VOLUME GAINS BY 11% 





Corporation’s Surplus Now at Highest 
Point; Assets Advance to $56,236,369; 
Capital Increased 





A substantial underwriting profit, cou- 
pled with the highest amount of invest- 
ment income in ‘history, gave the Em- 
ployers Reinsurance Corp. of Kansas 
City an operating profit of $2,179,228 for 
the year 1954 on a statutory basis. This 
operating profit, together with increase 
in value of securities brought the cor- 
poration’s surplus to the highest point 
yet attained. 

Policyholders’ surplus on December 31, 
1954, was $13,457,954 and net surplus was 
$11,457,954. If all securities were vzelued 
at market, the policyholders’ surplus last 
vear-end would have been $14 353,850. 
Significantly, this high point of surplus 
was reached just three years after De- 
cember 31, 1951, when Employers’ policy- 
holders’ surplus had fallen to $7,057,550 
as the result of severe liability and com- 
pensation losses. 

In addition to statutory underwriting 
profit of $1,040,399 and net investment 
income of $1,138,828, a gain of $1,393,076 
was made in statement value of invest- 
ments. Against the total of these 
amounts were applied Federal income 
tax of $796,686, change in various statu- 
tory items totaling $421,670 and divi- 
dends of $400,000, leaving a net addition 
to surplus of $1,953,948. 


Profit in All Lines 


All lines written by the corporation 
produced underwriting profits, includ- 
ing fire reinsurance. This was despite 
some catastrophe losses due to the 
spring and fall hurricanes and_ wind- 
storms of 1954. 

It has been the practice of the cor- 
poration over the past three years to 
show no profit on liability and work- 
men’s compensation lines and this pro- 
cedure was continued through the year 
1954. There was, however, a release of 
unreported loss reserves in these lines 
on prior years in the amount of $200,- 
000. 


Premium writings for 1954 totaled 
$17,960,314 compared with $16,190,194 for 
1953, an increase of about 11%. In- 
creases in volume were shown in all lines 
with exception of accident and health, 
which fell off due to large treatyhold- 
ers outgrowing the need for reinsur- 
ance, and credit indemnity in which the 
corporation’s participation was some- 
what reduced due to more spread of the 
business. 

Total assets of the Employers in- 
creased at the year-end to $5,236,369, a 
gain over $3,000,000 compared with 1953 
year-end figure of $53,035,580. Cash po- 
sition was about the same; bonds in- 
creased by aproximately $1,500,000; 
stocks increased in convention statement 
amount nearly $1,700,000 during the year. 
Total claims reserves on December 31, 
1954, were $28,388,767, including reserve 
for incurred but not reported losses 
which was close to the total claims 
reserve figure of a year ago. Unearned 
premium reserve increased by over $800,- 
000; tax liability increased approximate- 
lv $700,000 and surplus by nearly $2,000,- 
000. 


During the year 1954 the addition of 
Assistant Secretary William A. Butz to 
the New York office was recorded. All 
indications are that the year 1955 should 
nrove to be a good one with reasonable 
increases in volume. 

At the annual stockholders’ meeting 
the capital of the corporation was in- 
creased from $2,000,000 to $2,500,000. The 
directors, in their meeting immediately 
following, declared a 25% stock dividend, 
payable February 25 to stockholders of 
record on February 15. The directors 
also declared the regular quarterly cash 
dividend of 50 cents per share and an 
extra dividend of 50 cents on its 200,000 
shares of capital stock. 


(Continued on Page 39) 
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Trend Factors Vital in 
Computation of Rates 


COLLINS TELLS EXAMINERS 





Marked Differences in Amounts of Ins. 
Loss Forecast Indicates This; N. Y. 
Rate Regulation Leader 





The marked differences between the 
amounts of insurance loss forecast on 
the basis of available statistics and 
those which actually develop make it 
necessary, in periods of rapid price 
change, to introduce trend factors into 
the computation of rates in some casu- 
alty lines, according to Joseph F. Col- 
lins, chief of the New York State In- 
surance Department’s Rating Bureau. 

Speaking February 10 before the ex- 
aminers of the Department on “Rate 
Regulation in Fire & Casualty Insur- 
ance,” Mr. Collins described how cor- 
rections for price trend were introduced 
into automobile liability insurance and 
other lines during the inflationary pe- 
riod commencing with the Korean hos- 
tilities in 1950. The speaker also stated 
that “Presumably the rating organiza- 
tions should continue to use trend fac- 
tors when the economy levels off and 
downward trends are indicated.” 

Mr. Collins traced the development 
of rate-making beginning with the use 
of a rudimentary form of class rates 
by fire insurance companies in the first 
half of the nineteenth century. He ex- 
plained how the thorny rating problems 
of the property insurance’ industry 
eventually convinced both the compa- 
nies and the supervisory authorities of 
the advisability of permitting rates to 
be made in concert under state regula- 
tion. 


Leadership in Rating Regulation 


Stressing New York State’s leader- 
ship in the field of rating regulation 
since the passage of the state’s first 
rating law, Mr. Collins pointed out that 
“From 1912 until 1946 New York was 
considered one of the comparatively 
small number of states having strict 
regulation of rates in the fire and casu- 
alty fields.” 

Discussing the development. of article 
VIII, the present rating section of the 
New York State Insurance Law, he in- 
dicated that the concept of reasonable 
competition within the framework of 
the regulatory laws is preserved, con- 
forming in this respect to the All- 
Industry Bills recommended by the Na- 
tional Association of Insurance Com- 
missioners, 

“The pattern of the so-called All- 
Industry Commissioners’ Model Bills,” 
Mr. Collins stated, “represented a com- 
promise intended to provide a balance 
between the independents who believed 
that rate regulation was not required 
for those who did not act in concert in 
the making of rates and the companies 
which believed in collaborative activity 
through rating organizations and the 
pooling of experience which they con- 
sidered essential in the development of 
sound rating structures in the various 
lines of insurance. The purpose clause 
of the All-Industry Bills included pro- 
visions for the preservation of reason- 
able competition within the framework 
of the regulatory laws.” 

Mr. Collins also presented a detailed 
account of current rate- making stand- 
ards with respect to provisions for 
losses, expenses and underwriting profit; 
the use of Insurance Expense Exhibits 
in establishing rate bases; the applica- 
tion of credibility formulas to experi- 
ence statistics ; and the recent progress 
made in developing various types of rat- 
ing plans and devices including retro- 
spective rating, premium discount, com- 
posite rating, and rates for multiple 
peril package policies. 

Frank Harwayne, chief casualty actu- 
ary of the New York State Insurance 
Department, presented the 15th lecture 
in the current in-service training series 
on February 17. Mr. Harwayne gave 
a talk on “Workmen’s Compensation 
Rates and Rate Making—A Decade of 
Wworkmen’s Compensation Insurance.” 





Assets, Capital and 
Surplus High in 1954 


FOR CENTRAL SURETY & INSUR. 


Net Income After Taxes Was $561,473; 
Loss Ratio for Earned Premiums 


51.5% 


R. E. McGinnis, president of Central 
Surety & Insurance Corp., has an- 
nounced that assets of the corporation 
amounted $20,187,247 in 1954, an increase 
of $162,974 over the previous year. Capi- 
tal and surplus, after payment of divi- 
dends of $200,000, reached $6,499,119. 
This figure represented an increase of 
$535,666 over 1953. 

Written premiums amounted to $10,- 
557,075 as compared with $11,174,896 in 
1953. Net income. after Federal income 
taxes, was $561,473, as compared with 
$338,303 for the previous year. The loss 
ratio for earned premiums was 51.5%, 
a decrease of 5.5% over 1953. 


One of the Most Satisfactory Years 


Mr. McGinnis declered that although, 
as a part of the continued program to 
improve underwriting results, premiums 
written in 1954 were less than they were 
in 1953, 1954 was one of the most satis- 
factory years in the history of the com- 
pany, resulting in an increase to capital 
and surplus of $535,666. 

At the regular quarterly meeting of 





American Fire & Casualty 
Declares 60 Cent Dividend 


The board of directors of American 
Fire & Casualty Co., in a meeting held 
at the company’s home office in Orlando, 
Fla., February 8, declared an annual 
cash dividend of 60 cents per share pay- 
able quarterly. The first quarterly pay- 
ment of 15 cents per share is payable 
February 26 to stockholders of record 
at the close of business on February 15. 
The “American” has paid cash dividends 
for 20 years. This is a 20% increase in 
the dividend over the dividend paid last 
year. 

Walter L. Hays, president of the com- 
pany, revealed that the company had 
made satisfactory progress. Both pre- 
mium writings and earnings for the year 
1954 were up. 





the board of directors, held in early 
February, a quarterly dividend of 50 
cents per share was declared, payable 
February 15 to stockholders of record 
February 4. 

At that meeting, L. E. Cooley and 
Mrs. Florence Russell Cummings were 
elected assistant secretaries. 





Every agent knows how much time 
and effort it takes to build a suc- 


me bas 
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cessful business. He knows, too, 
that his burden can be lighter, his 
goal attained quicker when he is 
backed by saleable merchandise 
and tools with which to sell. Peer- 
less offers both to alert agents in- 
terested in increasing their volume. 
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Employers Reinsurance 


(Continued from Page 38) 


It is the intention of the directors to 
continue the regular quarterly dividend 
at 50 cents per share after the issuance 
of the additional shares of stock, there- 
by increasing the amount of the regular 
dividends to stockholders by 25% 





Employers Re. Promotes 


Macdonell and E. L. West 


Employers Reinsurance of Kansas City 
announces the promotion of J. D. Mac- 
donell to the post of vice president and 
that of Elmer L. West to be assistant 
vice president. 

Mr. Macdonell, who has been with the 
corporation since October, 1940, has 
been in charge of West Coast operations 
for the past 14 years. Mr. West joined 
the Employers in 1947 in its casualty de- 
partment. A graduate of the University 
of Missouri School of Business Admin- 
istration, he has 18 years’ experience 
in direct selling, agency and home office 
work. 


OPENS NEW YORK BOND OFFICE 





New Hampshire Gem Appoints T. C. 
Errick Superintendent; Howard Don- 
aldson New Special Agent 
A New York office to handle bonds 
was recently established by the New 
Hampshire Group, Manchester, N. H. 
Thomas C. Errick has been appointed 
superintendent and will maintain an 

office at 100 William Street, N. Y. 

He has had some casualty experience 
but his duties will primarily be that of 
underwriting and the procurement of 
bond business. 

Howard Donaldson has been appointed 

casualty special agent. He will be asso- 
Galaa ‘with Branch Manager David S. 
Chapman at Upner Darby, Penna. 

Special Agent Donaldson replaces Spe- 
cial Agent Jack Reeves who is being 
transferred to Washington, D. C. Mr. 
Donaldson came to the New Hampshire 
Insurance Group from the Century In- 
demnity Co. 


Mass. Bills Seek Changes 


In Automobile Laws 


Of the more than 100 bills filed in the 
Massachusetts legislature to be consid- 
ered by the Committee on Insurance, at 
least 90% have to do with automobile 
insurance. A majority seek to change 
existing laws or systems. 

All of these are patently designed to 
ease the responsibility of the types of 
drivers who live in Rever and Chelsea, 
the highest rate places of the state. 

Thev call for prohibition against fixing 
rates for drivers of 25 years and under 
for repeal of the merit system, despite 
the fact that figures show that the sys- 
tem is helning to reduce accidents; for 
a flat state rate, and other phases of 
auto operation. 


Markel Sees Bright Outlook 
For Truck Underwriting 


With American industry depending 
more and more each year on motor 
truck transportation, commercial vehicle 
registration should at least double in 
the next 20 years, according to Lewis C. 
Markel, president of Markel Service, 
Inc., international truck and bus insur- 
ance specialists. 

Speaking at the conclusion of a two 
day company underwriting conference at 
the Hotel Raleigh, February 8, Mr. Mar- 
kel told 25 key underwriting personnel 
from all over the United States and 
Canada that the immediate and long- 
term outlook for truck and bus under- 
writing is bright. 

He pointed to an estimated 3.5% in- 
crease in motor truck registrations this 
year (from 9.5 million to 9.8 million) as 
providing a sizeable untapped potential 
market for insurance coverage, and pre- 
dicted that registration would reach at 
least 20 million vehicles by 1975. 
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Standard Elections 
(Continued from Page 37) 


surplus included a voluntary reserve of 
$4,394,314, which increased $2,232,350 dur- 
ing the year as a result of unrealized 
appreciation on _ securities. The gain 


from underwriting was $5,791,100 in 1954 
compared to a gain in 1953 of $4,148,892. 





J. P. HACKER 
Investment income increased $227,210, 
or 11.9% to $2,129,863. 

Consolidated assets of Standard and 
Planet increased by $7,156,069 to $109,- 
271,747 in 1954. Total invested assets and 
cash increased $6,640,772 to $97,362,187. 
Including Pilot of Toronto, total assets 
were $112,159,838 at the year-end. 

A liquid investment position was also 
reported. Out of total cash and invest- 
ments of $97,476,427 on a market basis, 
the item of cash and U. S. Government 
bonds amounted at the year-end to $46,- 
684,951, or 66.8% of the total reserve 
for unearned premiums and for claims 
and claim expenses of Standard and 
Planet. For the 17th consecutive year, 
the Pilot reported profitable operations 
and the largest earnings in its history. 


L. K. Kirk and J. P. Hacker 


Mr. Kirk, new president of the com- 
panies, joined Standard Accident in 1929 
as an executive assistant, handling a 
special analysis of company operations. 
In 1932 he was elected treasurer, and in 
1933 a director of the company. He was 
made vice president and treasurer in 
1942. His election to the post of execu- 
tive vice president was announced in 
July, 1954. Mr. Kirk graduated from 
Carleton College in 1922 and completed 
his education at Harvard University. 
Later he served on the faculty of the 
University of Detroit as an economics 
instructor. In addition to serving on 
various civic committees, he is chairman 
of the board of trustees of Olivet Col- 
lege. 

Mr. Hacker, senior vice president and 
secretary, is one of the country’s fore- 
most bonding men. He joined Standard 
Accident in 1923 at the time the com- 
pany began the writing of bonding 
lines. He organized the bonding claims 
department and was in charge of this 
department until 1927 when he was made 
superintendent of the bonding depart- 
ment. The following year he was made 
an assistant secretary. In 1931 he was 
elected a vice president and was elected 
to the board of directors in 1943. He 
was elected senior vice president in Au- 
gust, 1954 


Platts, Brown and Sedwick 

Mr. Platts has been president of the 
companies since 1946. He began his 
career with Standard Accident in 1912, 
and served in safety engineering, under- 
writing and production capacities prior 
to becoming president. He was made 
an assistant secretary in 1928 and 
elected a vice president and director in 
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1933. A prominent figure in the insur- 
ance industry, he served two terms as 
president of the International Associa- 
tion of Casualty & Surety Underwriters 
in 1949-50. In 1954 he was honored by 
the industry when he was elected presi- 
dent of the Association of Casualty & 
Surety Companies. In addition to his 
Standard directorship, Mr. Platts is a 
director of the Michigan Fire & Marine 
and the State Bank of Sandusky, Mich. 

Mr. Brown is the oldest executive of 
the companies in point of service, hav- 
ing started with Standard Accident in 
1907. After serving in the _ personal 
claims, liability, casualty underwriting, 
safety engineering. and personnel de- 
partments, he was made an assistant 
secretary in 1924. He was elected a 
vice president in 1928 and a member of 
the board of directors in 1930. The 
scope of his duties was enlarged in 1936 
when he was elected vice president and 
secretary. 

Mr. Sedwick joined Standard Accident 
in 1926. He served in the bonding claims 
department as attorney and adjuster 
previous to being made chief assistant 
in claims and legal work in 1936. He 
was made superintendent of the bonding 
claims department in 1941. Two years 
later he became executive secretary. 


C. J. COLLINS RETIRING 


Standard’s Bonding V.P. in N. J. Being 
Feted by Many Friends; Started Ca- 
reer in 1914; Smith His Successor 


A round of retirement parties are be- 
ing given for C. J. Collins, resident vice 
president, Standard Accident’s New Jer- 
sey branch, in charge of bonds. After 
over 40 years in the bonding business 
Mr. Collins is retiring the end of this 
month to live in the Fort Lauderdale 
area in Florida. For the past 29 years 
he has been with Standard. 

On Thursday, February 17, his office 
associates, who are members of Stand- 
ard’s 10- Year Club, gave him a lunch- 
eon at the Newark A.C. Jack Durling, 
Standard’s resident vice president in 
charge of New Jersey branch, presided 
and presented him with an _ inscribed 
wrist watch. 

The other week the Surety Under- 
writers Association of New Jersey, of 
which Mr. Collins was the founder and 
second president, dined him at the 
Downtown Club, Newark. Toastmaster 
for the occasion was Herbert N. Hutch- 
inson, American Surety’s manager, who 
is president of the association. It was a 





MORE ALLSTATE REDUCTIONS 

Premium reductions averaging 40%, 
on liability and collision insurance fo; 
women drivers under 25 years of age 
were put into effect February 14 jp 
Pennsylvania and Wisconsin by the Al]. 
state Insurance Company. 





felicitious occasion for “Collie” as he js 
known, and the tributes to his long ca. 
reer were many. John P. Hacker, Stand. 
ard’s senior vice president and secretary, 
who was in town, joined with the local 
men in their good wishes. Mr. Durling 
praised Mr. Collins for his splendid work 
with the company. His gift was a metal 
golf caddy. 

Starting his career with the Travelers 
in 1914, Mr. Collins served National 
Surety and Fidelity & Deposit before 
joining Standard in 1926. 

In founding the Surety Association of 
N. J. he had the support of Clyde W. 
Quick, Aetna Casualty & Surety, and 
the late John Clark, then Newark 
branch manager of American Surety. 

His successor in the Standard js 
Markham Smith, promoted to manager 
of the bond department, who for the 
past 25 years has been Mr. Collins’ as- 
sistant. 





“They help us increase our income”’ 


says Robert N. Wyckoff (left), of the Haviland Insurance Agency, Deer Lodge, Montana, 
shown here with Prudential Division Manager, Warren F. Mead. 











| TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s Life Department Plan and how it will make Life sales easter forme. 
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“The ‘they’ I refer to is 
Prudential. With the help of the 
Prudential man we’ve been 
building our clientele and 
increasing our income each year. 
It’s certainly an asset to our 
agency to have at our disposal 
the services of a qualified 

life underwriter. Our association 
with Prudential helps us greatly 
in offering clients complete 
insurance service. Incidentally, 
even with all the help from 
Prudential, we still get the 


full commission.” 
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Private Passenger Rates 


(Continued from Page 37) 


used for business, the rate reduction is 
9%. 

3, Non-business cars of married cou- 
ples without children if the husband is 
25 years of age or older and the wife is 
under age 25. These will be rated the 
same aS cars of married couples with 
children and the resulting rate reduction 
is 32%. If such cars are used for busi- 
ness, the rate reduction is 20%. 

4. Cars of married couples without 
children if the husband is under age 25. 
These will be rated the same as cars 
of married couples with children and the 
resulting rate reduction is 12%, 

5. With minor exceptions, all cars 
whose operators under age 25 have suc- 
cessfully completed recognized courses 
in driver education. To such cars rate 
credits of 10% apply, and these apply in 
addition to any rate reductions result- 
ing from classification changes. 

6. Non-business cars, with no oper- 
ators under age 25, that are customarily 
driven to or from work less than ten 
road miles one way and that are gar- 
aged in rating territories which are pri- 
marily small city and rural in character. 
Rate reductions for such cars will aver- 
age about 9%. 

Cars With No Youthful Operators 


In the plan, as revised, Classes 1A, 1B 
and 1C remain unchanged. Individually 
owned non-business cars with no oper- 
ators under age 25, which are not cus- 
tomarily driven to work, continue to be 
classed as 1A. If such cars are custom- 
arily driven to work and travel a one 
way distance of less than ten road miles 
they continue to be classed as 1B. If 
they are customarily driven to work ana 
travel a one way distance of ten or more 
road miles they are still classed as 1C. 

1A Rates for Some 1B Risks 


When Class 1B was first established it 
was realized that the additional hazard 
which arises from the use of an auto- 
mobile in going short distances to or 
from work was not so great in small 
cities and rural areas as it was in large 
urban areas. Consequently, rates for 
this class in territories which are pri- 
marily small city and rural were limited 
so as not to be more than $3 above the 
Class 1A rate. However, it has been 
difficult to justify even this small dif- 
ference in rate for risks in this cate- 
gory. Therefore the rates for Class 1B 
in the small city and rural territories 
are now reduced to be the same as the 
rates which apply to Class 1A in those 
territories. 

No Longer a 2B Classification 

Individually owned cars owned by per- 
sons under age 25 or driven by youthful 
operators resident in the household or 
employed as chauffeurs, are now classed 
either as 2A, 2C, 2D or 3. There is no 
longer a 2B classification; cars formerly 
classified as 2B are now classified either 
in a new class, Class 2D, or in Class 2A. 

Individually owned cars, whether for 
business or non-business use, are classed 
as 2A if all male operators under age 
25 are neither owners nor principal op- 
erators or if the male owners or oper- 
ators under age 25 are married. 

Individually owned cars, whether for 
susiness Or non-business use, are classed 
as 2C if all operators under age 25, male 
or female, are owners or principal oper- 
ators and are unmarried. These 2C Class 
tisks are the most hazardous private 
Passenger car risks; the youthful own- 
ets or principal operators typically lack 
parental supervision and the cars are 
'requently driven by other youths. 

Che least hazardous of the car risks 
where youthful owners or operators are 
involved are the non-business family 
car driven occasionally by a daughter 
uncer parental supervision and the non- 
business car owned or operated by a 
married couple where the husband is 25 
years of age or older and the wife is 
under age 25. For these a new classi- 
fication, Class 2D, is established with 
rates equivalent to Class 1C rates. 


Cars Used for Business 
‘The definition of Class 3 is revised so 
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that it now includes individually owned 
cars, used for business, if all operators 
under age 25 are female and are neither 
owners nor principal operators or if the 
owners or operators under age 25 are 
female and are married. Class 3 still 
includes individually owned cars used for 
business with no operators under age 25 
and also cars owned by corporations, co- 
partnerships or unincorporated associa- 
tions regardless of age of operators. 
However it does not include private pas- 
senger cars owned by farm family co- 
partnerships or corporations. 


Clergyman and Farmers 


Private passenger automobiles owned 
by clergymen and farmers are not con- 
sidered as being used for business pur- 
poses or for going to or from work and 
therefore such cars are regarded as non- 
business car risks. Farmers receive rates 
about 20% below those that would 
otherwise apply to their private pas- 
senger cars, which are classed as IAF, 
2AF, 2CF or 2DF. Private passenger 
cars owned by farm family co-partner- 
ships and corporations receive the same 
rates as individually owned farmers’ 
cars. 

Mr. Leslie explained that the driver 
training credit shall not apply to the 
Class 2D rate if the automobile is cus- 
tomarily used in the course of driving 
to or from work a distance of ten or 
more road miles one way. 

Although the seven classification plan 
is nto effective in Alaska, the 10% driver 
training credit is applicable there to 
risks that qualify. 


Commercial Car Use Classifications 


The revisions of assignments of com- 
mercial car use classifications to com- 
mercial car rate classes are the first 
major changes since prior to World 
War II. Changes are made in the as- 
signment of 18 use classifications to rate 
classes. Rate reductions result for nine 
use classifications and these range up- 
ward to 32%; and rate increases either 
of 15% or 17% result for the other nine 
use classifications. In the aggregate the 
reductions offset the increases; there- 
fore these revisions produce practically 
no change in rate level. 

Experience indications for certain use 
classifications pointed up the need for a 
new intermediate rate class between 
Classes 3 and 4. Also the favorable ex- 
perience of several classifications as- 
signed to Class 5 showed need for a 
rate class with rates somewhat lower 
than Class 5. Accordingly two additional 
commercial car rate classes are estab- 
lished. One new rate class is designated 
as Class 7 with rates 15% above Class 
4, and the other new class is designated 
as Class 8 with rates 15% less than 
Class 5 

A commercial automobile owned by a 
farmer, which has a load capacity in 
excess of 1,500 pounds, used in connec- 
tion with the operation or maintenance 
of his own farm and occasionally to haul 
commodities for other farmers, has been 
newly assigned to commercial Class 6. 
The effect of a change in the method of 
determining commercial Class 6 rates 
upon this farmer’s classification will be a 
reduction. 

The type of automobile that has been 
assigned to Class 6 is used, for the most 
part, by artisans and includes special 
contractor’s equipment. Rates for this 
classification were formerly determined 
as the lower of the private passenger 
Class 3 or the commercial Class 5CA. 
In recognition of the favorable country- 
wide experience for this class the rates 
are to be established at 15% less than 
the new Class 8CA rates but with no 
increase in former rates for B.I. and 
P.D. combined. 

Rate Class 2, which formerly consisted 
of two trade classifications, is discon- 
tinued. Newspaper delivery risks for- 
merly rated as Class 2 are assigned to 
rate Class 3 and ambulances and invalid 
carriages formerly rated as Class 2CA 
are rated as Class 3CA. These changes 
produce substantially lower bodily injury 
rates in cities with a population in ex- 
cess of 100,000. In no instance is the 
new rate higher than the former rate 
for these classifications. 
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Foreign 


Travel 
Accident 





are as new as tomorrow. 


The Aviation & Foreign Travel Accident divi- 
sion provides both ordinary and specially tai- 
lored travel accident protection on a world- 
wide basis. 

Find out how these two divisions can open 
up new markets, new profits for you. Ask for a 
copy of GROWTH THROUGH LEADER- 
SHIP. Write today! Address Dept. 313 


ASSOCIATED COMPANIES: 











These two divisions of 


CONTINENTAL CASUALTY 


open up new sales tor YOU! 


Accident-sickness-hospitalization coverages written by the Spe- 
cial Risks and Aviation & Foreign Travel Accident divisions 


The Special Risks division provides a complete American 
facility for serving people engaged in hazardous occupations 
or in classifications not acceptable under conventional forms. 
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CASUALTY COMPANY 


310 S. MICHIGAN AVE. ¢ CHICAGO 4, ILL. 


Continental Assurance Company « Transportation Insurance Company 
United States Life Insurance Company 


"America’s Department Store of Insurance” 
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EMPLOYERS REINSURANCE CORPORATION 






CONDENSED STATEMENT AS OF DECEMBER 31, 1954 






ASSETS 
CEN OE WIN I aoe ute eee in 5 5's ae ss baie ee bd Sianted $ 3,113,744.99 


Bonds: 
ree lahak AIO oo oie Gs os obs eeedecas $20,666,475.47 
United States Government Agencies ................004 2,195,157.36 


ianniian sepverimMent. o.c0c645-06 hae 2k ee ete oesdekee 993,967.90 
21,672,081.79 



















45,527,682.52 





Stocks: 
PP ONC rsh hw Oe Fee Bice due do sabe Ree Rae ka siaee 2,638,340.00 


Ann ANEUPANCE 6:5 sh.05,3.43.6 Sa be SRE we ER RAR Ee oaks 1,101,957.25 
2.582.860.00 














Industrial and Miscellaneous ..............-cceccceceees 





6,323,157.25 





AUST AL STICKS ols 630-5 5k ow eies ce Se ee ec eee 





PPE ey eT Tre ee rere ee eee eT eee ee TE ETT eT re Tere eee 37,775.28 
Uncollected Premiums (not over 90 days) .....5..006 bebe cats tenes vcdies ewan 709,914.53 
Interest Accrued and Other Admitted Assets ...........c0.0ccecsceveedecnuee 524,094.27 


$56,236,368.84 
















AUST AT SAD MITRE EAGSETS 6555 5 hhc FSCS SPOS Wee O ee eds sneks 















LIABILITIES 


mnodewe Ger Cite Mir Ce ee ooo a as cc ence ds cee n ee psns Deedes tee 
Réserve for Asneainen ve arInsINSs oo. 5S 62i<6 ais deeb a eee eRe Ake ee ase Sasa 
Funds Held Under Reinsurance Treaties... ...........ccccccesccccecevevcss 
daxes and aother Dia briinesscé cc cei ss 0.65 5 SRE ROSIN eae eee eae 


$ 2,000,000.00 
11,457,953.72 





$28,388, 766.72 
9,980,808.70 
2,677,590.01 
1,731,249.69 









OS Ee ee eee, Se er ene ery eer ree re 






EE LOE ET Ee ee Tye CeCe T ET ree, Coe ere 









13,457,953.72 


29. 6:6 06 & 60 6 2. 546 + 8 41 6 06 0 26.0.4 6 6 O86, 0 68:9 S. 





$56,236,368.84 
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Bonds are valued on an amortized basis and stocks at prices prescribed by the 
National Association of Insurance Commissioners. 


On the basis of December 31, 1954, actual market values for all bonds and stocks 





owned: 









Total Admitted Assets would be............... $57,132,265.62 
Surplus to Policyholders would be ............. 14,353,850.50 


Securities carried at $4,263,914.49 in the above statement are deposited as required 


by law. 








REINSURANCE IN MULTIPLE LINES 







KANSAS CITY, MO. 


Insurance Exchange Building 













NEW YORK CHICAGO SAN FRANCISCO LOS ANGELES 


107 William Street 175 West Jackson 114 Sansome Street 1139 W. 6th Street 
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for these classifications. 
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Internat’] Picks April 18 
As Membership Monday 


NEVONEN DRIVE CHAIRMAN 


Campaign Well Organized; to Empha- 
size Publicity, Local Procedures; 
Cite A. & H. Agent Unity 


April 18, 1955, has been announced 
as the next Membership Monday for 
the International Association of Acci- 
dent & Health Underwriters by How- 
ard Nevonen, Washington National 
yeneral agent in Los Angeles, who is 
the association’s vice president in 
charge of membership. As in 1954 this 
day will mark the gathering together 
of all local associations for the solici- 
tation of new members. 

Mr. Nevonen points out that this 
campaign will be organized better than 
any of the past with great emphasis on 
publicity and local procedure. Local 
membership chairmen will plan special 
meetings for both March and April 
making certain of a good speaker and 
a well publicized meeting. Prospect 
lists will be prepared well ahead of 
time, and special telephone crews will 
work to turn out a maximum crowd on 
April 18. 


To Contact Each Local 


Chairman Nevonen will shortly con- 
tact each local to urge that a Member- 
ship Monday chairman be appointed. 
He need not necessarily be the regular 
membership chairman. Special care is 
to be given to choosing a man who is 
a good promoter and well known. “We 
want a man who will really get out 
and work to make this one day drive a 
success!” Mr. Nevonen said. 

He emphasized that the local chair- 
man could expect complete cooperation 
from him and the International office 
preceding and during the campaign. In 
this regard he announced the early 
release of a complete sales kit and 
presentation for the securing of new 
members as well as a detailed step by 
step plan of action for the big day. 

Mr. Nevonen pointed out that never 
before have we had so much to sell to 
the prospective member—never before 
has unity among A. & H. agents been 
so greatly needed in the fields of edu- 
cation and training, law and legislation 
matters, and public relations. The agent 
plays a vital role in these and the many 
other important objectives of the Inter- 
national. 





To Get Report on New A.&H. 


Trade Association in March 


Latest information on the proposed 
separate trade association for the A. & H. 
industry is that a full report on steps 
to be taken will be submitted to the 
Joint Committee on Health Insurance 
at its March meeting in Chicago, date 
of which will be set by Chairman E. 

Faulkner, who is Woodmen Accident 
& Life president. 

H. Lewis Rietz, executive vice pres- 
a Great Southern Life, is chairman 
of Task Force 1 of the Joint Commit- 
tee which has been engaged for sev- 
eral months in its big job of consider- 
ing realignment of A. &H. association 
responsibility and particularly with re- 
Spect to public relations. If its recom- 
mendations are followed to the letter it 
Will mean the disbanding of the Health 
& Accident Underwriters Conference and 
the Bureau of A. & H. Underwriters, 
both of which have had long and out- 
Standing careers in the industry. 

Present plans call for study of Task 
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Rep. Wolverton Seeks to 
Strengthen FTC Powers 


OVER A. & H. ADVERTISING 





Questions FTC Chairman E. F. Howrey 
on Possible Deficiencies in Legis- 
lative Authority 





Representative Charles A. Wolverton 
(R., N. J.), former chairman and now 
ranking minority member of the House 
Commerce Committee, has indicated that 
he would not be averse to introducing 
legislation clearing up any doubts about 
the Federal Trade Commission’s power 
over advertising of accident and health 
insurance policies. 

Mr. Wolverton questioned FTC Chair- 
man Edward F. Howrey very closely on 
this subject when Mr. Howrey testified 
about FTC activities before the commit- 
tee. He asked, “With respect to this 
jurisdiction of the Commission, would it 
seem as if any additional legislation is 
advisable to amend your jurisdiction in 
that respect so as to give greater pos- 
sible protection to buyers of policies?” 


Final Decisions Take Many Years 


At another stage, he pointed out that 
it is often many years before final court 
decisions on issues such as FTC jurisdic- 
tion in this field and inquired whether 
as a result of defenses already set up 
by the insurance companies cited by the 
FTC, Mr. Howrey could think of any 
deficiencies in FTC’s legislative author- 
ity which might be corrected by legisla- 
tion. He said, “often we wait on the 
courts fora long time on a question that 
could very easily be resolved earlier by 
corrective legislation.” 

Mr. Howrey said the time will come 
“when we have to decide whether we 
have jurisdiction in those cases where 
the states have laws against false and 
misleading advertising of insurance com- 
panies, but where we think those laws 
have not been enforced or administered. 
That is an area wherein our jurisdiction 
is not so clear. Then, I think we will 
perhaps be confronted with the problem 
you have raised.” 


Some Issues Cloudy 


He said the Commission feels certain 
of its jurisdiction in the complaints al- 
ready filed, but said there are some 
areas in which the issue is more cloudy.” 
Where the states do not have laws, he 
said, FTC jurisdiction is clear. Where 
state laws exist without enforcement 
machinery, or where they simply are not 
properly enforced in the opinion of FTC, 
“our jurisdiction is less clear.” 

Mr. Howrey — that “ 
complaints” of false A. & H. 
advertising will be forthcoming 
near future.” 


additional 
insurance 
“in the 





$2 Billion of Hancock A & H 
Coverage Written in 1954 


Nearly two million persons were pro- 
tected under Group Accident and Health 
policies of John Hancock at end of 1954. 
Coverage provided under these policies 
exceeds $2 billion. 





Force 1’s recommendations by the seven 
member associations of the Joint Com- 
mittee, following which they will be 
considered by the individual member 
companies of the bureau and the con- 
ference. If the program is approved the 
present members of these two associa- 
tions would presumably join the new 
organization. 


A. & H. Cos. to Favor Ten 
Day Trial Period Bill 


N. C. SENATE COMMITTEE TOLD 





Arendell Says Industry Is Against Blue 
and Whitley Bills Requiring Advance 
Notice of Cancellation 





A bill which would require a photo- 
static copy of the application to be at- 
tached to all A. & H. insurance policies, 
was introduced in the North C arolina 
House of Representatives by Represen- 
tative C. Blake Thomas of Johnston and 
several other House members. The bill 
was presented after Banks Arendell, 
Raleigh or representing the Bu- 
reau of A. & H. Underwriters and the 
H. & A. Underwriters Conference, told 
a Senate Insurance Committee that his 
companies would look with favor on 
such a bill. 

Mr. Arendell also said the companies 
are favorably inclined toward requiring 
that potential purchasers of A. & 
insurance be given a 10-day “look pe- 
riod” to examine their policies before 
accepting them. 

Public Hearing Held 


The lawyer spoke at a public hearing 
held by the committee on several A. & 
H. measures which already had_ been 
introduced. Mr. Arendell said then his 
organizations are “unalterably opposed” 
to the most harsh of the bills but would 
like to get together with a subcommittee 
and try to work out “package legisla- 
tion” incorporating some of the ideas 
in the bills and some ideas the compa- 
nies have. 


The committee adjourned, however, 
without naming a subcommittee and 
some members indicated they favor 


working as a committee instead. 

Mr. Arendell said the industry is 
against the proposal by Representative 
Clifton Blue and Senator Adam Whitley 
which would require a company to give 
a period of notice before canceling a 
policy because of the deteriorating 
health of the insured. He predicted that 
this bill, if it becomes law, would elimi- 
nate low-cost A. & H. insurance, 


Favors Senator James’ Suggestions 


He said the industry looks with favor 
on some of the suggestions in bills in- 
troduced by Senator W. D. James. These 
deal with pre-existing conditions and 
with policing agents. Also, Mr. Arendell 
said, the industry looks with favor on 
legislation which already has been in- 
troduced in the House that would re- 
quire exclusion clauses to be printed in 
large type. 


MAJOR MEDICAL SUPPLEMENT 








Bureau Publishes Continuation of Sub- 
committee’s Current Trend Survey; 
on Individual and Family Basis 
The Bureau of Accident & Health Un- 
derwriters has released to its member 
companies a further study on major med- 
ical expense insurance as written on an 
individual and family basis. The latest 
study is in the form of a supplement to 
the bureau’s original major medical ex- 
pense insurance study which was re- 

leased last September. 

The original major medical expense 
insurance study of the bureau was based 
on a survey conducted by the major 
medical subcommittee of the bureau un- 
der the chairmanship of R. E. Ryan 
of Royal-Liverpool Insurance Group. 
The purpose of this survey was to de- 
termine the current trends in the writing 
of this coverage which was subsequently 
presented in the three-part report. Part 
one reviewed the plans of four leading 
carriers and reported the history of 
each plan with respect to benefits, co- 
insurance and deductible provisions, pre- 
existing conditions, sales distribution, 
and experience by income group, age 
group, occupational group, and size of 
family. Parts two and three of the 


report in a combination of charts gave 
a comparative analysis of the plans and 
a highlight 
of the 


resume of the 
then ten writers of 


programs 
individual 
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Commercial Travelers 
Settles FTC Case 

APPROVE CONSENT AGREEMENT 

Sele: ‘Retin Cite Gato Side Ades 


United of Chicago Argues Motion 
for Dismissal 








The Federal Trade Commission has 
approved a consent agreement between 
Hearing Examiner Abner E. Lipscomb 
and Commercial Travelers of Salt Lake 
City, ending the FTC complaints against 
that company. Meanwhile United In- 
surance Co. of Chicago argued its mo- 
tion for dismissal of the compiaint 
against that company. 

United said that all 40 of the states 
in which it does business have enacted 
statutes properly regulating insurance 
as required by the McCarran Act, and 
insisted that Congressional intent in 
passing the McCarran Act was to give 
the states full and exclusive power over 
the regulation of insurance. 

Under the consent order 
by Commercial Travelers of Salt Lake 
City, the company may not represent 
that its insurance policies continue in 
effect indefinitely or for any period of 
time, if the company can cancel during 
that time, or represent that its policies 
cover a wider range of sicknesses or 
accidents than is provided, or represent 
that coverage includes more of the ac- 
tual expenses than the particular policy 
will pay. 


Waives Right to Contest Order 


Commercial Travelers waived hear- 
ings and other procedural steps, as well 
as its right to contest the validity of 
the order. The company neither ad- 
mitted nor denied any violation of law, 
according to the FTC. 

United Insurance of Chicago, in its 
motion for dismissal on grounds of 
lack of FTC jurisdiction over A, & H. 
insurance advertising, said that all \but 
Mississippi of the 40 states in which 
it does business have laws directly 
regulating false and deceptive advertis- 
ing. United was represented by Edward 
R. Johnston of the Chicago law firm of 
Johnston, Thompson, Raymond & 
Mayer. 


Third Pre-Hearing Motion 


This was the third pre-hearing motion 
on jurisdiction heard by FTC Hearing 
Examiner Loren Laughlin. He _ has 
already heard jurisdiction arguments in 
the cases against Commercial Travelers 
of Utica, Life Insurance of America, 
and Guarantee Reserve of Hammond, 
Ind. First official hearing started on 
Feb. 8 in Chicago, in the complaint 
against Bankers Life & Casualty. 

FTC Counsel Robert Sills and Fred- 
erick McManus told Mr. Laughlin that 
he has no authority to act on the juris- 
diction question in advance of a full 
hearing on the merits of the case. In 
answer to United’s arguments, they 
said that the company is doing business 
in states in which it is not physically 
present by sending renewal orders to 
existing policyholders who can be influ- 
enced by advertising they read in na- 
tional publications or hear on radio or 
television. 

United Insurance of Chicago may not 
use the courts to avoid hearings on its 
license to do business in California. 
That is the effect of Supreme Court 
refusal to review a case in which the 
Appeals Court held that the insurance 
company must undergo the hearing 
process before taking to the courts. 


accepted 





major medical expense insurance. 

The new study is a continuation of the 
subcommittee’s current trend survey. It 
adds to the list of individual major medi- 
cal carriers five companies newly in 
this field. In general the supplement 
follows the pattern of the first report. 
Omitting the comparative analysis chart, 
the second report presents a compre- 
hensively detailed two-section review of 
the five new programs with an accom- 
panying chart resume of the coverages. 
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Breakfast Workshop Session Plan 
Successfully Executed at Chicago Meet 


By Levertnc CARTWRIGHT 


It was conclusively proved at last 
week’s joint Bureau-Conference meeting 
on group A. & H. insurance in Chicago 
that the breakfast workshop idea is a 
winner. The program makers, encour- 
aged by the success of this innovation a 
vear ago, set up an ambitious program 
this year of ten sessions to run simul- 
taneously from 8 a.m. to 9:45 a.m., and 
then to repeat them from 10 to 11 a.m. 
In all 20 workshops were held for two 
mornings with the average attendance 
at each of about 20, 

An observing reporter who did some 
fast room-hopping noted that there were 
few dull moments in any of these ses- 
sions. Note taking was in order, and 
most of the narticipants spoke their 
minds freely. They were not embar- 
rassed by questions about their claim 
experience or methods of underwriting. 

In the next few weeks The Eastern 
Underwriter will give running story ac- 
counts of some of these workshops. The 
two which follow are typical of the 
stimulating exchange of opinion among 
those attending: 


Professional Association Group 


The problem of “stacking” of cover- 
age under professional group programs 
received considerable attention at this 
breakfast session under chairmanship 
of S. L. Horman of Time Insurance Co. 
The “horrible example” was mentioned 
of a doctor who had coverage of $2,400 
per month by reason of membership in 
various medical organizations. He made 
claim because of alleged “psychic” dis- 
ability due to accident. He had another 
doctor working for him. 

There are local, regional, state and 
national associations besides societies 
for specialties, and those attending ex- 
pressed apprehension on danger of over- 
lapping. There is a lot of emphasis to- 
day on lining up national associations 
for insurance and this tends to intensify 
the problem. 

Concern was also voiced because of 
the trend toward providing five-year 
coverage and even longer coverage un- 
der professional group deals. Just a 
few years ago the standard procedure 
was $50 per week and one-year cover- 
age. Those limits provided safeguards. 
It then increased to $75 and two years, 
and now $100 and five years is com- 
mon, “We are flirting with dynamite,” 
one underwriter said. Another re- 
marked: “I want to feel his pulse on a 
five-year deal.” This underwriter said 
his company was able to get by because 
it was handling only big cases and re- 
quired 80% participation. “If only 50% 
were enrolled we would lose our shirt,” 
he declared. 

Trade association groups are going in 
the same direction. 

One participant told about the group 
major medical coverage his company 
has written for Connecticut Medical 
Society on which there is $500 deduc- 
tible. The results have been excellent. 
The Uoctors want it. The plan has not 
been abused. It has been carefully po- 
liced from the start. However, this 
company’s representative said that “we 
do not plan to write another case of 
this size and type.” 

The question was asked why doctors 
need surgical coverage since it is an old 
custom to whack each other up for free. 
The answer was that doctors are get- 
ting tired of taking in each other’s 
wash, so to speak. They would prefer 
to bill each other with a discount of 
20%. 

Determining Retirement Age 


There was discussion of the problem 
of determining when a_ professional 
man is retired. The consensus was that 
this couldn’t be spelled out to a fine 
point in the contract. One company said 
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it terminates coverage at age 70. The 
case was told of a dentist who lost two 
fingers as a result of X-ray burns. He 
returned to work but later lost fingers 
on the other hand. He made another 
attempt at a comeback. The insurer 
agreed to pay for those two rounds, 
but announced that would be all. 

Some companies reserve the right to 


reiect risks for reasons of overinsur- 
ance. 
One underwriter said his company 


found it had to quit taking on new 
members of an association without evi- 
dence of insurability, except those who 
joined by reason of being new to the 
profession. Membership drives based on 
the insurance feature bring in shaky 
specimens. 

Some insurers, it was brought out, 
offer $50 a week to all comers and _ will 
go up to $75 and $100 for the more 
durable-appearing risks. 


Small Groups 


In the breakfast session on small 
groups, chairmaned by J. Chartrand, 
United States Life, one of the partici- 
pants was singing the blues on the per- 
formance of plans that are self admin- 
istered by the employers. The cost is 
out of proportion, he said. There is no 
central administration, clerks change, 
supplies are lost or thrown out. There 
is a lot of telephoning, letter writing, 
and late applications. The first notice 
to the insurer that there is an addition 
to the cover, is when a claim is made. 
The employer explains it was due to 
clerical error. The home office does more 
work on the risk than the insured is 
doing. 

The fact was reported that phoney 
names are often entered in small group 
cases, to bring the number of insured 
up to the minimum required for group 
treatment. 

A warning was issued about risks in 
which more than 20% are above age 60 
and all named Smith, especially when 
the boss’ name is Smith. 

One of the Canadians said his com- 
pany requires group life as a condition 
to writing A. & H. Also they require a 
minimum of 25% contribution by the 
employer. 


Loyal Protective Has 
New Non-Can. Program 


WILL BE LAUNCHED FEB. 21 








Details Given to Gen. Agents at Chicago 
Conference; Trophies Awarded to 
Leading Agencies of 1954 





Loyal Protective Life of Boston at its 
general agents’ conference held February 
14-16 in Edgewater Beach Hotel, Chi- 
cago, announced a completely new sick- 
ness and accident insurance program 
that will be launched February 21 in all 
25 states and four Canadian provinces 
in which the company is _ operating. 
President John M. Powell, who opened 
the conference, joined with other officers 
in explaining the new setup. 

This program embraces five basic non- 
cancellable policies providing multiple 
combinations of coverage ranging from 
1 to 10 years for sickness and from 
2 years to lifetime for accident. These 
basic policies are guaranteed renewable 
at guaranteed premium rate to age 65 
with option of continuing beyond that 
age, with company’s consent, at rate 
then in effect. 


15 Riders Available 


In addition the Loyal is offering 15 


riders for various _hospital-surgical- 
medical benefits available in varying 
amounts, double indemnity for travel 


accidents, principal sum, etc. Its per- 
sonal security contract, providing from 
12 to 24 months’ sickness and with 24 
to 60 months or lifetime accident, can be 
written on either weekly or monthly 


benefit basis and with supplementary 
rider available to qualified employed 
women. 


New occupational classifications, rate 
structure, applications and sales mate- 
rial are an integral part of the new 
program. As explained, it can be hand- 
tailored to fit prospect needs. 

H. J. Tiedeck, General Agent of 1954 


Harry J. Tiedeck of Philadelphia, 
voted general agent of the year for 
1954, was awarded the Loyal trophy on 
quality and production basis by Presi- 
dent Powell at the February 15 session. 

With Loyal since July, 1945, his 
agency ranked second in 1953 and not 
lower than third since 1949. Four other 
trophies were presented respectively to 
General Agents A. B. Norton, Boston; 
Lee R. Pence, Portland, Ore.; Luther A. 
Fisher, Reading, Pa., and Channing H. 
Morse, New Bedford. Messrs. Horton 





Whittaker and Wilson Respond to 
Major Medical Expense Questions 


A stream of questions was directed at 
Edmund B. Whittaker, vice president of 
The Prudential, and A. M. Wilson, as- 
sistant A. & H. manager, Liberty Mu- 
tual, after they had completed their 
formal talks on major medical expense 
insurance at the group A. & H. meeting 
of the Bureau and Conference last week 
in Chicago. 

In his preface Mr. Whittaker said 
major medical is the most fascinating 
subject of the hour. In dealing with this 
he feels he is in the role of a social 
engineer. The aim is to find ways to 
prove that private industry can do such 
a good job that government is not 
needed. The U. S. is the only country 
that can do this, he emphasized. 

“Liberty Mutual,” he went on, “got 
the rest of us off our chairs.” He was 
alluding to the pioneering done by the 
Liberty in the major medical field back 
in 1948. Mr. Whittaker explained that 
The Prudential has endeavored to put 
M.M. on a scientific basis since it went 


into the field in 1951. He maintained that 
it is unsound to place all risks on the 
same rate basis, and so Prudential is 
seeking to arrive at refinements. The 
big unknown, he said, is the effect of 
the existence of major medical insurance 
on the dimensions of doctor’s bills, but 
so far the results in this respect are 
excellent. 

Mr. Whittaker, a crusader for major 
medical, wants both insurers and em- 
ployers to “get off their chairs” and 
get it into effect in massive proportions. 
He is more encouraged than last No- 
vember when he spoke on the subject 
before American Management Associa- 
tion by the current rate at which plans 
are being consummated. The January 
record was especially good, he said. 


Some Questions Asked 


Mr. Whittaker was asked: “What does 
Prudential think about the idea of eras- 
ing the basic health plan for its own 
people and using major medical to do 
the whole job?” This query was prompted 
by the fact that Mr. Whittaker had said 
it would be best to rely solely on M.M. 





and Fisher now own two quality and 
production trophies. 

Henry A. Speer of Monmouth, III. 
designated field representative of the 
year (1954) will receive his Loyal trophy 
at a special dinner meeting soon of the 
Manlove Agency, Monmouth, with which 
he is associated. A first year agent last 
year, he had had no insurance experi- 
ence prior to joining the agency on Feb- 
ruary 9, 1954. His sales record for 10 
months and 20 days set a new all-time 
high for individual performance, 

Agency Vice President Fred R. Hen- 
nig awarded plaques to 11 general 
agents, each engraved with the name 
of the agency’s leading field represen- 
tative on the basis of 1954 quality and 
production. Thereafter discussion cen- 
tered around new sales briefs and sales 
track on new coverages; 1955 agency 
expansion program; recruiting, selection 
and training of new field representa- 
tives. 

Final day’s program featured round 
table sessions on sales, recruiting train- 
ing, financing and supervision problems, 
The general agents met in_ several 
smaller groups, based on size and age 
of agencies represented. 





MacARTHUR IN MEXICO 
Alfred MacArthur, board chairman, 
Central Standard Life, is now sojourn- 
ing at his winter home at Cuernavaca, 
Mexico. 





At Prudential there are 19 unions and 
35,000 employes who are not in unions 
and the company doesn’t want to re- 
open bargaining. 

The two speakers were asked whether 
they apprehended any kind of a formula 
for a level premium for individual M.M. 
policies with provision for reserving 
against the higher costs at advanced 
ages. Mr. Wilson said the experience is 
not yet ripe enough. Mr. Whittaker 
said “you can’t insure against inflation. 
If a man had done this 30 years ago, 
hospital and medical costs would now 
have dwarfed the provision that were 
made for them. It is different with life 
insurance, which is payable in dollars.” 

Another question, answered by Mr. 
Wilson, was “how can this insurance 
be offered until the doctors are brought 
under control on their charges?” He 
replied that it is the responsibility of 
the claims department to see that 
charges are reasonable in relation to the 
scale in a particular area. The Liberty 
gets in touch with doctors who are sus- 
pected of overcharging, and the prob- 
lem is not serious. He told of a surgeon 
who put in a $2,500 charge for an opera- 
tion on a man with a $4,000 income. 
When the Liberty took it up with him, 
the doctor said his secretary had made 
a mistake. He came down to earth. 


Non-Cooperating Drs. Will Be Shunned 


Mr. Wilson declared that cooperation 
is wonderfuk when these matters are 
taken up with the doctors individually 
and they are told about the significance 
of the major medical program. “Those 
who don’t cooperate will have to be 
shunned,” he said. 

Next question was which is prefer- 
able: a flat deductible or one that is a 
percentage of salary? Answer: In an 
employe-pay-all-plan the percentage plan 
is fairest; otherwise, a flat deductible. 

The questioning also brought out that 
the usual coinsurance ratio is 25%. How- 
ever, in about 20% of the cases, it is 
20%. Mr. Wilson said it is possible to 
vary the ratio to correspond with the 
income tax rate of the individual em- 
ploye in the higher brackets. ih, 

On the score of whether policy divi- 
dends are in order, Mr. Whittaker said 
that Prudential is able to do this on a 
number of risks. As to whether the hus- 
band of an insured female is to be 
covered, both speakers said there is no 
general answer. 2 

Mr. Whittaker was asked whether it 
is possible to convert basic plans from 
first dollar coverage to a deductible 
basis. He said: “Yes, it is frequently 
done. The total benefits are superior 
under a deductible plan and that ap- 
peals to the employe.” 
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Trace Development of Sales Service 


Department in Company Organization 


J. M. Rodemeir, Continental Assurance, and T. A. Watson, 
Lincoln National Life, Give Underwriting Motivations and 
Philosophy That Lead to Results in Sales, Client Relations 


Chicago, Feb. 7—Much interest was 
evoked here this afternoon as 
Rodemeir, assistant to vice president, 
Continental Assurance Co., and Thomas 
A. Watson, group sales manager, Lin- 
con National Life, presented a _ panel 
discussion on “Company Organization 
for Sales and Service.” Both men ably 
traced the development of the sales and 
service department within their respec- 
tive companies and gave a good deal of 
the background and motives leading to 
their present method of operation. 


J. M. Rodemeir 


The greater portion of Mr. Rode- 
meir’s talk was devoted to service rather 
than sales, because he believed the sales 
operation of various companies differ ac- 
cording to their size. “We believe that 
good service develops future sales, be- 
cause a Satisfied client, means a satis- 
fied agent or broker—our main source 
of new business,” he declared. 

He explained that the sales and serv- 
ice department of Continental Assur- 
ance developed out of a need to offer 
better service to our clients and a need 
to stimulate sales through its general 
agency system. “However,” he con- 
tinued, “with the terrific impetus of the 
group insurance movement in 1945, we, 
along with many other companies, had 
to develop a sound and efficient service 
department. In our early stages of de- 
velopment our service was handled by 
the vice president of our company and 
two others in the sales department. 
Obviously with the steady growth in 
business, different systems had to be 
developed.” 

The speaker pointed out that there 
was no need to go into detail as to 
what constitutes service in regard to a 
group case, but briefly, he said, it means 
prompt, efficient payment of claims, 
proper administration, straightening out 
of billing problems, and making certain 
that the client is happy with the plan 
that he has purchased. He continued: 

“The service department of our com- 
pany is comprised of young men, either 
located in the home office or our various 
branch offices, whose primary job is to 
service our general agents and/or bro- 
kers who have brought the business to 
our company. We have made it a defi- 
nite rule that we will not call on any 
of our clients without first discussing 
the purpose of our call with the broker 
or agent who produced the business.” 

He said that the men in the service 
department are trained for both sales 
and service so that they are aware of 
the problems involved both sales - wise 
and service-wise. “They are trained as 
underwriters, in fact,” he continued. 
Every member of our sales and service 
force undergoes a minimum training of 
at least six months in the home office, 
covering every phase of group depart- 
ment operation. Let me stress this point 
once more, they cover every phase of 
group department operation, starting in 
Proposals and running through the en- 
ure operation, ending with billing and 
renewals. I believe you will agree that 
the experience gained in the underwrit- 
Ing, proposal and actuarial departments 
can be invaluable to a man whose pri- 
Mary job is to sell and service group 
Insurance.” 


Trained to Help Agents 


. Mr. Rodemeir made it plain that Con- 
tinental Assurance’s service men are 
trained to help the company’s agents 
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service its group cases because it is 
their belief that the agent is by far the 
most important person in the service 
picture. 

“We believe,” he said, “that it is nec- 
essary for the agent to make a routine 
call at least once a month in order to 
let the buyer of insurance know that 
the agent is not only interested in him, 
but that he is also interested in the 
kind of service that the insurance com- 
pany is giving. We believe that it is 
of primary interest to the agent to 
know if claims are being handled to the 
satisfaction of his client and whether 
or not the monthly billing procedure is 
completely understood by the person 
who is handling it in his client’s office. 
Some companies also offer the self- 
payment of claims procedure, and we 
are one of them. Quite obviously it is 
very important to know whether or not 
the person who is handling these claims 
understands proper claim procedure. 

“From the mechanical end of service, 
we believe that the proper handling of 
claims and billing procedures are of ut- 
most importance. I am sure that all of 
you have had the experience of losing 
a case where there was no_ obvious 
trouble. It just happened that the agent 
who sold the case lost out because he 
did not develop the contact he had when 
he first sold the case. Again we believe 
that close contact with the person who 
can say ‘yes’ or ‘no’ in regard to the 
purchase of the group case is of primary 
importance. Actually, we believe this is 
where service begins.” 

However, the speaker explained that 
in stressing the importance of the agent, 
he did not in any way mean to diminish 
the company’s part in the servicing of 
an account. 

“Actually,” he continued, “in some in- 
stances we believe that the service man 
can be somewhat of a nuisance if the 
job of servicing is overdone, but on the 
other hand it is our job to be on call 
whenever we are needed. We attempt to 
call on all of our accounts at least once 
a year and more often on the larger ac- 
counts where more service is necessary. 
We can’t emphasize too much the posi- 
tion of the agent on the case who must 
let us know when service is needed, 
because he is on the ground floor and 
can readily sense the beginning of 
trouble. 

“Many of our cases are on a self- 
administered basis, which means that 
the employer’s office types the certifi- 
cates, makes out the monthly bills and 
pays claims from his own office. On this 
type of case we are sometimes needed 
more often than we would be on the 
average home office administered case. 
In either event, however, the agent de- 
termines whether or not we are needed. 

“In addition to our sales and service 
men, we have two men who are known 
as account executives, whose primary 
duty is to see that nothing goes wrong 
with our larger accounts, where compe- 
tition is the keenest. It is the primary 
job of an account executive to see that 
we are always in a ‘good position’ with 
the larger accounts. That, briefly is our 
service picture.” 


Home Office More Heavily Staffed 


Turning his attention to the sales de- 
partment, Mr. Rodemeir pointed out 
that this company segment is staffed 
more heavily in the home office because 
of the company’s strategic location in 
Chicago. He declared that the company 
has other sales offices located on both 
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the east and west coasts and one office 
in the south. 

“When we talk of our sales force we 
are talking of our sales-service force, 
because we believe that the men who 
help to sell the case should also be 
around to back up their sales efforts 
with service,” he explained. “When we 
sell what we consider to be a good plan 
of insurance we always discover that it 
is a good plan only if it pleases the 
purchaser. Our combination sales-service 
department’s job is to make certain that 
the buyer is pleased. The sales depart- 
ment has a file on each case written and 
a record is kept of each service call 
that has been made. 

“If, by chance, trouble starts on the 
case, the sales department can immedi- 
ately check their file and find out when 
the last service call was made and pro- 
ceed from there. If the worst should 
happen and the case is canceled, we im- 
mediately call for the service file to find 
out where we have failed. I guess you 
can readily gather from the foregoing 
remarks that we believe in tying sales 
and service very closely together.” 

He went on to say that, about one 
year ago the sales department ran a 
series of meetings each Monday morn- 
ing that lasted exactly one hour. Speak- 
ers were chosen from each department 
that directly or indirectly affected our 
sales-service efforts, he said. “While the 
meetings were primarily held for the 
benefit of the sales-service force, any- 
one could attend,” he pointed out. 
“Within four weeks after the meetings 
started the number in attendance grew 
from 18 people to 50, and included vice 
presidents from departments other than 
group. 

“We continued the meetings for ex- 
actly one year until we had covered 
everything from proposals to analyzing 
competitive retentions and ‘how to 
evaluate them.’ Let me say that some 
were a bit difficult to evaluate. The 
meetings were valuable in that we edu- 
cated our sales force to the problems 
of other departments, and also to some 
extent demonstrated to the ‘inside mem- 
bers of our home office team’ that we, 
too, have problems ‘in the field.’ We 
sent copies of the ‘minutes’ of our meet- 
ings to our field offcers who also 
profited by the exchange of ideas.” 


Education of General Agents and 
anagers 


Education of general agents and 
managers to the opportunities in the 
group field constitutes the main job of 
the sales department, said Mr. Rode- 
meir. He said that ten vears ago 75% 
of the company’s group production came 
from agents and brokers outside of the 
company. Today, he went on, the per- 
centage has been reversed and the com- 
pany now gets 75% of its group produc- 
tion through the efforts of its own gen- 
eral agents. He said that although it 
has taken them approximately ten years 
to accomplish this position, they feel 
that they have just started. 

“To further our efforts in helping the 
general agents and managers,” he said, 
“this past year we developed a very 
comprehensive underwriting and sales 
manual which we believe answers prac- 
tically every question that might come 
up in regard to the selling, servicing, or 
underwriting of Group insurance. We 
introduced these new sales and under- 
writing manuals to our general agents 
through a series of meetings that were 
held in every section of the country. 

“Tt was our fondest hope that through 
this new sales medium, or I believe we 
should refer to it more as a sales as- 
sistant, that we would increase the num- 
ber of cases written in 1955 over the 
good year that we had in 1954. I can 
only judge from the enthusiasm with 
which the agents received these books 
as to what they will actually do, but so 
far in 1955 we are 25 cases ahead of the 
comparable period in 1954.” 


Thomas A. Watson 


As the second panelist, Thomas A. 
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Watson gave some of the basic thinking 
which led to Lincoln National Life’s 
present sales and service organization. 
He presented the reasons for this think- 
ing and the results the company has 
achieved from it. 

He explained that although the com- 
pany interviewed many experienced 
group men, it was decided early the de- 
partment’s development that they should 
build a sales and service force by bring- 
ing new, inexperienced men into the 
business. This practice has been fol- 
lowed with but one exception, he said. 

Mr. Watson declared that this method 
of building a department imposed many 
burdens on the company and in many 
ways has shaped its methods and pro- 
cedures. ; 

“Due to the shortage of men in the 
early years,” he continued, “we made a 
special effort to select men who would 
stay in the business and with the Lin- 
coln. Although many of our men came 
to us directly from college and although 
the record of turnover of men in their 
first jobs is very high, we have been 
successful in keeping our turnover at a 
minimum. One of our worst problems 
with turnover recently has come from 
the interest in our men shown by our 
own agency department. 


Contact Was Being Lost 


“Many of us had felt that agents were 
depending more and more on group men 
to do their work for them, and by so 
doing, they were losing contact with 
the employer and the employe, causing 
their client to feel they had done little 
to earn their group commission and 
passing up opportunities for estate plan- 
ning for the executives and for the sale 
of smaller policies to the employes. It 
was decided then that our group men 
would be trained to help the agents and 
brokers with their group prospects, but 
would insist that the agents and brokers 
carry their part of the sale. In exchange 
for this type of cooperation, our men 
would be on the lookout for ordinary 
by-products for the agent or broker 
and, in many instances, would help him 
promote ordinary sales.” 

He explained that these thoughts were 
based on the fact that most of our bet- 
ter agents and brokers selling group in- 
surance were resentful if our group peo- 
ple were to make a call without them. 
“This type of cooperation permitted a 
group organization somewhat smaller 
than usual,” he said. “In order to hold 
up our end of this bargain it was neces- 
sary to hire and train men of very high 
potential. Most of them are currently 
studying for CLU in order to be more 
effective in aiding the solicitor. 

“This process of training an agency 
force in the sale of group by having 
them present on every sales or service 
call has not only improved the agents’ 
earnings through by-products, but has 
placed the majority of them in a posi- 
tion to make smaller group sales without 
the help of a group man. The resultant 
lowering of acquisition costs is obvious 
and the time available to the group men 
for solicitation of new business has been 
greatly increased. 

“Due to this increased efficiency most 
of our sales offices are staffed by one 
man, and it has been only recently that 
we have found it necessary to create 
two-man offices in the larger cities. Last 
fall we established assistant sales mana- 
gers on both coasts to aid in liaison 
between the other offices and the group 
department in the home office and to 
lend a hand in large or complicated 
cases. I act in this capacity in the cen 
tral states.” 


Direct Sales and Service Concentration 


Mr. Watson emphasized that the com- 
pany attempts to keep its group men 
entirely free from any duties except the 
direct sale and service of their business. 
He continued “that although each office 
is fully prepared to make on-the-spot 
quotations, the majority of our pro- 
posals are made in the home office, thus 
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Sales Service Department 
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relieving good salesmen of much of the 
detailed work or supervision over this 
phase of company business. 

“The details of office rent, personnel, 
salaries, furniture, etc., are. all 
from Fort Wayne,” said Mr. 
Watson. “Except for isolated offices, we 
use home office claim payments and 
have found that it not only relieves the 
local but has proved very help- 
full to good claim service and very eco- 
nomical according to the claim expense 
allocations shown in the different com- 
deviate 


supplies, 
handled 


office, 


pany statements. I believe we 
further from the usual company proce- 
dure in the business of claim payments 
than in any other phase of the business. 
We recommend home office claim pay- 
ment on all cases and yield to self- 
payment of claims only after a trial pe- 
riod. This has the added benefit of giv- 
ing us closer control in those cases 
where the employer is cooperating to 


lower loss ratios. 
“We attempt to help our people in 
the field on a basis that eliminates all 


detail except what is absolutely neces- 
sary for proper service and underwrit- 
ing. When a new territory is opened, 
we require our men to send reports on 
each interview in order that we may 
judge his effectiveness and give advice 
where necessary. However, this is dis- 
continued after his operation has been 
judged efficient and no further reports 
of procedure or use of time are required 
unless production difficulties seem to be 
developing. Our emphasis has been on 
self-reliance.” 


Los Angeles Office Leads Country 


Our judgment, said Mr. Watson, is 
based on results and we interfere only 
when the results are not forthcoming. 


“Our Los Angeles office,” he pointed 
out, “is leading the country so far this 
year and has done so several times in 


the past. In an ordinary year, I will see 
the managers twice during the year and 
we will correspond less than ten times 
—he isn’t mad at me either.” 

He said that the organization then 
starts with the sales manager in the 
home office, assistant sales managers on 
both coasts, regional managers in prin- 
cipal cities with their assistants in the 
larger areas and a sprinkling of trainees 
in the field for sales training. 

“T would like to point out,” he de- 
clared, “that the function of the group 
actuary is very closely allied with this 
organization, with both the group actu- 
ary and his associate aiding the sales de- 
partment daily on rates and organiza- 
tional problems and making frequent 
trips into the field to go on group and 
pension interviews with our group men 
and the agents.” 

As to the place the service man fits 
into this picture may well be another 
point where our thinking may deviate 
rather widely from that of many of our 
contemporaries, said Mr. Watson. He 
continued that at the present time the 
company has no men in the field whose 
primary function is other than the sale 
of new business. It is my feeling, he 
said,*at this time at least, that we will 
not expand in the future except along 
these lines. 


Place 


“The man with the most direct finan- 
cial interest in keeping the client at a 
high point of morale and the solicita- 
tion at a high level is the agent,” he 
went on. “What then should be his 
place in this service picture? Our feel- 
ing has been that we are doing him an 
injustice if we allow him to pass up 
these opportunities to strengthen his po- 
sition with the employer or to make 
contacts with other executives for ordi- 
nary sales. If I sound as though I were 
dreaming when I suggest that an agent 
can effectively service a group case, let 
me assure you that I am not and that 
this source of group service work has 


Agents’ in Service Picture 


been one of our most effective.” 
continued : 

“The man with the second greatest 
interest in the success of the plan is the 
group man who sold it, for his income, 
at least in our company, depends largely 
on the continuation of the plan at a 
high level of participation. Since he 
is the primary source of service on any 
given case, it will also pay him well to 
work effectively and efficiently in train- 
ing the administrator, because his time 
to solicit new business mgy be directly 
affected by a dissatisfied client or a 
poorly trained clerk. 

“He can always get in to see the ex- 
ecutive who purchased the plan orig- 
inally to discuss better methods of ad- 
ministration or to promote ideas for 
more effective use of the plan. He can 
discuss openly the problems of inefhi- 
ciency within the client’s own organiza- 
tion or even personnel problems which 
might be seriously hampering the opera- 
tion of the plan. Many of these doors 
are closed to a service man brought in 
after the case is closed. 

“What then about the details?” he 
asked. “Are we to kill our good sales- 
men with details? We feel there are 
many benefits to be derived from having 
the man who originally convinced the 
employer that he should buy from the 


Lincoln also be the man who re-sells 
the case through good service. We do 


not believe that this man should be a 
detail man, nor bogged down from serv- 
ice work. 

“Our first step to avoid this is clear, 
concise administration forms, with a sim- 
ple administration manual and the in- 
structions included on each form. This, 
of course, is only a step in the right 
direction and by no means the solution 
to the problem. The solution can only 
be with the group man and his use of 
this material.” He declared that most 
service problems are brought on by a 
company itself. 

“If we educate a new client that we 
are ready and willing to run to his plant 
every time his clerk fails to get the bene- 
ficiary’s first name or if we teach him 
that 1t is much easier to grab the tele- 
phone and call our office than to read 
the instructions on the back of his form, 
then we have gone out of our way to 
raise our costs of doing business and, 
ultimately, his,” Mr. Watson said. “We 
have laid the foundation for an expen- 
sive service organization which is in- 
effective in securing the results which 
good service should acquire. 

“We have recently added to this an 
audit of our larger and more compli- 
cated cases by a home office systems 
man. This audit has been conducted on 
the basis of a super-service call rather 
than a check for irregularities. Our first 
reports have been very favorable and 
the majority of clients have been very 
complimented by a visit from the home 
office. 

Response Encouraging 


“We approached this venture with 
some misgivings,” he declared, “being 
fearful that some agents or brokers, and 
even some of our own group men, might 
resent the fact that a home office man 
was checking into their cases. The re- 
sponse, however, has been entirely the 
opposite and, in many cities, agents and 
brokers insisted that the man call on all 
of their cases rather than just the larger 
ones.” 

In his concluding remarks, Mr. Wat- 
son said that he believed the success of 
Lincoln National’s methods of selling 
and servicing its business is tied very 
closely to this method of compensation 
and the ability to compensate its men 
directly for an efficient service job, mak- 
ing thé proper conservation a matter of 
dollars and cents to them. 

“All of our group field men are both 
sales and service men,” he declared. “To 
operate successfully on this basis we 
must: 1. be highly selective in our re- 
cruiting and thorough in our training; 
2. make full use of the services of the 
agent; 3. simplify our administrative 
procedures; 4. educate the employer's 
administrator to be self-reliant; 5. com- 
pensate our group men on a basis that 

makes it worth his while to make the 

system work.” 


He 


Hellgren Speaks His 
Mind on Group A. & H. 


ADDRESSES OPENING SESSION 


Urges Wider Sale of Assn. Group, Fran- 
chise, Dependents’ and Fringe Cover- 
ages; Publicize Claims Paid 


Chicago, Feb. 7.—A stimulating address 
by J. E. Hellgren, third vice president, 
Lumbermens Mutual Casualty, on “Group 
Insurance—Its Problems and Outlook” 
was one of the features here this morn- 
ing at the opening session of the Bu- 
reau-Conference meeting at the Drake. 
Introduced by George E. Light, Travel- 
ers secretary, the presiding officer, Mr. 
Hellgren spoke his mind freely and 
covered a lot of ground. He does not be- 
lieve that the saturation point has been 
reached in the group A. & H. field, de- 
spite the fact that annual premium pro- 
duction has exceeded $1,300,000,000 

“To be sure there are now few large 
industries without group insurance but, 
taking into consideration all industry re- 
gardless of size, the saturation point has 
not been reached,” he said. 


Insure More; Insure Better 


Mr. Hellgren said it behooves all en- 
gaged in the group business to study 
ways and means of solving problems, 
and he placed them specifically in two 
major categories: First, to insure more 
veople and secondly, to insure better. 
“In the ‘insure more’ category,” he said, 
“IT believe we all agree there are certain 
approaches we can make with a relative 
degree of safety. Certainly, we can and 
should explore the small group field, par- 
ticularly as these cases present fewer 
‘headaches than in the large group field.” 

From an underwriting standpoint Mr. 
Hellgren sees no substantial difference 
between insuring 1,000 employes work- 
ing for 65 different concerns or 1,000 em- 
ployes working for the same employer. 
“There is a greater clerical problem but 
this can be taken care of by improved 
systems of handling and by slightly in- 
creased rates.” 

Trade Assn. Group Field Attractive 

Mr. Hellgren saw plenty of room for 
activity in the trade association group 
field, saying: “Many successful group 
cases have been written by issuing a 
regular group policy to the association 
and insuring the employes of such em- 
ployers as well as the employers who 
are members under the one group policy. 
The premium collection problem has been 
simplified by several companies. The 
complications of the policy itself are 
primarliy with your eligibility and ter- 
mination sections. These sections must 
be amplified to take care of the mem- 
ber eligibility and termination as well 
as the employ eligibility and termina- 
tion,’ 

Noting that some association group 
plans have been criticized because they 
sometimes provide overlapping coverage, 
longer limits of payments and compara- 
tively high amounts of coverage, the 
speaker declared: “These liberal cover- 
ages are demanded by various associa- 
tions. In many instances they are not 
out of line considering the income and 
responsibilities of the association’s mem- 
bers. We, therefore, should carefully 
weigh such requests and provide bene- 
fits befitting the living standards of the 
association's members—at the proper 
premium,’ 

Mr. Hellgren then pointed to franchise 


plans “as the stepping stone between the 
individual policy and the pure group 
policy.” He remarked: “Frequently 


larger cases have a definite need for a 
plan, where for certain reasons, the 
necessary 75% minimum volume cannot 
be secured. Here, franchise plans fit in 
perfectly in that they supply the need 
and at the same time enable the writ- 
ing company to exercise some individual 


underwriting necessary in such situa- 
tions.’ 

Under the heading of “insure better” 
Mr. Hellgren cautioned that group 


writers are or will be in a very awkward 
situation if they allow labor unions to 
dictate the coverage they want. “Such 
demands should be anticipated by em- 


ployers with guidance from the insurance 
companies,” he declared. “It should not 
be selfish guidance to produce a lower 
loss ratio or more profit—nor even a 
plan to fit his particular employes—but 
a plan that is economically sound for 
millions of workers in many industries.” 

Mr. Hellgren realized that this bor- 
dered on perfection; that each employer 
and each union has its own ideas. “How- 
ever,” he said, “I don’t think the unions 
want government in insurance any more 
than we do as they would lose a great 
deal more than they would temporarily 
gain. If employers could get together 
and study the over-all problem, perhaps 
the resulting insurance program of life 
insurance, annuities and A.& H. would 
be such that the industry could pro- 
vide a program for pensioners, retired 
and for others.” 


What About Dependents? 

Further along the speaker posed the 
question: “Are we doing a good job. in 
educating the employers and the union 
of the importance of insuring the em- 
ploye’s dependents?” He felt that when- 
ever a group insurance plan is written 
everything should be done to include de- 
pendents’ benefits as part of the policy. 
If they receive the most liberal coverage 
for the least amount of money the re- 
sult will be fewer complaints, he said. 

Mr. Hellgren also wondered if group 
writers are taking advantage of the ad- 
ditional premium obtainable in selling 
the fringe coverages in group policies, 
He suggested: “We should do our best 
to sell one of the various types of medi- 
cal reimbursement coverages now avail- 
able. We should also stress diagnostic 
X-ray and laboratory expense benefits, 
supplementary accident and polio ex- 
pense benefits, etc. as part of a full group 
package. In so doing we are furthering 
the good will of the industry to its 
insureds.” 

Rate of Commission to Agents, Brokers 

Mr. Hellgren then approached the deli- 
cate, touchy problem of the rate of 
commission to be paid to agents or 
brokers. Believing that he spoke for 
the majority of those present, ‘he said: 
“We put ourselves in a very gullible po- 
sition when we pay excess commission 
on any group case. ... The remunera- 
tion must be in direct ratio to the serv- 
ice provided. If not, it is simply a 
question of taking money from the em- 
ployer, employe, or both, to pay it toa 
producer who has not put in an amount 
of effort to substantiate such an ex- 
penditure. We have seen the repercus- 
sions of such transactions.” 

Sees Major Medical Here to Stay 

This brought Mr. Hellgren to the 
subject of the current experimentation 
on major medical expense coverage, and 
‘he remarked: “No one knows better than 
I the reluctance on the part of many 
companies to enter a new field where 
there is no experience. However, there is 
no question but that catastrophic or ma- 
jor medical ‘is here to stay. We have 
not written a large volume, probably, 
because of one main reason—the reluc- 
tance of the public to accept deductibles. 
Why they readily accept deductibles in 
the auto insurance field and don’t do so 
in the medical field is primarily a matter 
of education. I say this because | 
don’t think we can ever expect [to 
write such a line at the high premium 
level necessary to enable us to elimi- 
nate deductibles or, for that matter, 
coinsurance. 

“The Blue Cross has done a good 
job of educating millions to feel, they 
should come out of the hospital without 
ever seeing a_ bill, much less, paying 
a part of it. They must be uneducated 
and I think with rising hospital costs, 
the Blue Cross would be the first to help 
us. 

“IT am emphasizing major medical for 
more than one reason. Tt is not only a 
coming thing but it is entirely possible 
that the future will see medical plans 
—so-called—replacing hospital and sur- 
gical plans. There is no reason why— 
with the proper deductible and with, per- 
haps, some element of coinsurance, & 
comprehensive medical plan should not 
replace all group lines except life and 
loss of income.’ 
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Oyiet! BOARD MEETING IN SESSION 


Success stories are being started in this classroom. 
Attention is focused on the big blanketboards, where 
fundamentals of insurance selling are being com- 
pellingly presented. ‘“‘Chairman of the board” is an 
instructor who teaches from a wealth of practical 
knowledge and experience. 


There is a place for you in this boardroom at one of 
the sessions of The Travelers Casualty and Fire 
School. Here you will find a course that gives you 
comprehensive preparation for a career of service in 


the Casualty, Fidelity, Surety, Fire and Marine lines. 


It makes no difference whether you are just be- 
ginning your career or have been in the insurance 
business for years. There is no substitute for the 
broad, modern training that can be yours at The 
Travelers Casualty and Fire School. 


If you would like to enroll in a future class, just get 
in touch with The Travelers Casualty or Fire Manager 
in your territory. He will give you the schedule of 
future classes and consider your application. 


The Travelers insuraNce COMPANIES 


Hartford 15, Connecticut 
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JOHN W. YATES 
ROBERT L. WOODS, CLU. 
LAWRENCE E, SIMON 
DANIEL AUSLANDER, CLU. 
(left to right) 


MASSACHUSETTS MUTUAL at new 
ALL-TIME HIGH LEVEL IN 1954 


SALES 

Ordinary Life, New High LOVGl ss se bsisbsn bs bddK SS SSNS AdES 6000S ORES $438,076,750 
Previous High Level, 1953.....cccscccccccsece EEE ee sececcecccsese $302,062,029 
Increase over previous all-time high. ....ccseccccsccssccsccsccsecesecececse $ 56,014,721 - 


LOS ANGELES AGENCY, John W. Yates and Robert L. Woods, C.L.U., General Agents, with 1954 
sales of $21,815,276 led the field and topped by $1,197,382 the previous all-time high for any 
Massachusetts Mutual agency. 


NEW YORK CITY AGENCY, Lawrence E. Simon, General Agent, November production exceeded 
the largest amount previously sold by a Massachusetts Mutual agency in any month. 


DANIEL AUSLANDER, C.L.U., New York City Agency, was the leading producer for the year. His 
November sales exceeded by $693,629 the previous all-time single month high for a Massachu- 
setts Mutual man, set in November, 1953. 


100 TOP PRODUCERS 1954 1949 

100 Leaders....... cosaeccccossocecccces Meee. Saaen ee 
AVENAGE POF MOM. ..ccsccsccsccccccccecs @ 1257108 9 666,128 
100th Man....... —Mtianemeke a». SE 2. See 
LEADING AGENCY $21,815,276 $ 13,181,930 


ALL-TIME RECORD MONTHS 


Sales in each of 10 months exceeded the records for the corresponding months in all past years. 
January sales of $43,643,608 topped by $8,142,334 the previous record high for a single month 
set in October, 1947. 


RECORD-BREAKING QUOTA BUSTER 


$104,545,235 written in 33 Quota Buster Days exceeded by 33% the previous high level contest 
record made in 1953. 


MILLION DOLLAR PRODUCERS 


Each of 50 representatives placed over $1,000,000 Ordinary Life in the Massachusetts Mutual 
for a total of $86,044,399, compared with 15 million-dollar producers and $18,301,707 five 
years ago. 


MASSACHUSETTS MUTUAL 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
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